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IRWIN Big 4 Christmas Specials 
53% Dealer Mark-Up 


priced and packaged fo sell in volume 





No. BBM (x) Borchest Set 


Set of 6 No. 62T Irwin Auger Bits in handsome oak 
chest. Sales-inviting solid center design. Attractive gift 
box to catch the eye and make customers quick to buy. 
One each of sizes 4, 6, 8, 10, 12 and 16/16”. 


Special Dealer Price............. $5.60 
De csocdéisenesd seeeu $8.60 
fot es sn hig eb awd $3.00 


Individually pocked. Weight: 3/2 Ibs. per set. 









Regular 
> > 
No. 2 (x) Lockhead Expansive Bit Catalog Stock 
Bores 35 standard holes, %” to 3”. Does the work of a 
whole set of individual sizes. Red and white gift box has 
cut-out lid for extra “eye and buy” appeal. Makes an ideal 
gift for the home handyman, teen-age woodworker and 


hobbyist. It sells big . . . so order big. 
Special Dealer Price... .$24.78 per dozen 
SP GED ccc cacencs $ 3.16 each 
ee $13.14 per dozen 


Packed 24 to shipping container. Wt.: 8 ibs. per doz. 





No. 886M (x) Speedbor ‘‘88’’ Set 
for Electric Drills & Drill Presses 





, = , tal 
The new Irwin wood bit that steps up the efficiency of small 4” Catalog 


electric drills. Exclusive Irwin Hollow Ground Point, Hang-a-Bit Hole Listed Set a ya ’ 
and size markings on head. Durable red plastic case with transparent 
lid. Gift box has cut-out lid for easy display. One each of sizes 3%, 42, 
5s, 34, % and 1”. 


Special Dealer Price ....... 2.2.20: $2.94 per set 
tel 6 ivéak ts deeucdhasdhet $4.50 per set 
 : ba tent gins aa any bane bee $1.56 per set 


Packed 24 to shipping container. Weight: 9 ibs. per doz. sets. 





No. 400-M2 Screw Driver Set 


Set of 4 genuine Irwinite Amber Plastic Handle Screw Drivers. 
Comes in red and white gift box with cut-out display lid. One each of 
No. 400 Machinist Type, 4” and 6” sizes. One No. 400-C Thin Blade 
Type, 6” size. One No. 4000 Phillips Type, 3” size. 





From Our 





Special Dealer Price. ...... 2... ee eeees $1.40 per set 
DE CE wec Sh ccckeewmedsce ce ses $2.19 per set Catalog Stock 
ise ae ns Sembee daeness cea ee mere 
Packed 36 sets to shipping container. Wt.: 10 Ibs. per doz. sets. 
Order from your Irwin Wholesaler Today ! * Stocks limited 


The Irwin Auger Bit Company, Wilmington, Ohio, USA =v 














WHEEL GOODS 


Your market is unlimited when you sell the complete 
Murray line. For it includes items for every age — tots 
to teenagers. Start selling the younger set Murray-Go- 





Round Baby Walkers. Next they graduate to Murray 
velocipedes and juvenile cars. When they reach the 
two-wheeler stage, they want Murray park cycles and 
bicycles . . . There is a wide range of sizes and models 


priced for every pocketbook . . . Display this famous 


and truly complete line right now! 
THE MURRAY OHIO MFG. CO. 


Cleveland 10, Ohio 


~ 


MURRAY BICYCLES —This super deluxe 
bike is one of 26 quality models, regular 


ond lightweight. 


RECORDS PROVE 
THE SOUTH’S LEADING 
POWER MOWER 
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POWER MOWERS 


1 Me PROFT?T LiNE<FO R10 &:7 


ASK YOUR DISTRIBUTOR ABOUT OUR “ORDER REWARD PROGRAM” 


JOHN T. EVERETT & CO. AIRCAPITOL MANUFACTURERS, INC. 


| eg ald et lia aia 1618-34 South Mead Street « Wichita, Kansas 
MEMPHIS 4, TENNESSEE 
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water heaters! 


jackson "°\. 


Glass-Lined has become a household word with today's quality- 
conscious public! A JACKSON Glass-Lined Water Heater as- 
sures cleaner water in ANY area over a longer period of time! 
JACKSON guarantees this with a tank that has an inside lining 
of tough, mirror-smooth, rust-defying finish! This remarkable 
finish is fused and bonded to sturdy steel! And, as with all 
JACKSON Water Heaters, the quality is controlled on ALL parts! 


Every JACKSON Glass-Lined Water Heater carries the 
JACKSON Warranty and there's a size for every need! 


Contact your local Jobber today for information on the COM- 
PLETE line of JACKSON Gas or Electric Water Heaters. 


W. L. JACKSON MANUFACTURING COMPANY 


1222 EAST 40TH STREET lr Oe, lelelcy WrAngs. i. 
' 
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THE MOST 


ALU ULS HUSH-HUSH SECRET 


IN THE 
"HARDWARE BUSINESS: 


THE NEW “ELECTRONIC SHOWCASE” 
BY PET IS THE ANSWER TO WHAT 
DISTRIBUTORS AND RETAILERS OF 
HARDWARE HAVE BEEN ASKING FOR! 


We went to 937 retailers of hardware...and over 200 
distributors ... and asked them what their biggest prob- 
lem was. 

The most frequent answer was something like this. Dis- 
tributors urge dealers to keep their regular stocks up. 
Then the distributor comes up with a terrific value... 
something dealers can really clean up on...at a sale 
price. But they have no place to display it or sell it, with- 
out rearranging their stores. Result: both distributors and 
dealers lose out on a lot of sales. 

Now Pet has solved that problem with the “Electronic 
Showcase,” which provides an absolute pilfer-proof place 
to display your big ticket, high profit power tools. And, 
in addition, provides a big, permanent in-store display 
for any and all hot items. 

Believe us, it’s spectacular; the one way a distributor 
D can make sure of those whopping volume sales... and 

7 walk, Conn., Phone : 3 € SuR profits ... without tearing up the whole store. 
wi 0, 3 ( ‘ Find out about Pet’s terrific new Electronic Showcase, 
o : J and find out how you can obtain them... ask your jobber 


ULL, $88 N. hi 
E. paree, A Clevela 
orate Be cnarenny Y salesman, or get the coupon in the mail today. 
LS N. Phone : 95 
4 Chamber of Commerce Bldg., 
9-1495. 


: re 
a_i MAIL COUPON NOW! 
Published Monthly by a 


W. R. C, SMITH PUBLISHING COMPANY To: George Weatherby Dept. SH-9-56 


Atlanta, Ga., and Dalton, Ga. Portable Electric Tools, Inc. 
320 W. 83rd St., Chicago 20, Ill. 


y * 
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Bditorial and Business Offices 
806 Peachtree Street, N.E., Atlanta 8, Ga. 


| 
| 
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Sours SOUTHERN AUTOMOTIVE NAME 
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Please send me full information about your new 
Electronic Showcase, and name of local jobber 


FIRM 
ADDRESS —_ 
a — 


008, Wi. B. 0. Amlib Pobliohing. Oo.. Asia: 
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Business Picture—Since the opening of the year the nation's economic ac- 

tivity has continued to increase, and as the fall months approach the 
rise is more pronounced than ever. The effects of the steel strike are all 
but shrugged off, and the prospects are for a new, record-breaking pros- 
perity. Jobs are plentiful, income is high, and for businessmen, general- 
ly, profits are good. For the immediate future months business can expect 
smooth sailing. 


Employment—Despite layoffs in some lines employment is no great prob- 

lem. More people were at work during the summer than ever before and the 
Labor Department estimates that in mid-July total employment reached 
66.7 million, an increase of 1.6 million since a year ago. 


Personal Income— In the year's second quarter personal income before 

taxes soared to 322.9 billion dollars. Meanwhile, consumption ex- 
penditures increased 2.6 billion dollars. Purchases of soft goods and out- 
lays for services increased, though spending for durable goods declined. 
The rate of personal savings in the period was 7.2%. 


Instaliment Debt— Consumer credit increased less than seasonally in 
early summer. Total consumer credit outstanding is now equal to about 
13% of personal income after taxes, up some 1% from a year earlier. 


Construction—While residential construction has been one weak spot in 

the business picture, building activity, on the whole, appears strong. 
Construction outlays are expected to top 44 billion dollars for the year, 
or about 4% more than last year. Outlays for private residential construc- 
tion may be down about 7% for the year. 


Retail Sales—sSales by the nation's retail dealers are at a record high 

and probably will expand further. In July department store sales 
were at the best level in history. Meanwhile, dealers in the hardware, 
building supplies, and lumber group were showing a slight increase in 
sales for the first five months of the year. 


Manufacturers’ Sales—fFactory sales in May rose to a record 

27.7 billion dollars, 6% above a year earlier. Sales of both durable 
and non-durable goods gained. At the same time new orders increased sharp- 
ly to 28.7 billion dollars, 4% above a year ago. 


Farm Income—fFarm prices have increased every month during 1956 and in 
June were 11% higher than the low level of last December. Farmers’ 
realized net income in the first half of the year was at an annual rate 
of 11.6 billion dollars, a half billion dollars higher than in the second 
half of 1955. Higher farm income in the Southeast, Southwest and East North 
Central Region was responsible for this increase. Farmers received about 
7.7 billion dollars from livestock and products and approximately 4.5 
billion from crops. 
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2 easy Ways to boost chain sales 











DISPLAY 


DISPLAY 





Want to get a "chain" reaction from your customers? 
Stock Nixdorff-Krein Elephant Brand Chain—and dis- 
play it in Chain-Packs and on a handy ‘Merchaindiser" 
where the customer can see—feel—buy the chain that 
suits his needs. 


The names Nixdorff-Krein and Elephant Brand are your 
assurance of pretested uniformity of manufacture and 
undeviating quality in a complete line of welded 
chains, tire and tractor chains, chain accessories and 
wagon hardware. 


WRITE 


NIXDOR 


/ STOCK TOP-QUALITY NIXDORFF-KREIN 

« ELEPHANT BRAND CHAINS IN CHAIN-PACKS 
~——y Customers like the convenience of chains in easy-to-handle 
PROOF colt CHAIN CHAIN-PACKS. When empty, they make fine pails. You'll like 
Ch sch 


ne the way Chain-Packs give “sealed-in” chain protection—con- 
4 ; serve floor space—and display chains to best advantage. 


NIXDORFF-KREIN CHAINS ON HANDY, 


EYE-CATCHING “MERCHAINDISER” 


STAND 


"MERCHAINDISER,” made of tubular steel, holds 8 of the 
fastest-selling types and sizes of chain. Extra rack in the rear 
for additional stock or for a reserve supply of "fast movers.” 
Equipped with cutter to snip off desired amount of chain. 
Welded wire reels fit any rack. 





FAST OVERNIGHT SHIPMENT 
FROM WAREHOUSES AT 
HOUSTON, ST. LOUIS, ATLANTA 





FOR HURRY-UP SHIPMENTS, 
TELETYPE SL 892 





SOUTHERN REPRESENTATIVES 


JOHN T. EVERETT & CO. 
35 SO. COOPER — MEMPHIS, TENN 











FOR CATALOG AND PRICES 


FF-KREIN MFG. CO 





916 HOWARD ST. « ST. LOUIS 6, MO. * PHONE CH 1-8726 
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David F. Baker 
Woodruff's 
Knoxville, Tennessee 


YES, WE have a profit-sharing 
and bonus plan. 

Every department manager is on 
a profit-sharing basis. He has to 
consider all angles of the business 

in his depart- 
ment. He must 
keep inventory 
and adjust ex- 
penses. He does 
his own hiring 
and firing. He 
is in control of 
the department 
and once a year there is a profit- 
sharing for the department heads. 

Advertising is budgeted for de- 
partments in accordance with vol- 
ume. Quotas vary in the depart- 
ments, of course. 

Every department manager 
works to share in the net profit, 
which is the profit before taxes are 
paid. 

We have weekly meetings of de- 
partment heads too, at which all 
phases of the business are dis- 
cussed. Suggestions are exchanged. 
Votes are taken on proposals at 
these meetings. We find that the 
department heads make helpful 
suggestions for the entire business, 
because they are in touch with the 
customers and know what the cus- 
tomers want. 

In addition to the profit-sharing 
for department heads, we have 
bonus plans for other employees. 
These vary and the bonus is paid 
more often than the once-a-year 
profit-sharing. Quotas for those on 
the bonus plan also vary. 

We are much pleased with the 
plans for employees in our store. 
They have worked out ver) satis- 
factorily. 

We also have plans for vacations, 


sick leave and other benefits, in ac- 
cordance with length of service. 
> 


L. L. Little 
Little Herdware Stores 
Birmingham, Alabama 


WE HAVE tried both methods of 
paying employees — salary and 
commission, and straight salary. 
Our experience has been that 
straight salary is far more success- 
ful. 

When we were on a salary-com- 
mission basis, the small-purchase 
customer suffered. It’s only human 
nature, of course, that a sales clerk 
would want to sell the higher- 
priced product under such an ar- 
rangement, but it will soon ruin 
much of the goodwill you’ve built 

Our commission arrangement 
was a straight one percent of all 
sales, with no differential for low- 
and high-priced items. So, there 
was always a rush to wait on the 
man coming in for paint, for ex- 
ample, and a tendency to pass up 
the housewife inquiring about a 
light bulb. 

One of our stores has plate-glass 
windows on one side as well as on 
the front, and it got so that the 
sales personnel often would spot a 
regular 
entered the store. This unfortu- 
nately often resulted in a customer 
already in the store being ignored 
while the preferred customer was 
getting the glad hand. 

So, we finally did away with the 
commission arrangement and went 
on a straight salary basis. 

Our employees’ pay is, we be- 
lieve, above the average, and as 
much or more than it was under 
the commission setup. 

We've found that you get the 
kind of help you pay for—that in- 
expensive help can be awfully ex- 
pensive in the long run. 
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customer even before he 


Question: Do you use any kind of 
bonus or profit-sharing plan? 


Because our customers all re- 
ceive the same courteous attention 
now, store traffic has increased, as 
has sales volume. Also, our em- 
ployees devote more time to order- 
ly displays and general store ap- 
pearance. 

Our employees are entitled to a 
vacation after a year on the job. 
We continue their pay when they 
are off because of illness or an 
emergency. They are granted 
leaves of absence upon request. 

At our other store (in nearby 
Ensley) the employees also work 
on straight salary, but the man- 
ager receives an annual bonus 
based on net profits. We feel this 
is justified because of his responsi- 
bility and because it makes him 
feel more a part of the company. 


+ 


M. Frank Meenehan 
Meenchan's Hardware, Inc. 
Washington, D. C. 


FoR YEARS we have felt the need 
for a profit sharing plan covering 
all employees. We believe that the 
only way all employees can enjoy 
the benefits that result from their 

combined effort 
is a profit shar- 
ing plan _ that 
€iste#ei bt 
utes equitably a 
certain percent- 
age of net profit 
among all em- 
ployees in ac- 
cordance with seniority of service 
and amount of salary. We have a 
good many old-timers in our com- 
pany whom we want to reward for 
years of loyal service, and new 
alert and promising young em- 
ployees whom we want to retain. 
We think a profit sharing plan is 
the answer. 
(Continued on page 8) 


1956 





SOUTHERN HARDWARE for SEPTEMBER, 1956 For more information use Handy Return Card, Page 94 











We therefore sent out a survey 
which our auditor conducted and 
we then studied his findings. We 
expect to install shortly a profit 
sharing plan that will cover every- 
one from top management righi 
through sales, clerical, stock, de- 
livery and custodial personnel. 

We believe a profit sharing plan 
creates in employees a real in- 
terest in the operation of the busi- 
ness. They put forth greater effort, 
show greater concern in increasing 
net profit by increasing sales vol- 
ume and cutting down expense. 

They do a better job of selling, 
give more thought to the display 
of merchandise, become more con- 
scientious about depleted floor 
stock and having items represented 
to avoid lost sales. They watch ex- 
penses more carefully and will not 
neglect tools, misuse them, or fail 
to keep them properly repaired. 
Because they know that the larger 
the overhead, the lower the net. 

They will encourage customers 
to handle their own purchases to 
avoid piling up expense on need- 
less deliveries. Each employee will 
carry his own load of responsibility 
to the full extent of his ability in 
order to avoid the addition of new 
staff members which would mean 
a greater division of the profits. 

Under a profit sharing plan em- 
ployees work more cooperatively 
with each other and with other 
departments. They dislike any lax- 
ness or indifference. Each expects 
the same high standards of per- 
formance from other staff members 
as he sets for himself. 

We are computing our profit 
sharing plan on a point basis. Each 
employee will get a certain num- 
ber of points for each year of serv- 
ice, and a certain number of points 
for amount of salary. On the basis 
of the over-all total of employees’ 
cumulative points, the percentage 
of his number of points will be 
calculated. To take an easy num- 
ber, suppose all employees’ points 
amounted to 1,000. If he has 50 
points, his share of the certain per- 
centage of net profit shared by 
employees will be 5%. 

Heretofore, we had a profit 
sharing plan covering managers 
and assistant managers. The new 
plan covering everybody will tie 
the whole organization into a 
tighter-working and harder-hitting 
body striving for a common goal. 


R. F. Smith 
Victoria Hardware Co. 
Victoria, Texas 


WE DEFINITELY are sold on the 
fundamental soundness of profit- 
sharing or bonuses for employees. 
We believe that some program 
whereby employees may share in 

the profits or 
earn a bonus is 
the small busi- 
ness man’s ans- 
wer to his prob- 
lem of holding 
good employees 
in face of retire- 
ment benefits 
and other inducements offered by 
large industrial and chain store 
concerns. 

We have operated a profit-shar- 
ing program for all regular em- 
ployees since 1945. Obviously, we 
believe it pays, or else we would 
have discontinued it long ago. 

The fact that our newest em- 
ployee (except men in the delivery 
service) has been with us seven 
years is an indication that the men 
and women are satisfied with their 
connection with us. We believe 
that the profit-sharing plan has 
contributed materially to this sit- 
uation. 

The plan covers all employees 
working for the company in any 
capacity, except those in the de- 
livery department — women in 
the office the same as the sales- 
men on the floor. The reason we 
have not extended the program 
to the men on the delivery trucks 
is that most of them are semi- 
transient workers and do not re- 
main with us long enough to qual- 
ify for a share of the profits, One 
man who heads up the delivery 
service has been with us for sev- 
eral years and does not participate 
in the profit-sharing plan, but he 
receives salary sufficient to com- 
pensate for lack of a cut in the 
profits. 

Employees receive 742 percent 
of the net profits of the company, 
distributed on the basis of individ- 
ual salaries. To provide the sum 
set aside for employees, the com- 
pany adds the yearly salary of all 
participating employees, then di- 
vides the employees’ share of the 
profits on the basis of an indi- 
vidual’s salary as related to total 
salaries and total bonus. 


If, for example, one man’s sal- 
ary is eight percent of the total 
paid in salaries to the men and 
women participating in the pro- 
gram he draws eight percent of 
the bonus. 

No person who has been with 
the company less than a year on 
profit-sharing date (December 31) 
can participate in the bonus. 

The program has developed our 
employees into a smooth-working 
team, with every man and woman 
interested in net profit more than 
total sales. It has been instru- 
mental in enlisting the aid of ef- 
ficient employees to weed out inef- 
ficiency. It gives every employee 
a feeling of participation not only 
as an employee but as a partner 
in the profits of the company. Ob- 
viously he not only acts in a man- 
ner to increase profits but sees 
that others do likewise. 


y= @® 


Vernon Niece 
Niece Hardware & Sporting 
Goods 
San Antonio, Texas 


WE ARE firm believers in the 
bonus system as a means of stimu- 
lating interest in sales. 

We use the bonus in three ways 
in our stores. We may set a quota 
for the different departments— 
hardware, paint, etc., with a bonus 
to employees of that department if 
they meet the quota. We may set 
an overall quota for a store for a 
month—with a bonus to all em- 
ployees if it is met. 

Or we may offer a bonus to em- 
ployees on the sale of special items 
—such as lawn mowers which we 
want to clear at the end of the 
season. 

We try to stimulate interest by 
providing variety. 

Where the store does largely a 
serve-yourself business, the over 
all store quota and bonus is best 
to use, we have found. 

In such instances, we pay the 
older and more experienced sales- 
man a bonus of 42% on all of the 
sales he made in helping to reach 
or exceed the quota. Younger and 
less experienced salesmen are giv- 
en a 4% bonus. 

We have found this to be satis- 
factory, since the junior salesmen 
do not expect to make the sales or 

(Continued on page 86) 
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GET A REPUTATION 





FOR SUGGESTING 


THE “PERFECT” CHRISTMAS GIFT 
No-Shock ROCKET Tools in Gift Boxes 





Featured in IRHA 
Family Gift Center 
Promotion 











e Like kids take to Santa Claus, men and boys, 
craftsmen and do-it-yourselfers have taken to 
RockEt tools. What better reason to suggest these 
tools to all the wives and sweethearts who are 
looking for the “‘perfect”” Christmas gift. 
Especially since they have been packaged in these 
sparkling, new Christmas-red gift boxes. To pro- 


mote impulse sales, Rocker features are listed on 
the band: no-shock design; handle won’t bend or 
break; non-slip cushion grip. 

Plenty of promotion behind these Rocker tools, 
too. They’re being featured in the IRHA Family 
Gift Center promotion. You'll receive banners, 
price cards, pennants and newspaper ad mats to 
help you boost sales. In addition, the ABAX Rocket 
belt axe, Al6X and Al3X Rocket hammers will 
be suggested as gift items to the over 3 million 
500 thousand readers of the December 8 issue of 
Tue SaTurpAy EveNING Post. 

Take advantage of this promotion. Call your True 
Temper wholesaler today. Feature these Rocket 
tools. Use your IRHA promotional literature. Brief 
your clerks on Rocket sales features. You’re sure 
to be known as the store for “perfect’”’ gifts. 


TRUE TEMPER. ~~~-@--—~ 


Finest quality in Hammers, hatchets, axes + Shovels - Garden, lawn and ferm tools + Shears + Fishing tackle » Golf-club shafts 
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1. W. Phillips and Co. 
Elects General Manager 


AT A RECENT meeting of the 
board of directors of the I. W. 
Phillips and Co., wholesale organ- 
ization of Tampa, Fla., Walton 
Hicks, Jr., was elected vice-pres- 
ident and general manager of that 
company. 


Walton Hicks, Jr. 


Prior to his election to this of- 
fice, Mr. Hicks served as vice-pres- 
ident and assistant general man- 
ager. He is a graduate of Georgia 
Tech in Industrial Engineering 
and served as a commissioned of- 
ficer in the Navy during the war. 
He entered the employ of I. W. 
Phillips & Co. in 1947 as catalog 
builder. Since that time he has 
served as manager of the Paint Di- 
vision, and as assistant general 
manager. 


Continues as President 


Walton Hicks, Sr., formerly 
president and general manager, 
continues as president of the cor- 
poration. Other officers are Robert 
W. Trice, chairman of the board; 
Arthur E. Slack, first vice-presi- 
dent; Kenneth Wynns, vice-presi- 
dent in charge of purchases; I. W. 
Phillips, Jr., treasurer; Carrol] C. 
Phillips, secretary; and Sydney 
Potter, assistant secretary and as- 
sistant treasurer. John S. Collar is 
sales manager. 


10 


Dallas County Group 
Elects Officers 


NEWLY elected officers of the 
Dallas County Independent Hard- 
ware Dealers, Dallas, Texas, are 
as follows: P. O. O’Brien, presi- 
dent; Bob Lindop, Jr., vice-presi- 
dent; Sam Aarons, secretary-treas- 
urer; Frank W. Greenhaw, di- 
rector; and Fred Held, director, 


. 


Paul C. Nicholson, of 
Nicholson File, Dies 


PAUL C. Nicholson, chairman of 
the board, Nicholson File Co., 
Providence, R. I., died at his home 
on June 28. 

Joining the Nicholson organiza- 
tion in 1911, following graduation 
from Yale University, Mr. Nichol- 
son worked in every department of 
the Providence plant. He was e- 
lected a director in 1912, vice- 
president in 1913 and also treasur- 
er in 1915. 


Paul C. Nicholson 


Mr. Nicholson became president 
and general manager in 1939, Up- 
on his election as chairman of the 
board in 1952, Mr. Nicholson was 
succeeded as president by his son, 
Paul C. Nicholson, Jr. 

Mr. Nicholson represented the 
third of four generations of his 
family, in direct succession, ac- 
tively to manage the company 


Riding Mower Unveiled at Sales Meeting 


Highlighting a recent sales meeting of top executives and sales personnel 

of the Pennsylvania Lawn Mower Division, American Chain & Cable Co., 

Inc., at the Exeter plant, was the unveiling of the Riding Mower. The mower, 

shown here without its optional outrigger cutting attachment, is demon- 

strated by Wm. Wheeler, vice-president, to Messrs. V. E. Lysaght, general 

sales manager; H. Ervin, vice-president and director of sales; Cyrus Johns, 
president and E. J. Williams, vice-president 
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YOU'LL MAKE MORE MONEY in ’5/ 
with Whastn- 


Hores @ Longest Discounts in the Industry—up to 36% 


® 





——— (Including quantity and early-order discounts) 
The Why- e Non-recourse, Non-reserve Consumer Time 
“CATALINA” Payment Plan—Another Moto-Mower First! 







18” Deluxe Rotary © 50-50 Co-Op Advertising Plan (Unlimited) 





The hottest mower in the 
business in ‘56—it will be 
even hotter in "57! 





@ Factory-paid Local Newspaper Ads 










® Factory-paid Local TV Spots 
@ Free Displays and Selling Helps 


® Prospect Coupons from big National Ad 
Program 


® Nation-wide Service Organization 

16 Reel and 

Rotary Models $7435 
Priced as low as nail 
ADVERTISED IN 


POSTEELIFE! 


AMERICAN HOME HOUSE & GARDEN 
BETTER HOMES & GARDENS SUNSET 


The Most Wanted, Fastest Selling Line of Mowers on 
the Market —with Exclusive Advertised Features Everybody Wants! 







See Your Distributor or Send 
%& All-new 21” Professional Trimmer-Type Coupon for Details of Moto-Mower's 


Reel Mower > & 
*& 21” Self-Propelled Rotary PREFERRED DEALER. PLAN 


* 18” Self-Propelled Rotary 
*% 21” Deluxe Rotary 


*% Four 18” Staggered-Wheel Rotaries 
(Including a Low Priced Electric) 


*% 18” Leader Rotary 
% 20” Deluxe Reel Mower 


% 20” Deluxe Reel Mower with 
Weed-Topper 
* Two 18” Deluxe Reel Mowers 
Address —~ ~ sinods 


% 20” Leader Reel Mower = ane ; 
City — __ State Se 
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Moto-Mower Division, Detroit Harvester Co. 
625 “G”" Street, Richmond, Indiana 


Please send me complete Preferred Dealer Plan and full-color descriptive 
literature on the 1957 Moto-Mower line. 








Store Name Se 
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Ingersoll Announces 
New Representatives 


IN A MOVE to strengthen its dis- 
tribution throughout the South and 
Southwest, Borg-Warner’s Inger- 
soll Steel Division, New Castle, 
Ind., has appointed new manufac- 
turers’ representatives for its line 
of shovels, spades and scoops. 

Sloan & Dupree Co., Little Rock, 
Ark., will handle Ingersoll sales 
in Arkansas, Louisiana, Texas, 
Mississippi and Oklahoma. 

Fry-Holbrook & Co., Atlanta, 
Ga., will cover Georgia, Florida, 
North and South Carolina, Ala- 
bama and Tennessee. 

K. Lester Wilson Co., Baltimore, 
Md., which has represented In- 
gersoll Steel for many years in 
Maryland, West Virginia and the 
District of Columbia, has had Vir- 
ginia and Delaware added to its 
territory. 
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Southern Screw Co. 
Offers New Service 


A NEW SERVICE to screw users 
has just been announced by Fritz 
Jensen, president of Southern 
Screw Co., Statesville, N. C. Every 
Master carton of Southern wood 
screws and sheet metal screws will 
now contain Folder TC-4, “In- 
structions for Selecting and Us- 
ing Wood Screws and Sheet Metal 
Screws.” Folder TC-4 gives com- 
plete instructions for measuring 
length and diameter, head styles 
available, pilot hole sizes, drill bit 
sizes, etc. 

At the time of the announce- 
ment the company stated that it 
would be several weeks before 
these cartons containing Folder 
TC-4 reach dealer shelves as 
wholesale distributors must move 
out their present stock first. How- 
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(Continued from page 10) 


Holbrook Wilson 


ever, during this time, supplies of 
the folders will be available to 
wholesalers and dealers handling 
Southern Screws, More informa- 
tion can be obtained from South- 
ern Screw Co., P. O. Box 1360, 
Statesville, N. C. In writing the 
company dealers are requested to 
give the name of their wholesale 
source of supply. 


Schoellkopf Co. Names 
Housewares Buyer 


W. F. “Brax” Braxton, well- 
known Dallas housewares buyer, 
has been appointed housewares 
buyer for Schoellkopf Co., Dallas 
wholesale distributing firm for 
housewares, hardware and sport- 
ing goods. 

The appointment was announced 
by Schoellkopf President George 
H. Norsworthy when he introduced 
Braxton to field representatives of 
the company at a recent Dallas 
sales meeting. 

Braxton formerly was associated 
for several years with another 
large Dallas wholesale distributor. 
In his new position he will be a 
key figure in operating the new 
modernization and expansion pro- 
gram which is now underway in 
Schoellkopf’s Housewares Division 


Atlanta's Beck & Gregg Hardware Co. 
Celebrates 90th Anniversary 


Beck & GreGcG Hardware Co., 
wholesalers with headquarters in 
Atlanta, Ga., currently is celebrat- 
ing its 90th year of operation. 

Founded in 1866 by Vincent R. 
Tommey, Joseph S. Stewart, and 
Gustavus J. Orr, with a total cap- 
ital of only $2,500 the firm virtual- 
ly rose from the ashes of Civil War 
destruction. Expanding steadily 
through the years, the company is 
today one of the nation’s leading 
wholesale hardware houses. 

By 1872 the firm had moved 
from its small quarters on White- 
hall St. to a new building on Pry- 
or and Decatur streets. Lewis H. 
Beck, later to become one of the 
South’s first travelling salesmen, 
and William A. Gregg acquired 
control of the company which to- 
day bears their names. 

During this period W. A. Parker, 
father of the present president and 
destined to be the firm’s third pres- 
ident, joined the company. 

Expansion continued and by 
1899 the firm travelled 19 sales- 
men and covered portions of seven 
states. 

In 1920 W. A. Parker, Sr., after 
having served as vice-president 
and general manager for many 


SOUTHERN HARDWARE for SEPTEMBER, 


years assumed the office of presi- 
dent upon the retirement of L. H. 
Beck. 

The company, meanwhile, had 
expanded its facilities several 
times and sales exceeded the two 
million dollar mark. 

In 1922 Mr. Parker passed a- 
way and was succeeded by his son 
W. A. Parker, who heads the firm 
today. His son, W. A. Parker, Jr. 
was named a director in 1955. 

The company presently travels 
41 regular line and specialty sales- 
men exclusive of those in the in- 
dustrial division. It serves dealers 
in Georgia, Florida, Alabama, 
Tennessee, North Carolina, and 
South Carolina. 

Still growing the company pres- 
ently plans to build additional 
warehouse space to supplement the 
modern, multi-storied warehouse 
and office building which it oc- 
cupied in 1941. 

In addition to President Parker 
officers of the company are: B. W. 
Brannon, vice-president and gen- 
eral manager; W. M. Huie, vice- 
president; P. D. Strickland, vice- 
president; Charles Bandy, secre- 
tary, and James H. Davis, treas- 
urer. 
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Noell. profit makers 
“all HAIN. (7 


CHAIN MERCHANDISER 





YOU PROFIT! 





YOU can step up your chain sales and profits—by 
putting the Hodell Merchandiser out front in your store 
traffic. Send for four-page, three-color folder describing 
the merchandiser and showing actual profits based on 
suggested selling prices. Just write“MERCHANDISER”, 
your name and your address on a post card, and mail 
it to us. Why not do it now? 


Maps 


& by cpa oo . 


AND 


Hodell Pailettes 
FAST SELLING SIZES 
OF WELDED CHAIN 


>= 
} Modell Proof Coil and BBB Coil chain 
on fo are rs oe gee ope 
1p are the handiest way to se 
ROOF COIL CHAIN them. Data sheet in color will 


Paitette- be included with your Mer- 
chandiser folder. 





HODELL CHAIN COMPANY, Cleveland 3, Ohio 
Division of The National Screw & Mfg. Co. 





— 
| atlionea A 


SS 
— ‘ 
aie! Fasteners Hodel! Chains Chester Hoists 
& 


ai 
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L. A. Luedtke Is Named President of 
National Retail Hardware Association 


L. A. LUEDTKE, veteran hard- 
ware retailer from Fairmont, Min- 
nesota, was named president of the 
Nationa] Retail Hardware Associa- 
tion during the final session of the 
organization’s 57th Annual Con- 
gress in Toronto, Canada, July 26, 
1956. 


L. A. Luedtke 


Mr. Luedtke has owned the 
Fairmont Electric and Hardware 
Store for 28 years, and is a past- 
president of the Minnesota Retail 
Hardware Association. Active in 
local civic and business affairs, Mr. 
Luedtke has served as president of 
the Chamber of Commerce; is 


president of the Municipal Utili- 
ties Commission; vice-president of 
the Fairmont Federal Savings 
and Loan Association; a director 
of the Fairmont Railway Motors; 
and he is director of the American 
Hardware Mutual Insurance Com- 
pany. 
o 


New Facilities Opened 
in Dallas by 3M Co. 


MINNESOTA Mining & Manufac- 
turing Co., St. Paul, Minn., has 
opened a new branch office and 
warehouse in Dallas, Texas. The 
new facilities are part of the com- 
pany’s program to expand and 
improve service to customers in 
this area, S. S. Shogren, office 
manager, states. 

The one-story structure, which 
has 32,000 square feet of floor 
space, is located at 2121 Santa 
Anna Ave. Previous facilities were 
at 1221 Dragon St., Dallas. 

The company manufactures sev- 
eral hundred varieties of “Scotch” 
brand tapes, coated abrasives, ad- 
hesives and coatings, roofing gran- 
ules, reflective sheeting, printing 
accessories, decorative ribbon, e- 
lectrical products, chemicals, rein- 
forced plastics and office copying 
equipment. 


Peet Joins Everett Co. 
as Power Equipment Rep 


EMERSON W. (Bill) Peet, Jr., of 
Atlanta, Ga., has joined John T. 
Everett & Co. as a special repre- 
sentative in powered equipment, 
according to W. N. Wilkerson, 
managing partner of the organiza- 
tion with offices in Memphis, At- 
lanta and Houston. 


E. W. Peet, Jr. 


Peet is well-known among 
wholesalers and dealers through- 
out the South Atlantic states, and 
has worked as district manager for 
Reo Power Mower Division of Mo- 
tor Wheel Corp. for the past six 
years. He will continue to make 
his home in Atlanta. Peet was born 
in Denver and spent most of his 
youth in Los Angeles before mov- 
ing South about 10 years ago. 


This new regional sales office and warehouse of the DuPont Finishes Division has been opened in Atlanta, Ga., 

to serve the Southeast. Including the warehouse area which has the most modern materials-handling equip- 

ment, the installation covers 30,000 square feet on a two-acre plot about four miles from downtown Atlanta. 
For many years the offices were situated on Peachtree Street. 
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Health-o-Meter Wodel,4/ 


volssl-Miuiele| 1m h—) 
$12.95 


Heaith-o-Meter Model 97 gives you a tre- 
mendous sales edge over other scales, because it 
is designed to satisfy —even those hard-to-please 
customers! Sleek, slim, streamlined—the 
Model 97 comes in bright, eye-catching enamel 
finished colors; accentuated by sparkling 
chrome trim. Soft, pastel, baked-on enamel 
colors blend beautifully with every decor. 
Health-o-Meter Model 97 is as functional 
as it is beautiful! Easy lifting built-in handle 


reasons why 
Jalelelelg Melty 


‘\ 


’ Scale with the Lift 
is the easiest ever to 


al- Galell 


makes moving simple and sure. Full 260-lb 
capacity ‘Panoramic Dial” tells the truth to 
customers —everytime! And because the Model 
97 is precision-built, it gives perfect weight 
watching service year after year. 
Health-o-Meter Model 97 is the most pra 
tical scale dealers can sell. And profitable ji 
the word for dealers carrying them. Writ 
Health-o-Meter Model 97 on your next order 


and help yourself to an extra share of sal 


Anerica’s weight-watcher éince 7979 Health-o-) eter 


Continentai Scaie Corporation - 5701 Claremont Avenue: Chicago 36, Illinois 


For more information use Handy Return Card, Page 94 
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Visiting dealers, shown above and below, join their hosts from Beck & Gregg 
Hardware Co. at breakfast during the recent housewares clinic 


Beck & Gregg Hardware Co. Sponsors 
Second Successful Housewares Clinic 


THE THREE-DAY housewares clin- 
ic conducted by Beck & Gregg 
Hardware Co., in Atlanta, Ga., 
August 7-9, attracted approx- 
imately 280 dealers from five 
states. The clinic, held for the 
second successive year, was again 
under the supervision of James J. 
Autrey, company sales manager 
for housewares. 

The first two days of the clinic 
were devoted to dealers, with the 
third day set aside for department 
store buyers located in the south- 
eastern states. 


18 Manufacturers 


The products of 18 manufactur- 
ers were on display and a program 
Similar to last year’s was followed 
in moving the dealers into each 
manufacturer’s sample room. The 
dealers were divided into twelve 
groups. Beck & Gregg salesmen 
served as group captains of the in- 
dividual groups, directing them 
into the various rooms at the ap- 
pointed times. Fifty-five minutes 
were spent in each room, with the 
first day divided into seven peri- 
ods, and the second into five peri- 
ods. 

Group captains were Jack Brock, 
Byrd Burgamy, Clyde Davis, Bill 
Cherry, Perry Mullis, Homer 
Smith, Marvin Winter, Jim San- 
ders, Walter Strickland, Walter 
Simmons, Ralph Smith, and Roy 
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Malcom. 

Factory representatives partici- 
pating in the clinic included Dike 
Probert, Club Aluminum and In- 
land Glass; Bill Everett, Cosco; 
Tom Longfellow and Jack Kursch- 
ner, Ekco Products; Ed Grinnell, 
General Electric; Jim Miller and 
Marshall Dyson, Pyrex; Phil Lund- 
blad, Revere; Paul Walker, Rub- 
bermaid; John Gage, Sunbeam; 
and Ray Faust, Wearever. 

Manufacturers’ representatives 
participating in the clinic were 
George McDuffie, Ralph Beinecke, 
and Reid Cox. 

The company served dealers 
breakfast, lunch and a buffet din- 
ner on the first day of the clinic, 
and the dealers were guests for 
breakfast and lunch on the second 
day. 


A. H. Deveney & Co. 
Appoints Sales Rep 


A. H. DEvENEY & Co., Inc., man- 
ufacturers’ representatives with 
headquarters in Birmingham, Ala., 
has appointed J. E. Gills as sales 
representative to cover the states 
of Virginia, North Carolina and 
South Carolina. The appointment 
was effective August 1. His home 
and headquarters will be in Rich- 
mond, Va. 


J. E. Gills 


Gills formerly served in the ca- 
pactiy of purchasing agent in the 
hardware department of Virginia 
Carolina Hardware Co. in Rich- 
mond. He was with this firm for 
35 years and served in many ca- 
pacities during that time. 

With the appointment of Gills 
as sales representative, A. H. De- 
veney & Co. now has six salesmen 
in 14 southeastern and southwest- 
ern states serving the wholesale 
trade. 
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BRIGHTEN 


Your fall building business with 
AOMINUMEEUNEDINGRERODUGTS 


from SS Rage 


insulation Gutters and 
Downspouts 


Louvers 


Here im the South there are nine SSIRCO 
warehouses completely stocked with a variety 
ive aluminum building mate- 
for r every building requirement. Thresholds and 
These SSIRCO warehouses are — to Metal Trim 
Serve any geographical area of the theast 
with any quantity of aluminum building 
products you need. For products and supply 
you cun on for a bright and profit- 
able fall building season, make SSIRCO 
your aluminum building material center. 


Screens 


Farm Gate rage Voor - 
tes D . 
Garag Coil Sheets 


SOUTHERN STATES IRON ROOFING CO. 


Serving the Building Material Trade Continuously Since 1914 
ATLANTA, GA. SAVANNAH, GA. BIRMINGHAM, ALA. LOUISVILLE, KY 


1530 Elisworth Drive, N.W 309 Stiles Avenue 2830 Fifth Avenve, North South Tenth Street 
Phone: SYcamore 4-9511 Phone: ADams 6-246] Phone: 4-546] Phone: MElrose 4-944] 
MEMPHIS, TENN. MIAMI, FLA. NASHVILLE, TENN. RALEIGH, N. C. RICHMOND, VA. 


703 North Royal Avenue 3640 N.W. 52nd Street Harrison Street ot Seventh Avenue 1431 Courtland Drive 1910 Petersburg Pike 
Phone: JAckson 5-4717 Phone: NE 5-2595 Phone: Alpine 5-1152 Phone: TEmple 4-622) Phone: 82.6748 








CHECKLIST 
of quality building materials 


To aid you in determining your exact needs, here is a handy checklist 
of building materials handled by SSirco. For immediate service, simply 
put a check by the products you want and call your nearest SSirco 
office, which is listed below. 


Get ready for the big Fall building business 


YOUR 


, 


ALUMINUM ROOFING 
AND SIDING 
(Reynolds 
5-V Crimp Roofing, 26” wide 
1%" Corrugated, 

26” and 48” wide 
2'2" Corrugated, 
26" and 48" wide 
032” Industrial Corrugated, 
35” and 48” wide 
Master Shingles 
Weatherboard Siding 
Ridge Cap @ Valley 
Eave and Gable Finish 
Gravel Stop @ Flashing 


GALVANIZED ROOFING 


AND SIDING 

5-V Crimp Roofing 

Lock Tight Roofing 

1%" Corrugated 

2'4" Corrugated 

Double Lock Roll Roofing 
Weatherboard Siding 
Ridge Cap @ Valley 
Eave and Gable Finish 
Gravel Stop @ Flashing 


SHEET METAL 
Aluminum @ Copper 
Galvanized Steel 
Terne Roofing 
Stainless Steel 


TRANSLUCENT GLASS 
FIBER PANELS 
(Alsynite) 

Fiat Sheets @ Corrugated 
Mastic @ Window Pane 
5-V Style @ Step Lap 


ASBESTOS PRODUCTS 
Siding Shingles 


Aluminum Trim 


ASPHALT PRODUCTS 
(Fry) 
Shingles @ Roll Roofings 
Brick and Stone Sidings 
Felts @ Built-up Roofing 
Roof Coatings and Cements 
Asphalt Filler Strips 





NAILS 


(Aluminum and Stee! 
Finishing @ Casing 

Box @ Plasterboard 
Shingle @ Roofing 
Roofing, Lead Head 
Roofing w/ washers 
Asbestos Shingle 

Gutter Spikes @ Common 


GUTTER AND DOWN PIPE 


Reynolds Embossed Aluminum 
Galvanized Steel 

Mitres @ Rangers 

Elbows @ Shoes 


LOUVERS AND 
VENTILATORS 
Vari-Pitch Aluminum Louvers 
Hamlin Aluminum Foundation 

Ventilators 
Leslie Louvers 


RED CEDAR SHINGLES 
(Shokertown) 
Stained Shakes and Shingles 
Perma-Stains @ Glumac Units 


FIR PLYWOOD 


Douglas Fir Plywood 


INSULATION 


Gustin-Bacon Snap-On Pipe 
Insulation 

Reynolds Reflective 

Certain-teed Fiberglass 

Ultralite 

Staple Guns and Staples 

Roof Insulation 

Rock Wool 

Mastic and Cement 


HARDBOARD PRODUCTS 


(Masonite) 

Presdwood 

Tempered Presdwood 
Tempered Tile 

Duolux @ Tempered Duolux 
Panelwood @ Siding 





PLASTIC-COATED 
PANELING 


(Barclay 

Sheets and Squares 

Tile Pattern @ Streamline 
Solidtone @ Metal Trims 
Presdwood Mouldings 
Adhesive 


MISCELLANEOUS 
BUILDING PRODUCTS 


Bates Stairways 

Burns Aluminum 
Tension Screens 

Conwire Frame Screens 

Miami Carey Bathroom 
Cabinets and Accessories 

Aluminum Mouldings and 
Threshold Plates 

Termite Shields 


ALUMINUM 
MILL PRODUCTS 


(Reynolds 

Flat Sheet (Various Alloys) 
Coil Sheet (Various Alloys 
Architectural Shapes 
Structurals @ Tubing 
Screw Machine Stock 
Tooling Plate 

Tread Plate 


REYNOLDS 
Do-It-Yourself 
Aluminum Products 


DOORS — METAL 


Garage — Aluminum 
Garage — Steel 
Frame — Steel 

Screen — Aluminum 
Sliding Closet — Steel 


AWNING SUPPLIES 
ALUMINUM 
Step Down Sheet 
Pre-enameled 
Solid — Ventilated 
Angles @ Channels 
Tubing @ Fringe @ Screws 


SOUTHERN STATES IRON ROOFING COMPANY 


ATLANTA, GA. SAVANNAH, GA. BIRMINGHAM, ALA. LOUISVILLE, KY. 
1530 Ellsworth Drive, N.W. 309 Stiles Avenue 2830 Fifth Avenue, North 1239 South Tenth Street 
Phone: SYcamore 4-951] Phone: ADams 6-2461 Phone: 4-546] Phone: MElrose 4-944] 


MEMPHIS, TENN. MIAMI, FLA. NASHVILLE, TENN. RALEIGH, N. C. RICHMOND, VA. 
703 North Royal Avenue 3640 N.W. 52nd Street Harrison Street at Seventh Avenue 1431 Courtland Drive 1910 Petersburg Pike 
Phone: JAckson 5-4717 Phone: NE 5-2595 Phone: Alpine 5-1152 Phone: TEmple 4-6221 Phone: 82.6748 








introducing 





e@ 


Casuals 


by Moe Light 





| THOMAS INDUSTRIES INC 
j © Ongnroter: of rept athon-Lightng 
; 
Executive Offices—410 5. Third St. Lewisville 2, Ky 
» Camnds 1401 the Qveenswey Tevente 14. Onterio, Conode 


HOMAS MOUSTIES INT prodenn 


oe Leg ord Wer Ligh ome kghmey 


ee eel eel Way powe: sews 


5 all new, beautifully designed, attractively matched 
Moe Light Cordette Casual fixtures—specially priced 
for one month and advertised to the hilt in the leading 
homemaker magazines . . . it all adds up to a deal you just 
gotta get in on! You build sales because your customers 


save ... You make full profits because THEY'RE 
SPECIALLY PRICED TO YOU! 


7 THOMAS INDUSTRIES wo, Quorzey 


Originators of Inspiration-Lighting 
Executive Offices — 410 S. Third St., Louisville 2, Ky. 


In Canada: 1401 The Queensway, Toronto 14, Ontario, Canada 
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RE-LIGHTING ... RE-MODELING ... 

is sweeping the country with the national == 
“Operation Home Improvement.” Get * 
your share of this booming business— 3 
call your Moe Light Distributor today 
for stock and free sales aids, 


THOMAS INDUSTRIES INC., 
Moe Light Division, Dept. SOH-9, 
410 So. Third St., Louisville 2, Ky. 


Gentlemen, YES | want to get 
Casual Promotior 


Cordette 
information 


in on Moe Light's 


Send me full 
Have my distributor salesman call on me 

Name 

Company 

Address 

City 

My Distributor is 


For more information use Handy Return Card, Page 94 








For Rugged Use! Easy to Sell! 


- now is the time to stock 


e-mEINGHE 


’ WELDED ie BENCH OILERS 


Order today from 
your supplier or 
write direct to 
Eagle for informa- 
tion. 


ed for mallle. 


wigly rset towne 


¢ Made to withstand heavy-duty abuse 

© One-piece high-grade steel body 

¢ Body electrically welded to bottom 
under electronic control 

¢ Long life and dependable service 
assured ... economical too 


for latest Eagle Catalog 
showing Complete Line 

of Eagle Oilers, Safety 
Cans, Oil and Gasoline 
Containers. It’s free. 


Seta’ ise MANUFACTURING CO. Wellsburg, West Virginia 
Serving Industry Since 1894 


For more information use Handy Return Card, Page 94 SOUTHERN HARDWARE for SEPTEMBER, 1956 





| New “snap-on” handle 
\ snaps up sales 


New, streamlined, “snap-on” 
handle is sturdy and 
adjustable to user's height. 
Fingertip throttle control 
permits changing engine 
speed without stooping or 

. stopping. Toe-tip control 
safety latch. Handle 

stands upright for 


compact storage. 





| ADJUSTABLE 
DEFLECTOR 








Model 300-E, 18” cut 
Electric-powered 
Vy hp, 3450 rpm 


D 


Mode! 300-T, 18” cut \ Model 320-T, 20” cut 


Also available Self-propelled 
with rope starter 


“Since 1904”...Worcester, one of the country’s leading producers of quality lawn mowers 


Worcester offers also a complete line of reel-type power mowers, hand mowers and lawn sweepers 





AMES OFFERS A COMPLETE 


This all-new Ames tool merchandiser is 
the answer to the pressing problem of 
how to display tools without cluttering 
aisles and walls. This scientifically de- 
signed unit is only 39” long yet holds for 
display and stock up to 5 dozen tools (no 
small hand tools included). The whole 
unit occupies only seven square feet 
and permits heavy sales without the 
necessity of frequent stocking during 
busy store hours. 


NEW! 
In appearance, portability, and construc- 
tion this merchandiser is a completely 
different approach to the selling and 
displaying of garden tools. The unit is 
designed around the needs and desires 
of thousands of dealers throughout the 
country. 
ATTRACTIVE! 

The handsome blue and silver merchan- 
diser is an eye-catching addition to any 
store. Stays bright and attractive 
because it is in permanent, rugged heavy 
gauge wire and tubing. 


PORTABLE! 
Merchandiser is strong enough to hold 
five dozen tools plus a two-hundred 
pound man and still roll easily about on 
jumbo 3” casters. Can be used indoors 
or outdoors. 

COMPACT! 

Entire display occupies only seven 
square feet. It holds tools securely and 
safely and yet they can easily be in- 
spected by your customers. — 








y 
—-_ 








“we 8? 
=wIStl) Fe Si —_— 


Ww C7 


PAYS OFF! 

As an attractive and modern display for 
your stock of Ames tools this unit will 
keep sales moving at a profitable pace. 
It allows you to bring your garden tool 
department to the front of the store. . .’ 
permits display of a greater variety of. 
tools which leads to many plus sales. 
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GARDEN TOOL CENTER 
square ft. 


pe ' 
vi 
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In this Special OPE? as i 


Matched Tooi Assortment and Quantity of Each 


3—ADW Dandelion Weeder 6—AFSD Floral Shovel D. Handle 3—AFH5 Floral Hoe 
3—AFSH Floral Scuffle Hoe 6—AG6% Field and Garden Hoe 3—AFGS Floral Garden Spade 
3—A3SC 3-Tine Cultivator 3—A14C Garden Rake 
3—AW7 Warren Hoe eliipae lhe 3—ATR8 Floral Rake 
3—A4D Ladies Spading Fork 3—ASGW Weed Whip 3—ATLDA Spading Fork 
3—ASTO Square Top Onion Hoe 3—AFS3' L. H. Floral Shovel 6—A14RB Round Bow Rake 
Eastern Zone Western Zone 
5 dozen Ames tools as listed on this page—Retail Value $169.80 $174.75 
Ames portable merchandiser No. ATM $40.00 $40.00 
TOTAL VALUE $209.80 $214.75 
Regular Dealer Cost $153.20 $156.50 
If ordered by December 15, 1956 $113.20 


(Delivered Freight Prepaid) 


For full details call your Ames distributor or fill out the coupon below. 









O. Ames Company, Parkersburg, West Virginia 
, Spoons Too! Division SH-9 


Day rela a8 183 




















_ (5 dozen tools plus merchandiser shipped 
isenapeli my store month of 
Bill me through my jobber who is: 
Oo. AMES CoO. —. 
Division of McDonough Co. NAME ADDRESS 
Parkersburg, West Virginia CITY STATE 
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NEW J&L NAIL PACKAGES 


BUILD FAST TURNOVER 


To meet the growing demand for nails in 
small packages, J&L has developed a new line 
of attractive 1 Ib., 5 Ilb., 10 Ib., and 25 Ib. boxes 
that build turnover and reduce handling and 
inventory costs. Developed in accordance with 
the recommendations of the packaging com- 
mittees of the Wholesale Hardware Associations, 
all J&L small boxes are designed to be packed 


in an 8 x 8 x 24-inch shipping carton that holds 
50 Ibs. of nails. 

You can order the new J&L shipping carton 
with either of the four following assortments: 
50—1 Ib. boxes; 10—5 Ib. boxes; 5—10 Ib. 
boxes or 2—25 Ib. boxes. 

Remember—J&L Nails are packed for your 
convenience. Fill your requirements now! 


Jones & Laughlin 


STEEL CORPORATION: PITTSBURGH 


STEEL 
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Years ahead in style ...'way out front in features 


The new 1957 GALE Buccaneers have the built-in salability that means big profits 
for you. Check every other line and compare! 


GALE Buccaneer offers a motor 


@f Check the complete line . . . 
eight brilliant new 1957 


for every need, every purse... 
models. 

W Check for quality and prestige .. . GALE Buccaneer upholds 
the prestige of Outboard Marine Corporation, makers of 
famous quality power products used throughout the world. 

@ Check the deal .. . GALE Buccaneer offers a dating plan that 
gives you sales-time and profit-time BEFORE YOU PAY! 

@ Check the promotion . . . GALE Buccaneer gives you high 
volume, high power, YEAR-ROUND advertising and promotion 
PLUS merchandising kits, PLUS crowd-stopping, point-of- 
sale material, PLUS special seasonal promotions. 


12 HP 
DELUXE 


25 HP 
DELUXE 5 HP 
DELUXE : 
o HP 
DELUXE 


ELECTRIC STARTING available on 25 HP DE 
LUXE and 12 HP DELUXE ANI a com 
plete line of so’suN Remote Controls and 
Auxiliary Fuel Systems. 


BE A DEALER IN THE FASTEST-GROWING SELLER IN OUTBOARD MOTORS 


Send today for this free four-color brochure fully de- 
scribing the new 1957 line of GALE Buccaneer motors plus 
complete information on the GALE dating plans, prices, 
promotions and name of distributor in your area. 
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Write t day to 


GALE PRODUCTS 


Dept. 596 A, Galesburg, III. 
Division of Outboard Marine Corporation 
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HERE'S YOUR MAN... 
= 


LIKE HUNDREDS of your customers, he's a 


home handyman. His projects call for nails 
and brads so make certain you're well supplied. 
Stock Cortland Brand Nails and Brads — 
display ‘em on a counter where they'll remind 
him (and customers like him) to buy. 


NAILS & BRADS 


are purposely put up in colorful, 
convenient, self-selling packages. 


Nails are supplied in Green packages, brads 
in Yellow, with both clearly marked for weight, 
length and gauge. A complete stock of sizes 
(Ye lb., “4 Ib. and | Ib. packages) can be dis- 
played in a minimum of counter space. 


Accurately manufactured and uniformly finished, 
Cortland Brand Nails and Brads are made from electric 
furnace steel. They're tough, rust-resistant . . . have 
sharp points and true-formed heads. Order them from 
your jobber today. 


a 


] 


PREE SALES KIT! 


Includes streamers, folders, 
newspaper mats to help you 
sell Cortland Brand products. 
Write for it! 


WICKWIRE BROTHERS, INC., CORTLAND, N.Y. 


CAVERT & LIPSCOMB 
NASHVILLE, TENNESSEE 
DALLAS, TEXAS 
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Each month thousands of men en- 
gaged in the hardware industry 
throughout the South and Southwest 
meet through the pages of SOUTH- 
ERN HARDWARE for discussion and 
solution of mutual problems and pre- 
sentation of new ideas and sugges- 
tions. 


For over thirty-five years SOUTH- 
ERN HARDWARE has been a de- 
pendable guide to the wholesale and 
retail hardware trade. Up-to-date in- 
formation on all phases of the hard- 
ware business is found every month 
in its pages. 

The magazine has been built on 
a program of service to readers that 
covers: 


WINDOW DISPLAY 
COUNTER DISPLAY 
STORE MODERNIZATION 
CUSTOMER RELATIONS 
SALES PROMOTION 
ADVERTISING 

INVENTORY CONTROL 
EMPLOYEE RELATIONS 
SERVICE DEPARTMENTS 
CREDIT CONTROL 
ACCOUNTING PROCEDURES 
ASSOCIATION ACTIVITIES 


And very important, there is al- 
ways local news about friendly peo- 
ple and their activities in the South- 
ern and Southwestern hardware trade 
—a feature that no other magazine 
has developed so fully. 

Each of these subjects is given 
special attention in its relation to 
the special needs and problems of 
Southern hardware men. 

Why don't you join this monthly 
get-together? The modest subscrip- 
tion price of only $2.00 for THREE 
full years of informative, value- 
packed reading is an outstanding in- 
vestment in your future. 


If you aren't a subscriber, become 
one—or, if your subscription is about 
to lapse, renew it! The small expense 
will be returned to you many times 
in the thousands of pages of valuable 
information that will be yours for the 
next three years. 


SOUTHERN HARDWARE 


806 Peachtree St., N.E. 
Atlanta 8, Georgia 
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In every wos theres a reader ig 


eA Ht ‘ Ai i /€ 


the sash cord and 
clothes line your customers 
deserve because they offer 
more quality, longer life . . . 


all at no extra cost! 


SPOT-CORD | 


.now bagged and tagged fora, 
new point-of-sale impact! @A& 


SAMSON CORDAGE WORKS . . . BOSTON 10, MASS. 





f 4 J See us at the 
A S , National Hardware 
Pe Pa show 
‘ e “ "A 


AETNA SACHEM WHALE CROCUS BEAVER TITE-ROPE STARLINE HORIZON STRATOLINE 
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ew ; 
“TPHOS | 
$5.45 


Here are eleven popular Crescent Tools and Sets color- Refer to your Crescent Catalog for a de- 
scription of the above items. The prefix 
“X” before the tool number merely indi- 


Retail values range from $1.35 to $32.50— a price for cates gift wrapping. No charge for wrap- 
ping which is applied over standard boxes. 


fully gift wrapped to increase your holiday tool sales. 


every pocketbook ...a prize package for every gift 


hunter! National advertising will promote these items 


to your customers. Your jobber has all the details. CRESCENT TOOLS 


Order now to insure early shipment. 


Crescent is ovr trade-mark, registered in the United Stotes and abroad, for wrenches and other tools. Sold by leading distributors ond retoilérs everywhere and mode only by 


CRESCENT TOOL COMPANY, JAMESTOWN, NEW YOR K 
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Easiest of All Open-Face Reels 
to Use...to Demonstrate...to Sell! 


Only Shakespeare offers a “conventional” 
spinning reel with such clean, simple lines. $O EASY.. 
Nothing exposed to break off, or foul the SO SIMPLE.. 
line; no fumbling with a bail! Release and _ —) Se ee 
pick-up controlled by the crank. Smo-o-oth BLINDFOLDED 
drag, instantly adjustable. Nationally 
advertised ... sells on a moment's convincing 
trial... Many thousands of these reels 
now in use by proud fishermen! 


EXC use JoUth- and Go 


FINGERTIP OPERATION 


JUST TOUCH THE FACE ... BACK UP THE CRANK 
.. PUTS LINE AT FINGERTIP—READY TO GO 


So much easier—almost automatic! Only two simple motions: 
Touch the face of the reel, then back up the crank. The line 


yPro 
automatically falls against your fingertip! f ait co 1 
\ 


- 
eeepri see 


"AUTOMATIC SALESMAN!” 
PROVEN sales-maker lets cus- 
tomer sell himself; keep it 
working for you. Get details Name 
of No. 56D in your 1957 
Shakespeare Trade Price List. Address 


City_ 
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No. 1785 WONDER-SPIN 

LEVEL WIND 
Latest, cross-winding model, for 
heavy fresh water or light salt 
water spinning. Deluxe eye-appeal. 
Click control makes handle non- 
reversing. Large capacity. No. 1785, 
factory-filled with 200 yds. 6-ib. 
monofilament 


No. 1780 WONDER-SPIN 


The original pace-setter! Fine quality construction. 
Lots of “flash"—and performance to back it up! 
Click control for “free” or non-reversing crank. 
Factory filled with 150 yds. 6-ib. Shakespeare 
Tynex monofilament $] 895 


st 
piu E L Also available (No. 1790) with right side crank 


SHAKESPEARE CO., Dept. SH-9, Kalamazoo, Mich. 


Please send me a copy of the Shakespeare 1957 Illustrated Price List. 


State 


For more information use Handy Return Card, Page 94 





Cut yourse 


Next five brands 
preferred by only 15% ~ 


b4 Scattered returns 
for smaller brands 


For more information use Handy Return Card, Page 94 
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slice of file sales 


Farm file users prefer Black Diamond 


and Nicholson files by 7.2 to 1 over 


next make! 


Of file-using farmers who answered the question, 
“What brand of file do you prefer?” 70.3% named 
Black Diamond or Nicholson. 9.8% preferred 
brands “A” and “B,” made by the next leading 
manufacturer; 5.2% preferred brands “C,” “D” 
and “E”; and there were a few scattered returns 
for other brands. 


This is an active, growing file market. 90% of the 
farmers questioned reported that they do their own 
minor repair on heavy equipment; 80°% do their 
own household maintenance. And the majority re- 
port that their use of files is increasing. 


In city and suburban homes, too—wherever files 
are used—unbiased surveys prove that Black Dia- 
mond and Nicholson files are the overwhelming 


NICHOLSON FILE COMPANY, PROVIDENCE, RHODE ISLAND 


(In Canada: Nicholson File Company of Canada Ltd. Port Hope, Ontario) 
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According to survey by Curtis Publishing Company Research Dept. 


choice of your customers. According to a question- 
naire sent readers of The Saturday Evening Post, 
Black Diamond and Nicholson files were named 
the leading brands by more than 61 to 1! 


Why this tremendous preference for Black Diamond 
and Nicholson files? First, through unrelenting 
insistence on the highest possible quality to insure 
your customers’ satisfaction. Second, through prob- 
ably the heaviest, most eye-catching and sustained 
advertising of any hand tool, so that to your cus- 
tomers the words Black Diamond and Nicholson 


mean files. 


Cash in on this brand preference. Stock — 
and display—America’s most wanted files 


a 
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...for speedy shipments 
of quality 
hardware products 


There’s a CFal-Wickwire Ware- 
house, ready to serve your hardware 
needs, as near as your phone. A net- 
work of warehouses, ideally situated 
in eighteen key localities throughout 
the United States, puts the many 
CF«lI-Wickwire hardware items at 
your door within hours, if necessary. 
And you can order a large share of 
your needs from one source—the 
CFal-Wickwire line is complete and 
diversified. 

This means big savings on ship- 
ping charges and storage space. And, 
because stock is so readily available, 


you need not tie up working capital 
with big inventories to meet sea- 
sonal demands. 

In addition, CFal-Wickwire 
Hardware Products have an attrac- 
tive appearance and established rep- 
utation that helps them sell them- 
selves . . . and the skilled workman- 
ship that goes into them assures 
long, dependable, trouble-free life and 
continuing customer satisfaction. 

Next time, order from the one 
source—CFal-Wickwire. Specify 
CFal-Wickwire Hardware Products 
for speed and quality. 


FREE SALES AIDS 











CFci-WICKWIRE 
HARDWARE PRODUCTS 


THE COLORADO FUEL AND RON CORPORATION 





KEasver to cut 


Mr. Raymond J. McGrath, owner of 
South Oak Park (Ill.) Hardware, test-cut 
four well-known brands of single-strength 
window glass identified only as A, B, C 
and D. He picked brand “C” .. . L‘O’F 
window glass . . . every time, So did 28 out 
of 30 dealers who made the same “blind- 
fold” test. Mr. McGrath said: ““The cutter 
runs free and easy . . . and the glass breaks 
quicker and easier, without any chips’’. 


Krasver to seu 


This L-O-F label identifies quality glass 
wherever it is seen. People know this label— 
it is appearing 216 million times in 1956 
advertising alone! And every time it ap- 
pears it adds to the already strong prefer- 
ence for L°O’F glass. This preference 
means faster, easier sales for yous 


Frasier 
TO MERCHANDISE 


This 9” by 12” window glass counter card 
with easel back helps build your window 
glass profits through visual merchandising. 
It’s a constant reminder to customers to 
stop and buy replacement glass. Order 
WG-22 now from your Libbey’Owens: 
Ford Distributor (listed under “Glass” in 
your phone book). For further informa- 
tion, write to Dept. 7196, Libbey’Owens: 
Ford Glass Company, 608 Madison Ave- 
nue, Toledo 3, Ohio. 


the easy-to-cut WINDOW GLASS 
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Swan PRESSURE-MESH Garden Hose has a smooth, 
tough innertube of LOW TEMPERATURE plastic 
reinforced with Nylon truck tire cords, and a cover of 
virgin vinyl] plastic. It is light weight, easy to handle, 
easy to clean and keep clean. 

Special heavy duty couplings consist of smooth, flush- 
mounted nickel-plated ferrules, and a nickel-plated 
nut with extra gripping surface which makes it easy 
to secure quick, watertight connections. 


SWAN'S NEWEST HOSE CREATION! 


A Nylon Truck-Tire-Cord-Reinforced 
Plastic Hose that remains 

and easy to handle 
in_temperatures 

as low as 50 degrees! 

Leave it under full water 


pressure in hot sun for days 
with no danger of bursting! 


retail 


INSIDE DIAMETER COIL\ 


50-FT FULL ¥2 INCH| '° $745 


Available in beautiful light green color in full 'y-inch 
and 54-inch inside diameters. The ',-inch size WILL 
DELIVER 10.5 GALLONS, AND THE 5,-INCH SIZE 
17 GALLONS PER MINUTE AT NORMAL WATER 
PRESSURE. TIME REQUIRED TO WATER THE 
AVERAGE SIZE LAWN IS 5.2 AND 3.1 HOURS 
RESPECTIVELY. 

Fact tag tied to each coil gives complete product 
information. 


PACKAGING SHIPPING UNIT | wT 
il coupled 5 coils per 125-ft. carton 13 Ibs 
coupled 5 coils per 250-ft. carton 26 Ibs 


il coupled 3 coils per 225-ft. carton 23 Ibs 


coupled 5 coils per 125-ft. carton 15 Ibs 
coupled 5 coils per 250-ft. carton 30 Ibs 


coupled 3 coils per 225-ft. carton 27 Ibs 





SWAN RUBBER COMPANY *« Bucyrus, Ohio 
WORLD’S LARGEST MANUFACTURER OF GARDEN HOSE 


EACH YEAR Mave and Mare Amenicane 


SWAN 


ee Oe SO - 


RUBBER 





SWAN SINGLE BRAID 
BLACK No. 165 $6" 


to retail at 


For a 50 ft. full Ye inch 


inside diameter coil 


GARDEN HOSE 
ree; 


SWAN SINGLE BRAID 
BLACK re 


to retail at 


For a 50 ft. full %/16 inch 


inside diameter coil 


GARDEN HOSE 
= 


—— 


fs 


SWAN SINGLE BRAID 
GREEN No. 8000$7795 


to retail at 


ear 
ont®® —s For a 50 ft. full Yo inch 
inside diameter coil 


GARDEN HOSE 
= 


nce | ae 


5 Yeo 


SWAN SINGLE BRAID 
GREEN No. 8100$ 95 


to retail at 


For a 50 ft. full Y% inch 
inside diameter coil 


GARDEN HOSE 
‘eo 


SWAN SINGLE BRAID 
RED No. 8101$@995 


to retail at 


For a 50 ft. full % inch 
inside diameter coil 


GARDEN HOSE 
; 


10 Year 


Guarantee " 
SWAN DOUBLE BRAID 


GREEN No. 8190 $7 395 


to retail at 


For a 50 ft. full Y% inch 


inside diameter coil 











GARDEN HOSE! 
Guy Swan on 


= 


50 FT. GARDEN HOSE 
SWAN PLASTIC . Conrad = 








TRANS-LITE 
No. 8856 
Guaranteed 

8 Years ~ > 

Full 


to "hie ii 
retell $6” he inch 50 FEET... $3.95 


= diameter! ee 
For a 50 ft. full 
Y inch inside WAS 
diameter coil 
— NOW ONLY 
sgos 
SW ANSEAL FOR A SOFT. 
No. 8500 


Guaranteed 
8 Yeor 5 


WAN-LITE GARDEN HOSE IN 





cou $595 


For a 50 ft. full 
Ve inch inside 


diameter coil 


—? 


ALSO AVAILABLE IN 7/6 1 
msi 
BRILLIANT RED diameter! 
(Ne. 8501) 
was vk THE CROWN JEWELS we 
Joes Plastic Garden Hose 
NOW y e fAST TO HANDLE * OVEABLE © BEAUTIFUL 
si595 
SW ANSEAL FOR A 50 FT. 
No. 8640 ee 
Guaranteed Full 
8 Years Va inch 
inside 


retail $795 paren 


a? 

For a 50 ft. full 
54, inch inside 
diameter coil 





VISIT US IN ATLANTIC CITY 
Booths 206-208 














Sward IMPROVED 
TRIPLE-TUBE 
SPRINKLE-SOAKER 


The Swan Triple-Tube Sprinkle- 
Soaker is made of light weight, 
super strength plastic which tests 






Flat Side Rests 2400 Ibs. tensile strength! Has 
- = oe beautiful green “High Fire” finish. a 
_ ee Water channels are larger, “hole : 
° growth” has been eliminated, and a 





greater sprinkling and soaking 
ability achieved at lower water pressure! Easy to un- 
coil, and place on lawn. 


The Sprinkle-Soaker lies absolutely flat like a ribbon. 
It will not twist out of position under pressure, and 
remains exactly where it is placed. Thus it sprinkles 
the exact area desired. The only practical way to sprin- 
kle or soak long narrow strips, terraces, uneven terrain 
— all those hard-to-get-at places. Since the water 
openings are on one side of the tube only, it will 
not wash out soil or tender roots when sprinkling. To 
use as a soaker, turn the water openings down and 
adjust pressure. 

Special inserts where water enters tubes balance the 
water flow to each tube in correct proportion, thus pre- 
venting tube collapse, and assuring even water volume 
to all three tubes the full length of the Sprinkle-Soaker. 
Water openings are scientifically placed to assure every 


eacivevely tor Swan Spr inkie hone: 





Worlds Larges: Menvtecture: of 





square foot of area is thoroughly soaked. 
las special Swan triple-tube male and female couplings 


STYLE 


LENGTH PACKAGING WEIGHT 





with indestructible plastic end cap for flushing out, or 
attaching Sprinkle-Soakers in series. Available in 25 
and 50 foot lengths. Mounted on full color display * 





11 Ibs. 
19 Ibs. 


25-1. 
50-ft. 


5 Sprinklers to carton 
5 Sprinklers to carton 


















board as illustrated. 


Swaee LAWN SPRINKLER 









25-FT. 
RETAILS AT 


$439 





























STYLE LENGTH PACK AGING WEIGHT 
No. 3 25 ft. 10 sprinklers to carton 10 Ibs. 
No. 3 50 ft. 10 sprinklers to carton 18 Ibs. 








NOTE: Available in cartons only. 









20-FT. 
RETAILS AT 


$415 





SPRINKLER 

















STYLE LENGTH PACKAGING WEIGHT 
No. 2 20 fr. 10 sprinklers to carton 5 Ibs. 
35 ft. 10 sprinklers to carton 7 tbs. 

















NOTE: Available in cartons only. 


Swit No.3 
PLASTIC SPRINKLER 


This full 54-inch inside diameter Swan lawn sprin- 
kler and soaker is 
Hundreds of holes pierced all around the tube throw 
out a gentle rain-like spray about 20 feet wide the 


made of virgin vinyl plastic. 


entire length of the tube 


Available in 25 and 50-ft. lengths. Beautiful grass 


green color with mirror-smooth flame finish! 
Equipped with brass female coupling and end clip. 
Has strong, colorful wrap-around display band 


which tells complete product story 


Swat no. 2 
PLASTIC SPRINKLER 


Here is excellent value in a lawn sprinkler everyone 
can afford! Made of beautiful green plastic in 20 
and 35-foot lengths. Full '%4-inch 
Hundreds of small openings pierced all the way 


inside diameter 


around the tube produce a steady rain-like spray 


about 15 feet wide the entire length of the tube 


Equipped with brass female coupling and end clip 
Strong colorful band packs terrific seiling punch! 








Thermador Electric 
Heaters are safe, 
quiet, dependable. 







MODEL MHF does double 
duty — heats when 
needed, but with heating 
element turned off, the 
noiseless fan completely 
circulates air at high 
speed. Easily carried 
anywhere. Heavy duty 
cord and plug. Auto 
matic reset overheat 
switch. Available in 
manual or thermostat 
models. 3000 to 4600 
watts, 240 volts. In rich, 
marbelized bronze finish 



















MODEL HF also has two-fold 
use~warmth in winter, 
cool air circulation in sum- 
mer. It's a potent, powerful, 
fully automatic model, the 
original fan-type heater 
Available in manual or 
thermostat models. En 
closed sides and safety 
grille make it completely 
safe for any room—no 
danger to children. Conven 
ient finger-lift handle, solid 
chrome plated rod base 
Sienna Brown or White 
Baked Enamel finist 














mODEL W—durable steel con 
struction. Heats in winter, cools 
in summer. Almost any wall can 
be utilized for installation. Sepa 
rate switches for fan or heat 
Heavy duty.single phase induc 
tion motor, free of television and 
radio interference. Newly de 
signed 25 amp bilt-in thermostat 
is sensitive and accurate, assures 
uniform temperature. Sun 
Bronze, baked enamel finish 
from 2500 to 4500 watts, 240 volts, 
MODEL 6B (stainless 
steel, bronze or 
white)—16530 watts 
120-240 volts 








































For head t hee comiort MODEL if 

. ; Radiant Heater can't be equalled. This 

ere’s the end result — the final customer choice of brand. is the most popular bathroom wall 

eater in America. Low st, instalex 

’ . p quickly and inexpensively uilt for 

And that’s where THERMADOR means profits for you! Sones ef dependable servic’ MeOeh GP 

: : : j designed for smaller bathr ms and 
THERMADOR electric bilt-in and portable heaters give customers Coeeaens coome._ L’t-tins 
: . . u 120-240 l 1000 t 
the widest choice of models whether the need is for large rooms 1500 watts. LI ‘ 

. 16K 1 


or small areas. Just a flick of the switch delivers instant, clean. 





COCOA 


safe, odorless warmth. Scientifically designed heating element, 


naa 





fan and louvers direct the heat toward the floor. From there it 


S44 





oa 


moot te Longfella gives 
quick, safe, instant heat 
for homes, offices and 





rises, warming the “Living Zone”’. . . quickly, safely, economi- 






cally. Manual and thermostat models, the fastest heaters made. 





QIFIIF) 






overall comfort with a minimum of flo 
space—truly the heater of a th 
uses. I trous hammertone Sun Br 






Ideal for any room in the house, office, shop or factory. 






THERMADOR Electrical Manufacturing Co. 
A Division of Norris-Thermador Corporation 
(fy S119 DISTRICT BLVD., LOS ANGELES 22, CALIFORNIA 
\ Manufacturers of Bilt-in Electric Ranges, Bilt-in Electric 
Refrigerator-Freezer, Evaporative Coolers, Ventilating Fans 





Thermador Electrical Manufacturing Company. Dept. SOH-956 [| 
A Divisn N 


{ Norris -Thermade rporatior 






5119 District Bivd., Los Angeles 22, California 






3-1104 


ee ee eC SC CF 
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PUT THIS 


DOUBLE-DUTY 
SALESMAN 
TO WORK FOR YOU 


Every roll of well-known, well-made, well-liked DrxisTee. 
Fence carries this colorful metal sign—a double-duty sales- 
man for you. 

At your store it tells your customers you are headquarters 
for DixtsteeL Fence—a name they know they can trust. 

On the farm, or other installations, the DixtsTeeL signs keep 
on selling, for they are attached to go up with the fence. The 
fact that users leave the signs on is evidence that they are 
proud of the fence you sell— DrixtsTEeL. 

These double-duty signs are now double-faced, so no matter 
which way users put up their fence, the DixisTEeL sign always 
faces outward—to tell everyone that here is another DixisTEEL 
Fence installation. 

Sell the fence that sells for you—Drxisteer! 


TWO HANDY COMPANIONS TO INCREASE YOUR SALES 


Every time you sell fence, suggest that it 
be stapled with DrIxIsTEEL Staples, and 
that strands of DrxisteeL Barbed Wire 
be used at the top and bottom for extra 


fence protection, 


For more information use Handy Return Card, Page 94 
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By C. L. Lorentzson 


ee VOLUME sales of better- 
priced space heaters, stress 
safety, dependable performance, 


and guaranteed satisfaction, ac- 
cording to Mack Taunton of Taun- 
ton’s, Fairfax, Alabama. Taunton 
sold nearly 200 space heaters last 
season because, “we sell a heater: 
that experience has shown us wal 
rants our confidence; we install 
them properly; and we have well- 
trained servicemen check them 
periodically to head off trouble be- 
fore it can develop 

Operating on the principle that 
“people want to trade with you 
when they know you run a fail 
business,” Taunton has seen his 
business grow from a box-like 28 
foot by 30-foot store grossing 
$50,000 a year to a rambling 11,000 
square foot, single story structure 
that grossed nearly $450,000 last 
year. He carries a complete line of 
hardware, building materials, and 
other items. 

“The first step toward making 
volume space heater sales is to buy 
right. We estimate our space heat- 
er needs well in advance, then, we 
buy what we will need in the sum- 
mer before the seasonal price in- 
crease. We not only save by getting 
the best price, we also save by 


Building volume sales of quality 


Southern 


HARDWARE 


Taunton's measures its growth— 
from a box-like store to a struc- 
ture 11,000 sq. ft. in area; from a 
$50,000 yearly gross to $450,000 
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Space Heaters 


making quantity purchase T 
ton outlined. 

“When you get a good price, y¢ 
are in a better position to sell 
heaters at a fair 1 fit withe 


leaning to the price-cutting side 
to the high mark-up 
tinued. “We operate at a mediu 
mark-up; consequently, our <¢ 

tomers buy a better heater in m« 
instances, because they can see a 
lot more value for only a littl 
more money. If we tried to get a 
maximum mark-up or every 
the market would bea! 
price ranges between the cheape! 


the gap i 
heaters and our better ones would 
be too great for maximum sal 
volume. 

“We have a lot of competitior 
especially from deale1 
the $35 to $40 heater: 
build our volume on in the 
$95 to $120 range Here how we 


Carrying 
nowever, wet 


neaters 


Salesman Emfinger, left above, 
demonstrates features of a heat- 
er to prospective customer. At 
right, Mack Taunton, seated, dis- 
cusses best heater location with 
contracting partner, Ballard 
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A large number of heaters are displayed in Taunton's window during the selling season 


manufacturer of our heaters has 
enjoyed for 70 years. They point 
out the main features of the heat- 
er’s constructions and explain how 
they work. They show the seal of 
the American Gas Association and 
explain that this shows that A.G.A. 
fully approves the heater for use 
on natural, mixed, manufactured, 
and liquified gases. 

“We tell our customers these 
things in order to build their con- 
fidence in our heaters and to help 
them see the advantages of paying 
a little more for a better heater 
We like to sell vented heaters, if 
possible, and we always strongly 
advise putting safety valves and 
thermostats on them. These fea- 
tures are sure-fire selling points to 
the average space-heater custom- 
er.” 

Taunton backs all sales with a 
personal guarantee, and he is will- 
ing to go to great expense to pro- 
tect this reputation. As an ex- 
ample, he once replaced a leaking 
water heater with a brand-new 
heater one week before a five- 
year guarantee was due to expire. 
On another occasion, he exchanged 
from 35 to 40 space heaters be- 
cause they did not perform the 
heating job the manufacturer 
stated they would! Taunton gave 
each of his customers a new heat- 
er and charged them only for the 
difference in price between the 
new and the old heater. “We sold 
our customers a heater that didn’t 
do the work,” Taunton explained 
“so we felt obligated to give them 
a heater that would do the job.” 

“A lot of our success stems from 
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the type of men we have here,’ 
Taunton continued. “They know 
their merchandise. They are ex- 
perienced, patient salesmen, and 
they know that Taunton’s treats 
everybody right and backs tha’ 
policy up 100 percent. As a result 
I'd say that we have one of thc 
finest selling forces of any business 
of comparable size. 

“Soon, I plan to set up a sales 
manship school for my men tha 
will meet once or twice a month 
with a factory specialist or the 
wholesaler’s representative At 
these meetings, we will review a 
wide range of subjects of im 
portance to the salesmen. In addi- 
tion, public relations and othe: 
good business policies will be ex 
plained. One of these sessions will 
feature the newest space heate 
models, outline their selling points, 
and talk about maintenance prac 
tices and problems 


Heater Promotion 


“Don’t depend on gimmicks an? 
fancy promotions to sell space 
heaters,” Taunton cautioned. “Set 
your price, explain your features 
and back up what you guarantee. 
This is the surest, least expensive 
and most effective promotion. 
Above all, don’t oversell your heat- 
ers. They are designed to do a good 
job, so sell them on their guaran- 
teed performance records.’ Taun- 
ton advertises space heaters on the 
radio and in the newspaper; how- 
ever, he does not promote heaters 
actively by these methods the 
year-’round. 

October is the peak sales month 


for space heaters at Taunton’s, bui 
they sell a good many heaters dur- 
ing the three months prior to 
October. ““A good many of my cus- 
tomers come in well ahead of cold 
weather to talk about a new heat- 
er,” Taunton pointed out. “That’ 
where our purchasing policy pays 
off. We usually have a large 
variety of heaters in stock by 
August 15, and we get a lot oi 
trade because of this. 

“We carry several 
ers ranging from 12,000 B.T.U.’s 
to 45.000 B.T.U.’s. Of course, heat 
ers go on up in size, hut we do out 
30,000 


sizes of heat 


greatest volume in tne 
B.T.U. range 

“We’re never out of space heate 
stock here either,’ Taunton con 
tinued. “We always carry from 1 
to 15 units on the floor, dependin 
on the local market situation. At 
present, a new housing project i: 
being built near here; consequent- 
ly, we are carrying more heaters 
than usual so that we will be ready 
when the new home-owners come 
around for a heater. We conside: 
it an asset to have »ur source of 
space heaters close by. We can re 
ceive an order for a space heater 
ana go pick it up in less than 30 
minutes! Our freight 
heaters are negligible, too.” 

Salesmen who call at Taunton’s 
receive courteous treatment. This 
pays off in dollars and cents, ac- 
cording to Taunton. “Salesmen 
provide a helpful service to the 
hardware dealer, in most instances, 
and should be treated on the same 
friendly basis as you would treat 

(Continued on page 66) 
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By S. W. Ellis 


Displays in October stimulate 


Early Christmas Buying 


¢ Sane promotions, initiated 
in October and intensified as 
the season approaches, last year 
sold $9,000 worth of toys alone for 
Missco Implement & Hardware 
Co., Osceola, Arkansas. 
Harvest hands with money in 
their pockets, and farm-owners 
who have sold fall crops, start their 
Christmas spending as soon as they 
see this store’s first Christmas dis- 
plays appearing about the middle 
of October. 
By November 1, the spirit of 
Christmas is everywhere in the 
store, without Christmas decora- 
tions. These are not used until after 
Thanksgiving. Manager D. H. Mor- 
ris feels that decorations become 
shopworn when put out too early, 
and detract somewhat from the 
merchandise. 
Although the store is noted for 
handsome Christmas decorations, The young lady above selects her doll for Christmas from the fresh, early 
they are withheld until thousands display. Mother will return to have it placed in layaway 
of dollars worth of Christmas mer- 
chandise has gone into layaway 
When the windows are decorated in home style 
for the last big drive, they often Layaway fo1 
are prize winners. The tree, placed has assumed such proportions here vefore Christmas 
near the front door and decorated that a section of the warehouse has late October 
Christma 
beginning 
profitable 
Morris cou 
cut report 
na vol in 


A won 


Sewing machines have earned 

for themselves a display spot 

in the gift department. Many 

are sold prior to Christmas 

and placed in layaway. A 

part-time demonstrator is 
used to boor! sales 
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selling. When toy displays are ar- 
ranged in October, these carry- 
overs are put out first and dis- 
played as prominently as possible. 
Without cutting the price, Morris 
cleans out his entire stock of left- 
overs, including any dolls that 
were carried over from the previ- 
ous year. 

“Dolls are something of a head- 
ache for any store,’ Morris ex 
plained. “They become shopworn 
with careless handling, especially 
if they must be carried over. We 
keep ours in the best condition 
possible by saving the boxes in 


Young customer above chats with 
Manager Morris. At right, other 
early shoppers browse happily 


selections from full, fresh stock: 
such as we can show in Octobe: 
She also likes to shop in a store not 
overcrowded with Christmas shop 
pers. 
“Gift merchandise other than 
toys is going into layaway also. Big 
ticket items, such as sewing ma- 
chines, expensive soorting good: 
and electrical appliances, quality 
housewares and tools, are moving 
into layaway, tagged with the 
buyer’s name.” 
Toy buying is done in June, 
when $3,000 is spent as a start fol 
early Christmas shopping. Experi 
ence has shown Harris that cau- 
tious early buying reveals what 
will sell best. About November 1 Harris manages his buying with which they come. In our 
another $1,500 order is placed for the idea of havinzg about $600 plays, we show these dolls right in 
toys. Sometimes, about Decembe: worth of toys to carry over. These their boxes. Often we hand the 
1, fill-in items are bought. can be used for year-’round gift customer the boxed doll to ex- 
amine, with the cover off.” 

The booth taken at the fall fair 
stresses Christmas merchandise 
toys, and sewing machines 

Sewing machines have turned 
into a profitable holiday item 
here. When the store is prepared 
for Christmas displays, a corner 
near the front is cleared especially 
for sewing machines. A part-time 
demonstrator is usually in charge, 
to demonstrate the machine and to 
teach buyers how to use it 

Quality housewares, sportin 
goods, and tools are featured also 
as gift items and many are put on 
layaway for the Christmas season 

Morris points out ihe gift-wrap- 

(Continued on page 72) 


The year-‘round gift-wrapping 
service, offered free, has dou- 
bled the store's gift volume 
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Plumbin 


AIRFIELD Hardware Co., of Fair- 
field, Alabama, for many 
years has realized an excellert re- 
turn on plumbing supplies, prin- 
cipally through adequate stocking 
and advertising. The store recently 
completed a modernization pro- 
gram that places plumbing sup- 
plies on a self-service basis and 


Supplies 


By Wendell Givens 


Go Self-Service 


figures to increase profits in tha‘ 
department even more. 

“In this day of do-it-yourself 
and serve-yourself, many hard- 
ware merchants are neglecting 
plumbing supplies simply because 
they cannot adapt this department 
to the trend,” said James Lee 
Puckett, who is in business with his 


“Fortunately, we had empha- 
sized our plumbing department for 
many years before this trend de- 
veloped. With active trade aiready 
built up, we began some time ago 
to lay the groundwork ior con- 
version to self-service on plumbing 
supplies, along with other depart 
ments.” 


father, Thomas S. Puckett, at Fair- The Pucketts follow a five-point 
field Hardware program in their promotion al 


Owner Puckett, left above, points 
out the ease of self-service to 
customer at pipe fittings bins. 
Customer later browses on his 
own among the orderly displays 
of plumbing items. Note sign in- 
viting him to serve himself 


self-service for plumbing supplies 
(1) As 


stock as space allow 


complete and varied 
adeq iately 
and attractively displayed 

(2) All iten 
valve to the largest fixture, 
dividually labeled and priced 

(3) Frequent window displa 
all types plumbing supplies 
fixtures 

(4) Direct mail and radio 
vertising 


from the smalles* 


“Specials” on plumbin 
SS, Just as on other goods 


(Continued on page 63) 
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All over the county custemers rely on 








By reviving an old 
community service 
idea, this store has 


Keesecker s 


greatly increased T ra | \ n g p 0S t 


customer traffic 
and also goodwill 








ee > tll X ; ° 


QADING POST 


= fs 
Pi =. 


ee | 


New entries go up on the board and older ones are removed. The Trading 
Post itself is a board with black background about 30 inches wide and 
about five feet high. Women particularly are drawn to it 


By Ruel McDaniel 


ATON HARDWARE, at Raton, New 

Mexico, over the past two 
years has built a combination 
radio and in-store service gimmick 
that has introduced hundreds of 
new customers to the establish- 
ment and brought old customers 
back more frequently than any 
other promotion ever undertaken, 
Owner E. F. Keesecker declares 

The gimmick is the store's 
“Trading Post.” And it is well- 
named. 

A post in the store actually is 
the center of the promotion, and 
the post is far to the rear, so that 
persons interested in the material 
listed on the “Trading Post’ must 
walk the length of the display 
aisles — and expose themselves to 
a lot of impulse-appeal merchan- 
dise 

The Trading Post ties in with the 
store’s five-days-a-week 15-min- 
ute radio program 

The Trading Post itself is a board 
with black background about 30 
inches wide and about five feet 
high. The board is of soft material, 
so that it is easy to tack cards onto 
it. 

The basic formula is an adapta- 
tion of the old idea of community 
service, whereby the store serves as 
a sort of clearing-house and meet- 
ing-place for people who have 
things to swap. But it has been 
modernized and streamlined to 
make it an exceptional merchan- 
dising idea. 

By radio, through personal con- 
tact and in an occasional newspa- 
per advertisement, Keesecker lets 
it be known that the Trading Post 
is available for the use of anyone 


(Continued on page 72 
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Technician Gingell explains to 
customer why a thorough check 
is necessary before a cost esti- 
mate can be given for TV repair 


who can serve as consultant and 
salesman, and a good promotion 
program, according to Spring 

At Gaithersburg Paint and Hard- 
ware Co., an 18-foot by 20-foot 
shop is located at the rear of the 
store. Staffed with one full-time 
technician and a part-time helper, 
the shop has a $1500 'nvestment in 
equipment including oscilloscope; 
volt, ohm, and amp meters; multi- 
range testmeter for vacuum tubes; 
power supply unit; selenium recti- 
fier tester for tubes; plus a $1500 
parts inventory consisting of radio 
and television tubes, inside and 
outside antennas, auto radio paris 
and vibrators. 


fficient Service Shop 


boosts store-wide sales volume 


A* EFFICIENT repair shop has be- 
come a profitable activity fo 
the Gaithersburg Paint and Hard- 
ware Co., Gaithersburg, Maryland. 
James U. Spring, manager of the 
store, has found that a service shop 
in charge of skilled technicians is 
a decided asset in drawing traffic, 
stimulating impulse buying, and 
building sales volume and cus- 
tomer confidence. Customer assur- 
ance that service backs up every 
sale brings repeat business 
throughout the store. 
“There is probably nothing 
more important to a store than 
establishing customer confidence 
through efficient workmanship, 
fair prices, quality parts, and a 
guarantee of service,” Spring said, 
indicating that the well-developed 
promotion program had brought a 
steadily expanding service volume. 
“One satisfied customer tells 10 
others. The results far exceed any 
newspaper, direct mail, radio or 
handbill promotion 
For an efficient shop it is neces 
sary to have the proper equipment, A display of new television sets is located near the store entrance 
a parts stock, a skilled serviceman Manager Spring, right, discusses performance of a set with customer 
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SAVE THIS AD! 





IT IS WORTH MONEY TO EVERY MEMBER OF THE FAMILY 





Regular $2.69 


FOR BROTHER--WORTH 50c 


On Bicycle Tool Bags 
Regular $2.49 — with this ad only $1.99 


et of Supreme Fibre Seat Covers in ou 


Regular $15.95 — with this ad only $9.95 


FOR MOM--WORTH 70c 


r Set fits standard 54-inch board 


with this ad only $1.99 
FOR THE KIDS--WORTH 25c 


On Supreme Ironing Board Pad and Cov 


Regular $1.98 — with this ad only $1.73 


SEE OUR TOYLAND -- LARGEST IN TOWN! 


NO CHARGE TO USE OUR CONVENIENT LAY-A-WAY PLAN 


FOR DAD--WORTH $6.00 


stock. Assortment of colors to fit most cars. 


On Nurse or Doctor Kits 





Also check your needs of the 





PHONES 


| 419-J or 404 


following timely 


GAITHERSBURG PAINT & HDWE 
Ty. V. SALES & SERVICE 


198 NORTH FREDERICK AVENUE 


(Across from Safeway) 


items now in stock at your friendly 


JIM SPRING 
Manager 





For 
THANKSGIVING and CHRISTMAS 


For 
HUNTING SEASON 


For 
YOUR CAR 


Snow Tires 


Fer 
YOUR HOME 
Admiral and 
nant 2 TY Anti Freeze 
Guaranteed 
Batteries 
Floor Mats 
Silver Trim 
Glo-Tape 
Access 


ries 








EXTRA SPECIAL--WORTH $1.00 


“EVERYTHING FROM AXE 


| | Expert TV and Radio Repairs 
“We Test Tubes” 


| Complete, Modern Shop 
| To Service All Makes 








SHAH ATTRA ATER ATR eee ee 


FREE PARKING 
On Oar Lot on Chestnut Street 


FREE GIFTS FOR THE FAMILY 
OUR POLICY — $1.00 Cash If We Fail To Thank You For Any Purchase! 


On Super Kem-Tone. Regular $5.45 gal. — With this ad only $4.45 


also carry Hardware, Tools, Paint, Bicycle Tires, Tubes, Accessories, Lionel Trains, English and 
American Bikes, Castelli Tractors, Hobby Craft. 


HANDLES TO BREAD BOXES” 





Bring in Your Old Keys 
and Let Us Make 
New Ones While You Shop 








Ads promoting seasonal items also announce the repair shop. A free TV 
service call may be offered through small ads like the one below 


“The dealer who can get a 
skilled radio and TV technician 
with the patience and ability to ex- 
plain to a customer why it is not 
simply the tube that has gone bad, 
why he cannot give her an im- 
mediate estimate on the spot, will 
have an invaluable salesman on his 
staff,” Spring added. “The general 
public is not aware how sensitive 
and complex an instrument tele- 
vision is, and that it takes in- 
vestigating and analysis to deter- 
mine what has gone wrong. This 
takes time, the highly-paid time of 
skilled labor, and a _ customer 
should have this explained to him 
patiently and intelligently.” 

Gaithersburg Paint and Hard- 
ware Co. has neon signs at its high- 
way entrance promoting its radio 
and television service. Painted 
signs on both sides of the corner 
building fronting the street are 
large and attract passersby. 


48 


During Television and Radio 
Servicemen’s Week, the store puts 
on a display of a completely 
stripped TV set with each part 
labeled to give customers an idea 
of its complexity, and a better ap- 
preciation of the training and skill 
it takes to repair it. The display is 
an educational exhibit of some 
2,000 parts that remind a customer 
that television repair is not an 
amateur’s pastime. 

During January and February 
when business is slow in the serv- 
ice shop, one free service call is 
offered to those within a three- 
mile area. Some 1500 handbills are 
sent out announcing charges for 
parts only. This is through personal 
door-to-door distribution and di- 
rect mail. 

“This is not simply dropped on 
a home-owner’s doorstep. Both our 
salesman and I go out and ring 
doorbells, speak to the home- 


owner about our free service call 
and excellent repair service, and 
describe to a customer our wide 
variety of merchandise and loca- 
tion,” said Spring who devotes 
about six to eight hours a week ac- 
companying his salesmen on these 
personal calls. “We also note con 
ditions of the house—whether it 
needs painting, or whether the 
power mower appears to be in run- 
down condition, or the garden o1 
lawn is in need of seeding or fer- 
tilizing or mulching—and we talk 
up our paint, mower repair ol! 
sales, and garden supplies.” 

Gaithersburg Paint and Hard- 
ware Co. also has three mailings a 
year consisting of 700 postcards per 
mailing in September, February 
and April describing service in 
terms of quality parts. These are 
in the form of a postcard tag with 
the store’s phone number listed 
which they ask a customer to tie to 
his radio or television set. A quan- 
tity also is distributed from the 
store. 

A classified advertisement on 
television and radio repair service 
along with the store’s phone num- 
ber is placed weekly in the loca! 
newspaper. Two weeks before the 
opening of the baseball season o1 
other events of wide interest, the 
shop promotes a $3.00 checkup on 
radio and television sets. This 
meets with good response. 

Seasonal promotions on 
fishing tackle, hunting supplies, 
paint, etc., always have a boxed- 
off announcement on the service 
shop. For two or three days during 
a special sale, their loudspeaker 

(Continued on page 82) 


FREE 


TV SERVICE CALL 


CLIP COUPON FOR FREE OFFER 


(Only Cherges for Actual Labor ond Ports Used) 


Gaithersburg 419 


LOWEST PRICES 
All Parts Guaranteed 90 Days 


Frederick Avenue ot Chestnut Street 


toys, 








FREE OFFER COUPON 


This coupon entitles the holder to ome FREE TV o: Comole 
Redio Service Coll, withen 3 mile radius 


PHONE GAITHERSBURG 419 


Gaithersburg Radio & TV Service 








VISIT OUR MUSIC DEPARTMENT 
Redies ~- TV ~- Phencs ~- Records - Needles 
ae 
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“Know Paint to Sell Paint” 


“K 
NOW YOUR paint!” 


That’s the advice A. Goldwater 
owner of Abe’s Telegraph Roac 
Hardware in Alexandria, Virginia, 
passes along to other dealers. This 
hardware man can point to a con- 
tinuing increase in his own paint 
sales volume. 

“Know your paint thoroughly if 
you want the big volume that only 
repeat business can bring,” he 
states. “Know color, know current 
trends in decoration, know the 
practical application and know 
how to obtain the best results with 
paint. For if you sell the customer 
and not just the product, you will 
build not only a steady and ex- 
panding volume in paint but you 
will notice the effect in other de- 
partments.” 

Located in a rapidly expanding 
suburban area of do-it-yourself 
home-owners, Abe’s Telegraph 
Road Hardware is prepared to as- 
sist its customers in adding color to 
their modern living. 


Question Customer 


“First of all, we do not hesitate 
to ask plenty of questions. Where 
is the paint to be used? What is the 
type of furniture in the room? How 
much light does the room have? 
What exposure? Is the color to 
harmonize with or to accent a par- 
ticular part of the room? Is a high 
gloss wanted? Will the walls be of 
a certain color and the wood trim 
of a contrasting color?” Donald 
Goldwater, son of the owner, con- 
fided. His practical experience in 
painting is in line with his father 
who previously had been a pro- 
fessional painter. 

Donald demonstrated his use of 
the color guide to find out a cus- 
tomer’s preference in planning a 
room’s color scheme. 

“The important thing is to let 
the customer think he has chosen 
the color of his own will. Present 
the possibilities open to him but let 
the final choice be his. He will be 
better satisfied if he believes he 
has made the selection on his own.” 

After the customer has made a 
color selection, Goldwater insists 
that the customer read the label on 


is one dealer's advice for 


increasing sales volume 


By Beatrice Miller 


Owner A. Goldwater takes the necessary amount of time to explain to a 
customer the proper method for using a roller to apply paint smoothly 


the paint can. Goldwater supple- 
ments this with detailed instruc- 
tion on how the customer should 
proceed with his materials. The 
condition of the surface to be 
painted is of major importance 
Goldwater checks on this and then 
he shows the customer the various 
requirements of different surfaces 
Pieces of plywood, asbestos, wall- 
board, cinder block, and other ma- 
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terials are kept on hand for this 
demonstration 

“We advise customers, for ex- 
ample, to wash their kitchen walls 
of soot and grease before proceed 
ing to paint. We may advise an 
undercoat to get proper adhesion 
for a finish coat,” Goldwater ex 
plained. 

Knowing current trends for the 

(Continued on page 85) 
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Hobbycraft Lines 


seer afternoon between 3:00 
and 3:30 p.m. when the nearby 
public and parochial schoois dis- 
miss, bicycles begin to congregate 
in front of Tell Hardware, New 
Orleans, Louisiana. And in frent of 


The young lady's model piane will 
be displayed in the store, and 
later, with her consent, donated 
to a hospital. At right, the 
bicycle set gathers at Tell's 


Tell’s hobbycraft counter, which 
occupies about 25 percent of the 
store, boys and girls crowd to- 
gether. 

It’s all indicative of the success 
of a specialized department that 
has made this store a neighborhood 
headquarters for youngsters— 

yme of them range up to 60—and 
in addition to producing big 
profits in its own right, puts young 
boys and girls firmiy in the habit 
of doing their hardware as well as 
hobbycraft buying from Bull and 


Mrs. Bert Tell heads the 
hobbycraft section and 
keeps up with the latest 
methods. Here, she explains 
a new model to youngster 


By David Markstein 


Can Be a 


“Bert” Tell. Bert (she is Mrs. Tell) 
heads the hobbycraft depariment. 

The Tells’ hobbycraft section oc- 
cupies more than a sizable portion 
of the store’s floor space. It con- 
tributes substantially to overall 
volume and net profits as well. 
“We sell everything in the hobby 
lines,” Mrs. Tell notes, “but prin- 
cipally we concentrate upon mod- 
els—ship models, train models, car 
models, plane models. Most of our 
customers are builders of model 
airplanes. These range from solid 
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models up to powered planes, and 
include radio-controlled model air- ; 
craft. In addition, we sell ieather : > 
and basket-making craft goods, as ’ 
well as smaller lines of a few other “ 
things. But models are our prin- ' > 
cipal line and principal profit op- « 
portunity. The leather and basket- ; 
making craft merchandise has : 
some market, we find, among den vy 
mothers of Cub Scout groups, and 
among some parents who have 7 
children for whom special interests 
are needed. We don’t promote 
these as strongly as we do promote 
the model merchandise since our 
best sales potential is in the latter.” 

No department, hobbycraft or 
otherwise, succeeds on its — of Tell's is headquarters for young hobbyists whose present purchases mean 
without promotion. The Tells do profitable volume. They also represent important future sales 
some advertising, principally in 


Major Profit Opportunity 


the yellow section of the New 
Orleans telephone book. Their 
main promotional push is in hob- 
bycraft contests. ; . ; b ¢ 
“We figured, and events seem to “SS oS i. BS : 
show we were right, that with the cs om re ‘ “ 
funds available to a neighborhood ( : by wt 
store like ours, that we'd stretch . :, , 
our funds further and make each : 1 
dollar do harder work by sponsor- 
ing contests wheredy we could 
make a big splash. Our advertising 
funds would make only a smaller 
splash,’ Mrs. Tell explains. 
The Tell contests—they are 
plural—get underway three weeks 
after the end of the school year in 
June. That's so the youngsters can 
get any other high jinks out oi 





Entrants in contests sponsored by 
the store ore entertained later 
at a picnic. Photos of events, 
such as the tug-of-war, left, are 
posted in the store window 


their systems and be in a { 
n yusly 
ous things 
They last 
which interest sta) 
Bert Tell points out, 

The store gives away : 
of $200 in prizes. Thess 
merchandise awards 


Cont 
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... selling the Scale with a light in it— 
the only plus-value feature in scales today. Over 45,000,000 
readers will see her in full color pages in Saturday Evening 


Post, Better Homes & Gardens, House Beautiful 
(plus two-color ads in Parents, Good Housekeeping, Living and Ebony) 





offered exclusively by 


COUNSELOR 


Order Star-Lite from your jobber 


Retails at $9.95 east; $10.45 far west. 
Other models from $6.95. You get full 
profit with Counselor protected prices. 


TIE IN WITH THE TREMENDOUS 
SALES VALUE OF THIS PROGRAM 


Stare tte 
C Cou l Lp: 5 E LO A a | Pouarat . > in all the world, no 
. >. other scale like it. 


THE BREARLEY CO., Rockford, tl. * America’s Foremost and Largest Producer of Bath Scales 


52 For more information use Handy Return Card, Page 94 SOUTHERN HARDWARE for SEPTEMBER, 1956 





“I feature Rubbermaid 











where traffic 





is sure 
to see it” 


says M. J. Keenan, Owner 
Modern Hardware 
Algiers, Louisiana 


ANOTHER SUCCESSFUL 
HARDWARE SELLING TEAM: 
RETAILER, JOBBER AND 
RUBBERMAID. 


Leonard Keller, Salesman, 
Woodward Wight & Co., Ltd., 
New Orleans, Louisiana. 

M. J. Keenan, Owner, Modern 
Hardware, Algiers, Louisiana; 


RETAILER SAYS: “I’ve found Rubbermaid to be one RUBBERMAID SAYS: There’s no 
of my fastest moving housewares lines. So, naturally, trick to turnover with the popular 
I feature it in a good spot where the traffic will be Rubbermaid line. Sales records 
most apt to see it. Carrying a variety of items and prove that colorful Rubbermaid 
colors has proved important, too. Rubbermaid’s practically sells on sight. It’s an 
bright colors enhance the beauty of the whole store. item most women need, and the more they 
Also, I like its profit margin plus fast turnover.” see the more they want and buy. So, make the 
M. J. Keenan, Owner, Modern Hardware, Algiers, La. most of Rubbermaid’s terrific eye-appeal. 
Stock up on a complete basic assortment . . . 
in all sizes, colors and items. Display in a 
JOBBER SAYS: “I feel like one of the pioneers of good traffic spot—and watch fast-moving 
Rubbermaid in this area. I’ve seen the line grow Rubbermaid pay off in extra profits. 
from infancy until today it has become a volume 
line with me. I’ve seen many of my dealers expand 
their Rubbermaid stock from one or two pieces to a PUT RUBBERMAID ON DISPLAY IN YOUR 
well-rounded and well-stocked display. I sell Rubber- WINDOW for maximum impulse sales. 
maid because I don’t have to worry about it moving aubbermaid’s © “notwrel,” too, es © 
from my dealers’ shelves.” Leonard Keller, Sales- [i wom Guilder for you whele store. 
ny ‘ ; - , . > THE WOOSTER RUBBER COMPANY, 
man, Woodward Wight & Co., Ltd., New Orleans, La. [ ’ WOOSTER, OHIO. 
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Available free to readers. Circle the numbers of 
card, page 94 


items wanted on the return post 


Floor Sanding Hints. An eight-page, 
illustrated folder containing helpful 
hints for the home-owner on floor 
sanding and refinishing is available 
for dealer use. Entitled “Here’s how 
easily we refinished our floors,” the 
folder provides dealers a _ personal 
approach to their customers and pros- 
pects. Separate sections illustrate 
pre-sanding hints, how to use the 
drum sander, and how to sand areas 
not reached by the drum sander, In 
addition it contains information on 
the wide range of floor supplies and 
equipment available to the customer, 
a table of recommended abrasive grit 
sizes, and an entire page of layouts 
to help the home-owner sketch in his 
floor dimensions for the dealer’s esti- 
mate. The folder is available with 
dealer imprint, at no cost, in lots of 
100. Behr-Manning Co., Troy, N. Y. 

Circle No. 198 on coupon, pg. 94 


Locksets and Accessories. A catalog 
describing the “400” line locksets and 
accessories in both the Bel Air and 
standard designs is available. The 
four-color catalog incorporates the 
complete line and includes all new 
trims and mounts. Technical informa- 
tion regarding all locksets and trim 
fixtures is given, as well as descrip- 
tions of installation aids, Kwikset 
Sales & Service Co.. Anaheim. Calif. 

Circle No, 199 on coupon, pg. 94 


Cleaning Supplies. “How to Dis- 
play and Merchandise Cleaning Sup- 
plies for Profit” is the title of a six- 
page color folder offered to dealers 
as an aid in setting up a cleaning 
supplies center, Ox Fibre Brush Co., 
Frederick, Md. 

Circle No, 200 on coupon, pg. 94 


Delta Power Tools. An cight-page 
fold-out bulletin includes photo-il- 
lustrated descriptions and condensed 
specifications of the principal Delta 
power tools. The bulletin, Form AD- 
964, unfolds to form a 17 x 22 inch 
wall chart, The 10-inch tilting arbor 
bench saw and combination 10-inch 
bench saw and 6-inch jointer are 
among the tools included. On the re- 
verse side of the unfolded bulletin 
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are photographs of Delta tools in use 
in maintenance departments, various 
shops, etc. Delta Power Tool Division, 
Rockwell Manufacturing Co., 454 
North Lexington Ave., Pittsburgh 8, 
Pa. 

Circle No. 201 on coupon, pg. 94 


Home Locks. New “color-accent” 
locks are introduced in a full-color, 
12-page “Lock Fashions” brochure. 
The brochure shows the open-back 
Continental and Manhattan designs, 
and illustrates possible background 
paint colors, fabrics and wallpapers. 
Locks for every purpose throughout 
the home are shown and proper selec- 
tion and placement are fully covered, 
along with helpful hints on lock 
styling and finishes. Schlage Lock 
Co., 2201 Bayshore Blvd., San Fran- 
cisco, Calif. 

Circle No. 202 on coupon, pg. 94 


Sprayers and Dusters. Available on 
request is a catalog covering the 
company’s complete line of hand, 
continuous, compressed air knapsack, 
bucket, wheelbarrow and barrel 
sprayers. The catalog also covers 
hand and crank powder insecticide 
dusters, A circular on the Indian Fire 
Pump, a portable, back-pack type 
fire extinguisher, is offered also, D. 
B. Smith & Co., 428 Main St, Utica, 
ae 2 

Circle No, 203 on coupon, pg. 94 


Tapes and Tape Rules. Colorful cat- 
alog pages cover the company’s com- 
plete line of hardware items which 
includes all types of steel measuring 
tapes and tape rules from 3- to 100- 
feet, and augmented by woven tapes, 
plumb bobs and hand levels. The 
pages are illustrated and give out- 
standing features of each item, plus 
packaging information, weight, prices, 
etc. Keuffe] & Esser Co., Adams and 
Third Sts., Hoboken, N. J. 

Circle No. 204 on coupon, pg. 94 


Home Insulation. An _ illustrated 
pamphlet showing the step-by-step 
installation of reflective faced L.O.F. 
Glass Fibers Home Insulation in ceil- 


ings and walls, together with simple 
instructions, has been released by the 
company. It contains information on 
how the insulation should provide 
protection at little cost and where to 
use it for a cooler house in summer 
and a warmer house in winter. L.O.F. 
Glass Fibers Co., Toledo 1, Ohio. 
Circle No, 205 on coupon, pg. 94 


Chains. A catalog sheet, in color, 
which describes the advantages of the 
new “Measure-Mark” chain, is avail- 
able. The chain is marked every five 
feet for exact measurement and is 
color-coded for instant identification 
of chain grade. The catalog sheet il- 
lustrates the different type chains 
and spotlights the color marking. De- 
tailed information and specification 
charts are given also. Campbell Chain 
Co., York, Pa. 

Circle No. 206 on coupon, pg. 94 


Aluminum Reflective Insulation, A 
4-page, 842 x 11-inch, 3 colored bro 
chure has been issued to describe the 
advantages of Reynolds Aluminum 
Reflective Insulation paper cov 
ered with aluminum foil on one side 
(Type B) or both sides (Type C). Ap- 
plication instructions are included in 
the brochure plus facts concerning 
the economy of the product and 
where it can be used best. Request 
Form BP 315 F. Reynolds Metals Co., 
2500 So. Third St., Louisville, Ky 

Circle No. 207 on coupon, pg. 94 


Fishing Lines, “Lines with a Pur- 
pose” is the title of the 1956 Sunset 
catalog. Specialized lines are featurcd 
in sections devoted to the type of 
fishing for which the lines were de- 
signed. New additions in this year’s 
catalog are the company’s marked 
lines for indicating trolling depth and 
casting distances, and its new Stream 
King and Floater shooting heads 
Sunset Line & Twine Co., Florence, 
Ala. 

Circle No. 208 on coupon, pg. 94 


Mower Service. “Here’s How To 
Make Business In Your Clinton Serv- 
(Continued on page 56) 
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When You keep in-stock 
on R-W door hardware = 


| is @ top quolity set constructed of 
premium meotericls, including off 

2 e e e occessories. You con sell this set 
with the assurance of complete cus- 


tomer satisfaction. 








R-W No. 262 
Stee! Studding Sockets 


ore the modern way to secure stud- 
ding in farm, gorage, ond other 
structures built over concrete floors 
or foundations. Stops split or shrunk- 
en sills; helps buildings stay stronger 
years longer. 


\ i 


R-W No. 1019 
Silver Streak 
House 
Door Hangers 


ore oll-steel, single-wheel, precision 
ball bearing adjustable hangers for 
sliding closet or cabinet doors 
weighing up te 100 Ibs. The finest 
vonishing door hardwere available 
. +. the stondeord of quality instead 
of price. 


No question about it...you technical information—it also Ore) 
P| 
ww 


Raniah R-W No. 20-2 
sizes to Trolley Track 
Door Hangers 


can’t sell what you don’t have. _includes features, prices, 
But with a Richards-Wilcoxcata- help you give concrete answers 
log at hand—you possess acom- to customers’ ‘‘most asked’’ pate magn mee 


on siding doers 


prehensive, ready reference to questions. wetghing op 60 


300 Ibs. Hongers 


help you keep in-stock on the Help yourself to a bigger share adjust verticelly 
fastest selling door hardware of door hardware sales! Write — % bom ‘soroge o worehowe 
items in the R-W line. now for your free, illustrated ee 

Not only does this compact R-W Door Hardware Catalog 


catalog contain all the necessary A-91-LP. 


tien ee NAIL DOWN SURE SALES WITH THE 
R-W HARDWARE LINE tM, 


Your | 
FREE Garage door hardware * Garage, factory and warehouse hinges ¢ Ea — 
CATALOG Door latches and bow handles © Door binders & stay rollers cal ae ee 
M . vmverso! occeptonce pecouse oO 

A-91-LP Studding sockets @ Silver Streak house door hangers @ Trolley their adaptability, dependability 
P rability ovings on heat, con 


TODAY! ee > See Seer conn © ewww wn tr | Seinen 
single and double straight sliding doors ® R-W Aut-O-Dor electric ° 


operators for residential & industrial doors ©® R-W fire doors 


NUSUETCE Wilcox Mic Ce 


ANGER FOR ANY DOOR THAT SLIDES” 
Branches in Principal Cities 


SLIDING DOOR HANGERS & TRACK © FIRE DOORS & FIXTURES © GARAGE DOORS & EQUIPMENT 
336 W. THIRD STREET, AURORA, ILLINOIS INDUSTRIAL CONVEYORS & CRANES © DOOR OPERATORS @ SCHOOL WARDROBES & PARTITIONS 
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CATALOGS & BULLETINS 











ice-Center BOOM!” is a 24-page 
booklet that explains and ‘llustrates 
24 successful steps that lead to in- 
creased sales. The booklet puts the 
store owner in the shoes of his cus- 
tomer during a 30-minute step by 
step tour of the business, Customer 
relations, special demonstrations, 
open houses and other promotion 
plans are discussed and illustrated. 
Also included are examples of classi- 
fied ads, suggestions on giveaway 
literature and direct mail pieces, and 
examples of window displays and 
product booth displays at local fairs. 
Clinton Machine Co., Maquoketa, 
Iowa and Clinton, Mich. 
Circle No. 209 on coupon, pg. 94 


Window Glass. A 12-page catalog 
entitled “Sales Aids for 1955-56” is 
offered. The catalog illustrates and 
briefly describes the various mer- 
chandising helps for dealers. Libbey- 
Owens-Ford Glass Co., 603 Madison 
Ave., Toledo 3, Ohio. 

Circle No. 210 on coupon, pg. 94 


Deming Sales Aids. A new 8-page, 
4-color bulletin illustrates the com- 
plete line of sales aids and materials 
available to Deming pump dealers 
and distributors. The bulletin shows 
and describes Deming direct mail 
pieces; letterheads; mailing cards; 
broadsides; leaflets; booklets; blot- 
ters; window cards and streamers; 
satin banners; clocks; tacker, bracket 
and road signs; identification labels; 
decalcomanias and displays. The 
company furnishes all mailing pieces 
free and pays postage on the first 200 
used by a dealer. Most other ma- 
terials are also free. Remaining pieces 
are furnished at cost, The Deming 
Co., Salem, Ohio. 

Circle No. 211 on coupon, pg. 94 


Hardware Chain. A well illustrat- 
ed and informative folder, describing 
the complete line of ACCO chains for 
a multitude of domestic and industrial 
requirements is available. The 16- 
page folder, DH-176-A, contains data 
on construction features, applications, 
packaging, weights and other general 
information. American Chain Divi- 
sion, American Chain & Cable Co., 
Inc., York, Pa. 

Circle No. 212 on coupon, pg, 94 


Pre-Measured Chain. A _ catalog 
page, in color, is available describ- 
ing a color-coded plastic measuring 
lengthmark to provide quick iden- 
tification for Proof Coil, BBB Coil, 
and High Test Chain. The three types 
are marked every 10 feet by green 
plastic color bands on Proof Coil, red 
color bands on BBB Coil, and blue 
on High-Test Chain. A matching col- 
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or-coded End Tag is attached to the 
free end of the chain in each con- 
tainer which is imprinted to show the 
size and grade of the chain, The 
End Tag is for convenient locating of 
the free end of the chain and is re- 
attachable after each use, The tag’s 
reverse side may be used for record- 
ing the balance of chain in the con- 
tainer. Hodell Chain Co., Cleveland 
3, Ohio. 
Circle No, 213 on coupon, pg. 94 


Padlocks. Padlocks to meet every 
need are described in a new 20-page 
catalog which features actual size 
illustrations of the company’s entire 
line. Included for the first time is a 
section on special long shackle pad- 
locks, Also described are two newly 
designed super security padlocks 
which have an extra short shackle 
clearance of only %-inch. Other sec- 
tions of Catalog #56 describe 
Master’s Special Service Department, 
as well as Master’s padlock and bike- 
lock display boards. Master Lock Co., 
Milwaukee 45, Wis 

Circle No, 214 on coupon, pg. 94 


Fishing Hints. A 4-booklet series 
containing fishing tips and tackle 
recommendations is now available 
to dealers for over-the-counter mer- 
chandising. The booklets are 2-color, 
have from 16 to 24 pages, and may be 
carried in a coat pocket or kept in a 
tackle box. They contain many illus- 
trations and diagrams for quick 
mastery of proper techniques. Shake- 
speare Co., Kalamazoo, Mich 

Circle No. 215 on coupon, pg. 94 


Store Displays. Each type of di: 
play item from ticket holders to com- 
plete display units is fully illustrated 
and described in a new catalog, The 
catalog contains much information on 
display assembly and modern store 
engineering. Reeve Co., 9249 East 
Bermudez St., Rivera, Calif 

Circle No, 216 on coupon, pg. 94 


Oilers and Cans. A catalog illus- 
trating and describing the company’s 
entire line of oilers, safety cans, and 
oil and gasoline containers is avail- 
able in two forms, No. 55 General 
Catalog, and No. 55C Condensed 
Catalog. Eagle Manufacturing Co., 
Charles St., Wellsburg, W. Va. 

Circle No. 217 on coupon, pg. 94 


Insect Wire Screening. A revised 
edition of the brochure “Selling In- 
sect Wire Screening at Retail” is 
available. The growth and importance 
of aluminum insect wire screening, 
which was not a commercially stand- 
ard item when the earlier editions 
were printed, is emphasized in the 
revised text. Insect Wire Screening 


Bureau, 75 West St., New York 6, 
i. ae 
Circle No, 218 on coupon, pg. 94 


Pyrex Ware. The 1956 Pyrex Deal- 
er Catalog, listing new prices which 
were effective April 2, 1956, for 
Pyrex consumer ware is available. 
The bulletin, CF-71, covers retail 
prices on Pyrex brand flameware, 
ovenware, bakingware, dinnerware, 
nursing units, measures and tum 
blers. Consumer Products Division, 
Corning Glass Works, Corning, N. Y. 

Circle No. 219 on coupon, pg. 94 


Industrial Fasteners. A new 44 
page condensed catalog covering the 
company’s line of bolts, nuts, rivets, 
screws and other industrial fasteners 
is available. The catalog is 54% x 9 
inches and contains illustrations, 
sizes, packaging information and 
prices on the most popular items in 
the line. Clark Bros. Bolt Co., Mill 
dale, Conn 

Circle No, 220 on coupon, pg. 94 


Cordage Projects, To stimulate 
sales of clothesline and sash cord, un 
usual uses for cordage are described 
in pamphlets devoted to various 
Leisure Time Projects. Current titles 
available are “Stair Rail Lacing,” 
“Spring Cleaning,” “Playtime Equip 
ment,” “Fences-Trellises,’ “Work 
shop Wisdom,” “Children’s Games,” 
and “Camping Companion.” The kit 
consists of a yellow and black-green 
“take one” display with three pockets 
for the leaflets, It is equipped with 
easel back and with punched hole 
for counter or hang-up display. The 
kit includes other merchandising aids 
The entire cost of the project is borne 
by the company Puritan Cordage 
Mills, Inc., 1205 East Washington St., 
Louisville, Ky 

Circle No. 221 on coupon, pg. 94 


Door Hardware. A booklet illustrat 
ing door hardware items contains 
compact technical information and 
provide answers to customers “most 
asked” questions. The 12-page book 
let, #A-91 Lumberman’s Catalog, is 
in color. Richards-Wilcox Manufa 
turing Co., Aurora, Ill. 

Circle No, 222 on coupon, pg. 94 


Clamps. Much text material on s« 
lection, care and use of Jorgensen 
and Pony Clamps in addition to 
regular catalog material appears in a 
32-page catalog. The catalog is in 
color and covers “C” clamps, clamp 
fixtures, bar clamps, handscrews, 
press screws, etc. Condensed catalogs 
and pages for house and salesmen’s 

(Continued on page 58) 
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SE an erie 


attend the 


SHOW 


DIVISION 








‘avi to 
lly invited 
are cordia 
| You yiTH A 


N ATION AL HA aduabonrede 


CLUDING THE | oe jt 
ge new COLISEUM in NEW " . 
: 9. 3, Bs % 
OcTOBER 1, 2, 3s 


FOR THE TRADE 


NNUAL 


ONLY 


World's Newest, Most | . f 
Modern Showplace ' 


THE ENTIRE NATIONAL TRADE MARKET 
SPREAD BEFORE YOU IN EVERY DETAIL... 
ALL AT ONE TIME . . . UNDER ONE ROOF 


More than $2,000,000 in samples displayed 
and demonstrated. 


—— 


More than 1000 leading manufacturers exhibiting. 


More than 300,000 sq. ft. of floor space 
in displays and exhibits. 


More than 1000 brand new products introduced 
to buyers for the first time. 


More than 50,000 items presented for your 
inspection and comparison. 


Plan now for profit! Fill in and return the registration 
coupon today. Your admission badge, which will admit you 
without further registration, will be mailed to you. 


Get the complete picture . . . at the industry's great merchandising event. 


F NATIONAL HARDWARE SHOW 


! Suite 1103, 331 Madison Ave., New York 17, N.Y 
| Please check below if you wish us to make hotel reservations for you 
| (Please Print) 


| NAME TITLE 


HARDWARE SHOW | “= a 


’ 

! 

) 

’ 

! 

1 STREET ME. OS | 
at the new COLISEUM ! city STATE 
! 

! 

I 

! 














in NEW YORK CITY | TYPE OF BUSINESS 


Please check below the classification of your business 








; please fill out coupon and mail = Importer-Exporter Mfgrs’ Agent Manufacturer Other 


" Wholesaler Retailer Dept. & Chain Store Buyer 


Please send us your hotel reservation blank. 


Minors under 18 yrs. of age will not be admitted under any circumstances, 
—_— +) 
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use are also available. Adjustable 
Clamp Co., 437 No. Ashland Ave., 
Chicago 22, Ill. 

Circle No. 223 on coupon, pg. 94 


Hand Tools. Described as a guide, 
ready reference and sales builder, the 
1956 Vaco Catalog contains 40 multi- 
colored pages, is 84 x 11 inches, 
Kalamazoo punched for convenient 
binding into any holder, and has an 
8-color cover of heavy coated stock 
to withstand continuous usage, Illus- 
trations and diagrams supplement the 
practical information given on screw- 
drivers, nut drivers, pliers, wood chis- 
els, etc. An entire 6-page section is 
devoted to the Vari-board merchan- 
dising displays. Vaco Products Co., 
317 E. Ontario St., Chicago 11, Ill. 

Circle No. 224 on coupon, pg. 94 


Toys and Croquet Sets. Doll car- 
riages, strollers, juvenile furniture, 
and croquet sets are illustrated and 
described in “South Bend Toys,” a 
16-page catalog, “Announcing 1956 
Croquet” is a new illustrated bro- 
chure which describes the special 
features of 13 models of Croquet Sets. 
South Bend Toy Manufacturing Co., 
South Bend, Ind. 

Circle No. 225 on coupon, pg. 94 


Garden Chemicals, “How to Make 
More Profits on Garden Chemicals” is 
the theme of a new 16-page sales bro- 
chure, It contains suggestions for in- 
creasing sales of spray materials and 
describes and illustrates the im- 
portant features of Hayes garden 
hose sprayers, Hayes Spray Gun Co., 
98 N. San Gabriel Blvd., Pasadena 8, 
Calif. 

Circle No, 226 on coupon, pg. 94 


Sporting Goods. The 1956 D & M 
Spring and Summer catalog features 
38 pages of baseball, softball, tennis 
and badminton equipment, It also 
contains a number of photographs 
showing the manufacture and use of 
athletic equipment. Four full pages of 
youth baseball equipment includes of- 
ficial “Little League,” “Pony,” and 
“Babe Ruth League” baseballs. Copy 
of the catalog and dealer confidential 
price list may be obtained from the 
company, Draper-Maynard Co., 4861 
Spring Grove Ave., Cincinnati 32, 
Ohio. 

Circle No, 227 on coupon, pg. 94 


1956 Tackle Lineup. A compre- 
hensive presentation of the complete 
line of Shakespeare tackle for 1956 
appears in the new catalog which 
supplants the 1956 illustrated price 
list. A full-color cover features the 
new store spin reel demonstrator and 
the back cover pictures in accurate 
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detail the color styling and trim 
which is being used on the different 
price ranges of glass fiber Wonderods 
for 1956. The inside 40 pages are 
printed in green, black, gray and 
white with feature pages on some of 
the company’s newest tackle items. In 
addition to the lineup of rods, reels, 
and lines for every kind of fishing, a 
section is devoted to miscellaneous 
service items and supplies, Shake- 
speare Co., Kalamazoo, Mich. 
Circle No. 228 on coupon, pg. 94 


Nails Data. A free pocket-size 
handbook containing factual informa- 
tion and specifications for the new 
line of Stormguard nails is available. 
The handbook is printed in two 
colors with illustrations and reference 
data. A two-page chart gives specific 
data on the sizes and quantity of 
nails to use for various types of roof- 
ing, siding and trim as recommended 
by leading trade associations, Manu- 
factured in 85 different styles and 
sizes, the Stormguard nails are 
rendered rust-resistant by a special 
double-dipping in molten zinc. W. H. 
Maze Co., 400 Church Blvd., Peru, IL. 

Circle No, 229 on coupon, pg. 94 


Fishing Tackle. The colorful 1956 
Trade Catalog presents a number of 
new items in every category in the 
South Bend fishing tackle line, In 
addition to new items such as two 
Hollow Glass Casting-Spinning Rods, 
gift assortments receive special atten- 
tion. Also, one page is devoted to il- 
lustrations and descriptions of the 
free sales aids offered by the com- 
pany. An alphabetical index is placed 
at the front of the catalog while a 
general index by style numbers ap- 
pears at the back. South Bend Tackle 
Co., Inc., 1108 South High St., South 
Bend 23, Ind. 

Circle No. 230 on coupon, pg. 94 


Welded Chain, Over 25 different 
types of welded chain and chain as- 
semblies, plus a complete line of ac- 
cessories, are described and _illus- 
trated in a new 62-page, two-color 
catalog. Specifications are the latest. 
Types of welded chain listed include 
Proof Coil, BBB, Republic Alloy, 
High Test, and a variety of other 
standard and special chain types. The 
first seven pages of the book form a 
general information section on welded 
chain, with important points on its 
care and maintenance. Detailed sug- 
gestions for correctly measuring and 
ordering chain are included in the 
section also. Various tables in the 
back of the catalog help make it a 
complete chain reference book, Re- 
public Steel Corp., 3100 East 45th St., 
Cleveland 27, Ohio. 

Circle No, 231 on coupon, pg. 94 


Power Tools. Seven single sheet 
catalog pages illustrate, describe and 
give specifications on each of the 
three Wen “Quick-Hot” Electronic 
Soldering Guns, three Electric Sand- 
er-Polishers and the new Rotary Mo- 
tor Electric Power Saw. The sheets 
are 8% x 11 inches or 11 x 11 inches 
and are printed in two and three 
colors. Wen Products, Inc., Chicago 
31, Il. 

Circle No. 232 on coupon, pg. 94 


Water Systems. A new Burks Water 
Systems catalog designed with sepa- 
rate sections for dealer helps in sell- 
ing, specifying and job-planning is 
now available. Besides the inside 
story of pump features, each section 
gives general information about ca- 
pacities, depths, etc., and shows 
typical installations. The Price List 
and Specification Book gives prices 
and includes performance tables, 
identification pictures, dimensions 
and complete accessory listings, All 
five of the separate sections fit into 
pockets inside the colorfully printed 
cover. The cover gives general job- 
figuring and planning information. 
Cellophane laminated over the print- 
ing increases the durability of the 
cover and protects it from dirt and 
grease. Decatur Pump Co., Decatur, 
Ill. 

Circle No. 233 on coupon, pg, 94 


Septic Tank Care. A new, free 
eight-page illustrated booklet en- 
titled, “The Story of Willie Bacteria, 
or How to Take Care of Your Septic 
Tank or Cesspool” is now available 
Educational Division, The FX-Lab 
Co., 4 Hill St.. Newark 2, N. J. 

Circle No. 234 on coupon, pg. 94 


Hinges. “Hinges for Light Construc 
tion” is the title of a new four-page 
catalog that describes and illustrates 
a representative variety of the hinges 
available for such light construction 
as residences, motels, stores, etc. The 
new literature presents such features 
as Oilite bearings, non-rising pins and 
the new non-mortise hinge. Also de 
scribed and illustrated are items of 
forged iron builders and cabinet hard 
ware, in addition to such accessories 
as forged iron mail boxes, foot 
scrapers and letter slots. McKinney 
Manufacturing Co., 1715 Liverpool 
St., Pittsburgh 33, Pa 

Circle No. 235 on coupon, pg. 94 


Rotary and Reel Mowers. A 2- 
color enclosure which folds to 334 x 7 
inches covers the ful! line of Mow- 
Master rotary and Mowamatic reel 
type power mowers. This is available 
from distributors as Form P-23A. A 
4-page catalog sheet covers the full 

(Continued on page 64) 
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NOTHING SELLS LIKE REPUTATION! 


Pennsylvania 


Most respected name in mowers since 1877 


Your business is built on the quality of the products 
you sell. Sell the best and you get known for it... 
you cash in on it. Not only today, but also tomorrow! 
That’s why it pays you most to sell the Pennsylvania 


Lawn Mower line. Simply because no mowers made 
today carry as fine a name for sheer quality! Stock 
them ... feature them! 


ORDER EARLY! Incentive prices on dealer purchases will apply prior to January 1, 1957 


1957 Pennsylvania ROTARY POWER MOWERS 


18” Penn Acco 
Rotary Power Mower 


Now equipped with new hand throttle con- 
trol. Has easy starting 1.75 H.P., 4-cycle 
Briggs & Stratton engine with new low- 
tone muffler. Rewind or rope starter. 
Easily masters those tougher, faster- 
growing grasses — in addition to 
giving a “green velvet” trim to 

finer grassed lawns. 


Model 66118A (Rope Starter 
Model 66218A (Rewind Storter 


21” Penn Acco Self-propelled 


Rotary Power Mower 


Finest, easiest-to-use rotary you can sell! 
Rugged 2.75 H.P., 4-cycle Briggs & Strat 
ton engine has plenty of extra power for 
both self-propulsion and heavy mow 
ing. Low-tone muffler. Finger-tip free- 
wheeling and throttle controls make 
it easy for customers to match their 

walking speeds. 


Model 68221 


Rewind Starter 





20” Penn Acco 
Rotary Power Mower 


Has new hand throttle control. 2.25 H.P., 
4-cycle Briggs & Stratton engine with re- 
\. wind starter, low-tone muffler. As with 
' all Penn Acco Rotaries, 
one front wheel may be 
staggered to prevent 
scalping. 


Model 67220A 
) Rewind Storter 


PENN 
ACCO 
ROTARY 
MOWERS 


The quality electric for small lawn own- 
ers! Powered with special, heavy-duty 
4 H.P.. 3450 RPM motor. Mowing 
and body features same as 18 


PENN ACCO Rotary 


Model 66018'2 





1957 Pennsylvania 1957 Pennsylvania 
REEL POWER MOWERS HAND MOWERS 


NEW! Pennsylvania 
21” RIDING MOWER 


Pennsylvania’s answer to your 
“carriage-trade” market! A great 
new “sit-down” mower for large 
lawn care. “Has everything” 
plus all the quality that made 
Pennsylvania famous! Cuts a Model 42221C 
full 21” swath with Pennsylvania’s 

lusi lf- whetting mowing unit. : 
ager hagas $e cea tae . 2.85 H.P., Continental ‘Red Seal’ Heavy Duty 
3” wide semi-pneumatic tires give super : 

4 Cycle engine, rewind starter 

traction. Large, padded coil spring seat. 


RIDING CYCLE converts most 


late model Pennsylvania 21” 


Medel 4430-2619 ihe i d ie tht <a mowers to riding 
TWIN TRAILER attachment widens <i 
scope of Pennsylvania Riding Mow- Medel 4200 


er to full 56” mowing width. " 


Pennsylvania 18” EXETER Power Mower 





Tailor-made for your mass market. Features 
easy-turning, tight-corner mowing. Has 
Pennsylvania’s exclusive double-ground, 
self-whetting blades that stay sharp for 
years of normal use. Dependable 1.75 
H.P., 4-cycle Briggs & Stratton en- 
gine has low-tone muffler. Rewind 

or rope starter. Exclusive grass 
stripper prevents fouling of drive 

chain, sprockets. Low cut mod- 

els also available for bent 

and fine grasses. 


Model 22118 (Rope Starter) Model 22118LC (Rope Starter) 
Model 22218 (Rewind Starter) Model 22218LC (Rewind Starter) 





Pennsylvania 21” DE LUXE Power Mower 


The finest reel power mower you can sell! 
Has new lever controls. Blades are full 
spring-tempered, crucible-analysis, double- 
ground and self-whetting. 1.75 H.P., 4- 
cycle Briggs & Stratton engine has 
rewind starter, low-tone muffler. 
Equipped with Pennsylvania’s 


grass stripper. Also available | —<asssaqemeeeg?p ana By 


Model 40221 


with 7 blades for bent and 
other fine grasses. 


Model 407221—7-blade for creeping bent 
and other fine grasses 


Specifications subject to change without notice. 
PENNSYLVANIA LAWN MOWER DIVISION 
American Chain & Cable Company, Inc. 

Stevens Lane, Exeter, Pennsylvania @ Bridgeport, Conn. 


Export Dept.: 230 Park Avenue, New York City, N. Y., U.S.A., Cable Address “AMCHAIN” N. Y. 


GREAT AMERICAN 


Best hand mower you can 
sell! 
Model 2415 (15”) 


Model 2417 (17”) 
Model 2419 (19”) 


PENNA-LAWN 
Top value for medium price! 
2 models: 5-blade; 7-blade 
for bent and other fine 
grasses. 


Model 1516 (16) 
Model 15716 (16” 7-blade) 


Model 706E 


(Trimmer and Edger) 


TRIMMER and EDGER 
A best seller! 3 tools in one 
— replaces half-moon hoe, 
grass hook, hand shears. 
Model 706A 


(Trimmer only) 


Pennsylvania 
SPECIAL 
Your high quality, 5-bladed 
mower at a low price. 16” 
width. 
Model 1416 (16”) 


PENNETTE 


Narrow in size, wide in ap- 
peal! 12” and 14” widths, 
4 blades. 


Model 2112 (12”) 
Model 2114 (14”) 


co 


yw 


Litho in USA 








More tn Demand 


than any other brand 


coo American’ | ene 


—— 


You can’t go wrong selling the best products on the 
market. A sales policy of this sort lowers sales re- 
sistance, boosts your volume, and creates customer 
acceptance of the products you feature, as well as 
promoting their confidence in your company. 
Dealers appreciate these important facts — and 
more dealers stock, feature and sell USS American 
Fence than any other brand! 


Cash in on Product Confidence! 


Farmers and cattlemen have learned through gen- 
erations of experience that they can count on USS 
American Fence for long years of rust-free, de- 
pendable service. They are constantly reminded of 


‘be 


~~ 


a. ‘ as 


BE 


es 


meth a 
: P * re 
at i C “* 


through advertisements that reach nearly every 
successful farm and ranch throughout the South. 
Certainly it will pay you to cash in on this cus- 
tomer confidence by featuring USS American 


Fence . . . always! 


See “THE UNITED STATES STEEL HOUR”’—Televised alternate 


weeks. Consult your local newspaper for time and station. 


TENNESSEE COAL & IRON 


DIVISION 


UNITED STATES STEEL CORPORATION 
GENERAL OFFICES: FAIRFIELD, ALABAMA 


DISTRICT OFFICES: CHARLOTTE - FAIRFIELD - HOUSTON 





the superior quality of USS American Fence JACKSONVILLE - MEMPHIS - NEW ORLEANS - TULSA 


USS AMERICAN FENCE 


Manufacturers of American Baling Wire, American Barbed Wire and Tenneseal V-Drain Roofing 
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glaymakers<< 


TERRA?! N‘ 


with the distinctive 


Young and old alike will go for the new Slaymaker Terrapins. 
Point out the new “lie flat’ contour, the heavier shackle, the pol- 
ished-brass beauty of these padlocks. Anyone interested in security 
and top valve will find it in a Terrapin! 


62 For more information use Handy Return Card, Page 94 


Few living things are built stronger, are better 
protected against weather, or last longer than the 
turtle. His ground-hugging, heavily armored chassis 
says “rugged durability” clearly and unmistakably. 
The new Slaymaker Terrapins are so named because 
they feature the same “lie flat’”’ contour, have similar 
heavy armoring, weather resistance, and long life 
expectancy. Here are padlock security and depend- 
ability—and then some. 


The Terrapins are new, redesigned versions of the 
popular brass padlocks you have sold so readily — 
and profitably —via the SM 17 dispenser. When 
you start dispensing these new terrapins, your sales 
opportunities and profit potential will be bigger than 
ever — because the padlocks are better buys than 
ever! The padlock numbers alone remain unchanged. 
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"OOK AT THE PLUS VA LUES 


the Terrapin padlocks offer!” 


Advanced, functional design! 


L Lies flet—‘‘hugs the hasp”—more ottrac- 

Stronger rivets than ever before—made : ; . 

as part of the rustless brass case itself, ve to cleptay, mare pradtent te eset 

for greater security and safety. Resist 

file and jimmy. Uniformly riveted under 

great pressure. Improved cylinder for smoother ac- 
tion! Ideal for keyed alike or muvuiti- 
change installations. 


heavier shackle on the two PLUS all the basic quality features—solid cast 
brass construction; polished finish; double ward 
and “Super Tumbler” mechanisms; tough, 
chromium plated steel shackles; accurately 
coined keys; and abundant key changes! 


New, 
lerger “super” padlocks. 


PADLOCK #55 PADLOCK #75 eg PADLOCK #95 


Size across case, 1 in. One Size across case, 7-16 in 
One dozen to display 


dozen to display carton. 
carton. Weight, 3 ibs. 


Size across case, 1% in. % 
doz. to display carton 
Weight, 4% Ibs. per doz 


Weight, 1% tbs. per doz 
Key biank K254. Price iy — blank K253. —-s Key blank K251. Price 
doz., $5.20. “ry, per doz, $6.00. Sug- 


per doz. $4.00. Sug- ” 
gested retail, 50c each. Suggested retail, 65c ea. my t. gested retail, 75¢ each 





FOR SUPER SECURITY Exclusive Super Tumbler” mechanism. Chrome shackles. Individually boxed. 
PADLOCK #78 PADLOCK #88 


Size across case, | 9-16 in. 
% doz. to ge os 


New yy *- 

Weight, 4% Ibs per doz, 
Key blanks K230 and 
K2308. Price per doz. 

$8.80. Suggested retail retail $1.35 each. 
$1.10 each. 





Order your new Slaymaker Terrapin 
padiocks by number. Display them on LOCK COMPANY 


the face of your dispenser and stock . 
them in the back. And don’t under- " Since 1888 Lancaster, Pa., U.S.A. 
Nationally advertised in The Saturday Evening Post 


estimate your needs. There’s nothing | 
slow-moving about these Terrapins! WORLD’S MOST COMPLETE LINE OF PADLOCKS 


WITH YOUR STOCKS DOWN! i a \ | dym q ke [ 


' 1% “| ~* i 
eis <P. « : ee 
aie ee en = 
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The right seine twine for your needs can be found in the 
complete line of twines made by The Linen Thread Co., Inc. 


There’s GOLD MEDAL COTTON SEINE 
TWINE, long a favorite, still the old reliable, bought 
by the majority of fishermen. 


GOLD MEDAL NYLON FILAMENT SEINE 
TWINE, long-lasting and rot-resistant, is winning 
new friends every day. 

NYAK SEINE TWINE, a blend of synthetic fibers, 
is a truly dependable twine for many purposes. It’s 
economical too! 


Take your pick. You can be sure you are getting the best. 


Ot 7 QUALITY SEINE TWINES 
THE LINEN THREAD CO., INC. + 418 Grand Street, Paterson 1, N. J. 
60 East 42nd St., New York 17,N. Y. «© 140 Federal St., Boston 10, Mass. 


Lombard & Calvert Sts., Balt. 3, Md. « 105 Maplewood Ave., Gloucester, Mass. 
158 W. Hubbard St., Chi. 10, Ill. « 116 New Montgomery St., San Fran. 4, Cal. 
© 








CATALOGS & BULLET!NS 











(Continued from page 58) 


line of mowers, is in three colors, and 
includes detailed specifications and 
weights for each model. Form P- 
25. Propulsion Engine Corp., 311 
Marion Ave., South Milwaukee, Wis. 
Circle No. 236 on coupon, pg. 94 


Hack Saw Blades. A new catalog 
page is available covering the Griffin 
line of Hand Hack Saw Blades, Cop- 
ing Saw Blades, Jig Saw Blades and 
Scroll Saw Blades. G. W. Griffin Co., 
Franklin, N. H. 

Circle No. 237 on coupon, pg. 94 


Sprayer and Duster Line. A new 
Hudson Sprayer and Duster Catalog 
(No, 501) shows and describes com- 
pletely the company’s line of hand- 
and power-operated sprayers and 
dusters, and introduces the new 
Matador Power Sprayer line with 
tank capacities from 15 to 250 gal- 
lons. Types of sprayers include com- 
pression, knapsack, Hydra - Gun, 
Trombone, bucket and barrel spray- 
pumps, wheelbarrow, electric, hand- 
and power-operated. Duster models 
include rotary, knapsack, traction, 
electric and hand types. Accessories 
and service parts are included also. 
H. D. Hudson Manufacturing Co., 
589 East Illinois St., Chicago 11, Il. 

Circle No. 238 on coupon, pg. 94 


Fishing Tackle. The new Pflueger 
Trade Catalog No. 92 is 8% x lil 
inches and has 76 pages. Among the 
several new items described are two 
new spinning reels — the Freespeed 
for fresh water at $14.95 and the Sea 
Star for salt water and fresh water 
trolling at $29.95; also two new 
models of casting reels for monofila- 
ment line; the complete line of new 
Pflueger rods; numerous new spin- 
ning lures and new self-merchandiser 
packages on hooks and sinkers. En- 
terprise Manufacturing Co., Akron, 
Ohio. 

Circle No. 239 on coupon, pg. 94 


Garden Hose. Catalog sheets give 
full information on Biltrite 10-star, 
8-star and 5-star Garden Hose, as 
well as Biltrite Triple-Tube Flexible 
Sprinklers. The sheets are in color 
and well-illustrated. American Bilt- 
rite Rubber Co., Inc., 22 Willow St., 
Chelsea 50, Mass. 

Circle No, 240 on coupon, pg. 94 


Fishing Equipment. Weber's 1956 
68-page catalog No. 32 contains 82 
new items in addition to the variety 
of fishing tackle regularly listed. The 
new offerings are separately indexed 
for quick appraisal. Foremost among 
them is the complete line of Weber 

(Continued on page 66) 
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6, 8, 10 and 12-Ft 
POCKET TAPES 


4 
A tite ¢ eve 


¥ workr 


KING-SIZE 
10-Ft. and 12-Ft 


LONG TAPES 
25, 50, 75,,100-Ft 


Vinyl leatherette cov 
erecd. specie hook 
attachment, ch 
plated winding r 
dowble roller m« 
piece. Stainle 

edge band 


$ Y 


DISPLAYS — all Evans packaging unfolds 
into multicolored displays which hold 
and sell Evans White-Tapes. 

THE LARGEST NATIONAL 
CONSUMER ADVERTISING 
CAMPAIGN IN STEEL 
TAPE HISTORY 

over 100,000,000 ads 

on Evans Tapes 

EVERY YEAR! 


See us at Booth 56, 
New York Coliseum 
National Hardware Show, 
October 1-5 


Vala? tg 


The only complete quality line 
of white steel tapes 
with ALL these sales features 


@ Plastic Utility Cases 
@ Double Markings 





Read here. 


Work in feet ond inches? > 
‘ yo if 1 
2\2 | 2/3 | 2\4 


@ Sliding Hook — For Accurate Sa 
Inside-Outside Measuring 


@ Chrome-Plated Cases @ Guaranteed 
Unconditionally 


@ Replaceable Blades @ Snow-White Blades — 
In All Sizes Jet Black Markings 











Work in inches? 
R here. 


NEWLY DEVELOPED 
Evatia Chalk Line 


Plumb Line 


A PRECISION TOOL 
AT “MASS MARKET” PRICES 
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NEW 


TAYLOR CHAIN 
SALES MAKER 


with chain cutter 


rolls up fast, 


profitable self- 


service sales! 


Chain sales are virtually automatic 
from the Taylor Chain Sales Maker. 
Customers step right up and help them- 
selves to any of seven types and 

sizes of weldless, sash or bright chain. 
That’s why wholesalers and dealers 
alike say it’s a self-service chain depart- 
ment in itself —the most profitable 

two square feet of floor space in their 
store. Put a Taylor Chain Sales Maker 
to work in your store and see for 
yourself what it will do for you! 


TAYLOR CHAIN 


maintains a complete line of all types of chain 
fittings and attachments 


<Clevis Grab Hooks 


Drop forged, carbon 
steel clevis grab and 
slip hooks. Available 
in six sizes. Finish — 
self-colored. 


SB 


Repair and Lap Links 


Twelve sizes. Finish — bright. 


R 
Grab Hooks > 


> 


Cold Shuts 


For repairing Coil Chain. 
Use one size larger than 
chain itself. Nine sizes. 


OCC 





CATALOGS & BULLETINS 











(Continued from page 64) 


Dylite plastic poppers, illustrated in 
full natural colors on a four-page 
lithographed insert. The four-color 
lithographed cover features the new 
three-tier revolving display rack. The 
free Moviegram fly casting instruc- 
tion booklets in a counter display are 
available to dealers every year and 
are illustrated and described in the 
catalog. The Weber Lifelike Fly Co., 
Stevens Point, Wis. 
Circle No. 241 on coupon, pg. 94 


Hardware Assortments, Free illus- 
trated catalog-price list circulars, 
featuring the newest “Select-A-Pak” 
hardware assortments, are available. 
Each assortment, made up of cabinet 
hardware, forged iron hardware or 
shelf hardware items, is described on 
a separate sheet. Also included are 
illustrations and information on the 
free “Select-A-Pak” display boards, 
panels and layouts pertaining to the 
specific assortment, and which are de- 
signed to fit present dealer fixtures. 
Space is allowed for wholesaler im- 
print. Circulars are 8% x i1 inches in 
size and printed in two colors. They 
may be used with “Select-A-Pak” 
Catalog No. 256 which contains open 
stock hardware items, National Lock 
Co., Rockford, Il. 

Circle No, 242 on coupon, pg. 94 


Gasoline Engine Tools. A 63-page 
catalog, describing and _ illustrating 
the company’s complete line of port- 
able gasoline engine tools, is avail- 
able upon request. Data and full de- 
tails are given on the “MG” chain 
saws, generators, land clearance saws, 
etc. Also, information on electric and 
pneumatic chain saws is included in 
the catalog Number 32, Mall Tool Co., 
7725 South Chicago Ave., Chicago 19, 
Ill. 

Circle No, 243 on coupon, pg. 94 


Water Heaters. Five specification 
sheets, in color, feature electric and 
gas water heaters. These contain il- 
lustrated descriptive material, includ- 
ing detailed roughing-in dimensions. 
W. L. Jackson Manufacturing Co., 
Inc., 1216 E, 40th St., Chattanooga, 
Tenn. 


Drop forged, carbon 
steel grab ond slip 
hooks. Available in 
nine sizes. Finish — 
self-colored. 


Finish — self-colored. 


Connecting Links Circle No, 244 on coupon, pg. 94 


For connecting and repairing. 
Stronger than Proof Coil. 13 sizes. od 
Self-colored or hot galvanized. 


Taytor MaDe 


Contact your nearest a ae 
jobber for all types of... WI, SINCE 1873 
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Volume Sales of 
Space Heaters 


(Continued from page 42) 


S. G. TAYLOR CHAIN COMPANY 
Plants in H d, indi ; 


Pittsburgh, Pennsylvania 





a customer. They react to friendly 
treatment, too. We're never out of 
critical materials even though we 
do not try to influence the sales- 
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p40) 5 O7-V\ ie 10 ie 40) 88S: 
CONFIDENCE IN THE 








ORDERS OF $50.00 OR MORE, FREIGHT 
PREPAID. Orders of less than $20.00 f.o.b. Mill, 
Lawndale, N. C., Van Nuys, Colif., Marietta, Min- 
nesota, Dallas, Texas, or Waynetown, Ind. Orders 
of $20.00 to $50.00, freight allowed to $1.00 per 
cwt. Freight prepaid does not include extra charges 
incurred outside carrier’s regular zone of delivery. 
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ESTABLISHED IN 1873 





7 
Van Nuys, California Minnesota 


SEINE TWINES 

SEINE CORDS 

TROT LINES 

STAGING 

VENETIAN BLIND CORD 
SASH CORDS 

CLOTHES LINES 
MASON LINES 

FISHING LINES 

NYLON CASTING LINES 
STARTER ROPE 

JUMP ROPE 

MOP HEADS 
WRAPPING TWINES 
KITCHEN LINES 
EXPRESS TWINES 
CHALK LINES 

PARCEL POST TWINES 
POLISHED INDIA TWINES 
PLASTIC CLOTHES LINES 
JUTE TWINE 


ah lk es te a eed - 


PROMPT DELIVERY 


JUTE 


TWINE 


available in 


MIKE 


BRAND 


A dependable source of supply for jute 
twine in these two popular sizes — 


ART. 544 
12 tb., 3 ply, 8 oz. solid wound balls, 1185 ft. per Ib., 
49 Ibs. tested break 


ART. 545 
28 tb., 3 ply, 8 oz. solid wound balls, 510 ft. per Ib., 
94 Ibs. tested break 


WHEN YOU DISPLAY THE LINE 


& Sellsaf/ 


LAWNDALE, NORTH CAROLINA 


Marietta 3104 Gaston Ave. 
Dallas 26, Texos 


861 Sepulveda Blvd. 


Waynetown, Indiana 
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10¢ PACKS OF ATLAS TACKS 


(and other popular items) 


in the fastest-selling counter 
display you ever saw! 





"Aes = 
NRHA 
APPROVED 
DISPLAY 


sexve-vourseur TACK and NAIL BAR 


Takes less than 1 sq. ft. of space— 
actual size 14” wide, 7” deep, 20” high 


QUICK PROFIT ON 
SMALL INVESTMENT 


Suggested list 
360 pkgs 10 $36.00 


See us a 20 05. Your cost 21.60 
National Hardware Show. YOUR PROFIT $14 40 


ae Atlas = 


FAIRHAVEN, MASS. * HENDERSON, KY. 





men to work in our behalf. We 
only want our regular share of 
these items, and to date, we have 
come out well.” 

Display plays an important on- 
the-spot part in Taunton’s space 
heater sales success, Fifteer.-foot, 
offset plate glass windows across 
the front of the store provide maxi- 
mum visibility from the highway 
“During the selling season, we 
usually keep 20 to 30 heaters on 
display in front,” Taunton ex- 
plained. “From time to time, we 
also line the walk outside the store 
with heaters. This usually brings 
good results. 

“‘No matter how good your sales- 
men or your products, you cannot 
expect to sell your greatest volume 
of heaters if you don’t enjoy the 
complete confidence of your cus- 
tomers,” Taunton concluded. “We 
stand 100 percent behind that idea, 
and we treat our customers right. 
Our customers are showing their 
approval of us by treating us the 
same way.” 

ae 


Plumbing Supplies 
Go Self-Service 


(Continued from page 45) 


Puckett is convinced the inde- 
pendent hardware store is con- 
fronted today with the same prob- 
lem as the independent grocery: 
“We must modernize and convert 
to self-service as far as possible, or 
the chains and syndicates will 
move in. 

“Women are doing a much 
greater percentage of hardware 
buying than they were a few years 
ago, so it is all the more important 
that we modernize. They’re doing 
a big part of purchasing plumbing 
supplies, which certainly calls for 
individual prices and labels.” 

Self-service, of course, doesn’t 
mean leaving the customer to shift 
for himself, Puckett added. “Un- 
less he is familiar with the store 
arrangement, he still must be 
directed to a shelf or bin. But more 
often than not he knows exactly 
the item he wants. Under our new 
setup he is guided by bin and shelf 
labels, knows the price immediate- 
ly, and in general can serve him- 
self. We remain available for ad- 
vice—and for the opportunity t 
sell him related products.” 

In addition to two large island 
shelves, Fairfield Hardware dilis- 
plays pipe fittings in four new 
rotating bins with 320 separations, 
each with label and price. The 
switch from old-style wall bins 
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makes the difference 
in sales! and in action! 
Utica’s New 
Sobet-O Lock’ 
Locking Adjustable 
Wrench 








> 


f 


Path lacked 





Pill -si unlocked 











Utica’s SELECT-0-LOCK will add sales magic to your 
tool department. 


There’s no more slipping or resetting with SELECT-0-LOcK. Lock 
it--unlock it with one hand. Push the magic button and wrench 
stays locked at the desired position—just like an open end 
wrench. Pull the magic button and it’s a conventional adjustable 
wrench. And it’s built for rugged use—the magic button will not 
accidentally push in and unlock the wrench. SELECT-O-LOCK is 
just what your customers have been looking for. 


The 6, 8, 10 and 12 inch sizes of SELECT-O-LOCK are priced at 
$2.20, $2.56, $3.28 and $4.80 respectively. 


Order from your hardware distributor today and add magic 
to your sales. 


*PATENTED © Th A 
>. > 
g 


THE HALLMARK OF QUALITY 


UTICA DROP FORGE & TOOL CORPORATION 


Utica 4, New York 
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10’ 


For Christmas Cr es! 


For extra Christmas sales, include Lufkin 
White Clad tapes and tape rules in your 
Christmas plans. They're gift banded and 
packed in Christmas display boxes at no 


increase in price — you make your full at 
10° 


0 
SUPER 
profit. Order now . . . and be sure to spec- WHITE CLAD 

TAPE RULES 


ify Christmas wrap! 


ASK YOUR 
WHOLESALER 
NOW ! 
FOR EVERY MAN 


50 FT BANNER 
* Men wert CLAD 
STEEL TAPE 


PS $9.6 ES. 


» 


50’ WHITE CLAD 
STEEL TAPES 


THE LUFKIN RULE COMPANY Saginaw, Mich. 
132-138 Lafayette St., New York City + Barrie, Ont. 





created 70 square feet of additional 
floor space. 

“The new bins are doubly ad- 
vantageous,” Puckett pointed out 
“They're wonderful for self-serv- 
ice and we are now able to devote 
floor space to fencing and poultry 
netting, previously displayed only 
in the rear of the store.” 

Fairfield Hardware carries ap- 
proximately $10,000 in plumbing 
supplies and turns the stock sev- 
eral times a year. The store caters 
primarily to home-owners but does 
a good business with laundries, dry 
cleaning plants, schools and con- 
tractors. 


Large Stock 


“Very few merchants in our 
territory (western suburbs of 
Birmingham) stock the quantity 
and variety of plumbing supplies 
that we do,” Puckett said. “We 
buy pipe and large fittings by the 
carload; fixtures, by the truckload; 
and small fittings, in large quan- 
tities.” 

One of the most effective de- 
vices in attracting trade to the de- 
partment is the store’s direct mail. 

Each month’s mailing of 5,000 
pieces contains a plug for plumbing 
supplies. Included in the plug is a 
special price on a particular item 
—a three-piece bath set, water 
heater, T’s, unions, etc. 

The direct mail is inexpensive, 
planned by Puckett, mimeo- 
graphed and stuffed by the entire 
store staff over a period of three 
days. Bulk mailing cost for the 
5,000 pieces is nominal 

The plumbing specials also are 
plugged on radio spot commercial 
and in frequent front window dis- 
plays. The specials are determined 
by what lines are moving slowest 
and by “what the chains are do- 
ing.” 


Service 


“Serve-yourself success in 
plumbing supplies,” Puckett stated 
“is simply this: having what the 
home-owner wants, letting him 
know you have it, making it sim- 
ple and convenient to locate when 
he comes to the store.” 

Fairfield Hardware has its main 
pipe shop in a shed at the rear of 
the store, and its pipe-threading 
shop adjacent to the store. “A 
heavy duty pipe threader is essen- 
tial to a plumbing department,” 
Puckett asserted. 

The store’s recent modernization 
was designed for self-service in 
virtually every department. 
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oN pone I Y 


HUNTING CLOTHING 


, BUILDS STORE TRAFFIC... 


MAKES MORE MONEY 





It's no secret that RED HEAD hunting clothing is used by almost 
all of the best dealers in the country to draw traffic into their 
stores. What some dealers do not realize is that the RED HEAD 
line is such a terrific profit-maker. Once those customers come 
into the store, the RED HEAD duck drives home sale after sale. 
The quality and construction plus the famed RED HEAD 
reputation for making field tested favorites builds up the pres- - 
tige of the retailer. Your best way to cash in on this obvious 
popularity is to display RED HEAD products prominently in 
your windows and in the store. Keep fully stocked in all sizes 
... remember too that at least one of the RED HEAD “"/93 
ways fo make a profit” can mean that extra sale that will con- 
tinvally boost your profits to new highs! 


















These three headliners are real drawing cards... 
they are hunting garments that you can depend on 
to fully satisfy every need and desire of the most 
experienced hunters everywhere. Every feature of 
these garments is constructed to make hunting a 
physical pleasure in the roughest terrain. "Bone-dry" 
comfort in itself sells for you ... add the best all- 
around designing and you can build up your own 
store's reputation by making RED HEAD your “top” 
line this fall. 
























PF 


<= RED HEAD BRAND COMPANY 


ve 4300 West Belmont Avenue, Chicage 41, Illinois 


Picture of a man about to 
make five dollars* 


** Well, four ninety-eight to beexact. He’s a hardware dealer 
showing a power drill owner the new Versamatic ... the 
only reversible attachment on the market. It’s almost 
magic the way Versamatic sells. It’s because it does so 
much more. Drives screws, removes screws. Runs nuts, 
bolts, on or off. Reduces speed 7-to-1 for more efficient 
drilling in masonry, metals, etc. Increases power 7 times 
to make light tools do heavy work. Yes . . . Versamatic sells 

.so stock up now. The brilliant display shown in the 
Tr os photo is free to dealers. List price $14.95. 





Call your jobber or write Supreme 
Products Corp., 2222 South Calumet 
Avenue, Chicago 16, Illinois. Makers 
of famous Supreme Brand Chucks. 





Displays in October for 
Early Christmas Buying 


(Continued from page 44) 


ping service as a valuable stimulus 
to Christmas sales. “Since we've 
been offering gift-wrapping with- 
out charge, our gift volume has 
doubled. This is a permanent serv- 
ice, offered all year. We change 
wrappings to match the season 
and the occasion.” 

People want toys gift-wrapped 
as well as other gift items. The 
value of this service was evi- 
denced at cotton-picking time, 
when the town was full of Mexi- 
can pickers eager to take United 
States toys back to their children. 
When they learned that this store 
gift-wrapped their purchases in at- 
tractive paper and ribbons, a brisk 
business in toys resulted. 

Manager Moore stated that plans 
are now being completed to erect a 
modern new building. “We're giv- 
ing Christmas selling a big place 
in our plans. We're specifying a 
front for good display, fixtures for 
showing toys to best advantage, 
and a layaway department that we 
hope to fill to overflowing by 
Christmas.” 


> 


Customers Rely on 
Keesecker's Trading Post 
(Continued from page 46) 


who has something to trade. sell 
or to buy. Of course, the rules for- 
bid use of the board for strictly 
commercial promotions, such as 
real estate and used cars. Obvious- 
ly no dealers or professional trad- 
ers are permitted to utilize the 
service. 

Users of the Trading Post mainly 
are women. They use it to adver- 
tise second-hand perambulators, an 
antique desk, a fresh milk-cow, 
kittens, a second-hand rug or a 
piece of used lawn furniture. Any 
person not in business may adver- 
tise any article for trade or sale 
or may advertise his wants in the 
way of second-hand or household 
articles not normally sold in the 
store 

The articles and wants adver- 
tised first appear on the Trading 
Post Board. A clerk in the office 
copies the particulars on a stand- 
ard-sized file card to provide uni- 
formity of the listings and to make 
more space by keeping a uniform 
size entry. 

Then sooner or later the wants 
or articles listed for sale are read 
over the air during the store’s 
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Red Teggs Merchandising Zips: 


This label will help you build 
a bigger fence business! 


~ 
~ 
= 


Be sure to display it 
where everybody entering 
your store will see it! 


TRADE MARKS 


The familiar Cyclone “Red Tag” is 
one of the most convincing points 
you can use when talking fence to a 
home owner. For here is a label that 
says at a glance that behind the 
product are the vast resources of the 
world’s largest producer of steel. 

That’s why it will pay you hand- 
somely to always keep a roll or two 
of Cyclone Lawn Fence out in front 
where it will catch the eyes of pros- 
pective customers. Arrange the dis- 
play so the famous Red Tag stands 
out for all to see 

When you sell Cyclone Lawn 
Fence, you can be sure purchasers 
will be completely satisfied. It is 
easier to handle. It retains its good 
looks years longer. And you can 
point out the reasons why, so they 
can see and feel the difference for 
themselves. Furthermore, you can 
give each customer a free illustrated 
folder which shows him exactly how 
FREE ERECTION FOLDER to erect his new fence. 
FOR YOUR CUSTOMERS cy Available in both woven and 

welded, and in single and double 

This little pocket-size fold- = loop styles . . . in heights of 36, 42, 
o 2 oe 2 eee <~ and 48 inches. You can also offer 
to your fence prospects. It ; matching Gates, as well as Flower 
shows and tells them ex- - _ Bed Border and Trellis. Better call 
actly how to erect their | | . oa : your Cyclone jobber today. 
Cyclone Lawn Fence. - 


en you order fence, tell <5 
your distributor how many | | 3 CYCLONE FENCE DEPT., AMERICAN STEEL & WIRE DIVISION, UNITED STATES STEEL CORPORATION 


youd » > : WAUKEGAN, ILLINOIS—SALES OFFICES COAST-TO-COAST— UNITED STATES STEEL EXPORT COMPANY, NEW YORK 

















ase USS CYCLONE-ped 09 
HARDWARE PRODUCTS 


EENING 1S 
wsect wire wt minult caTCH-ALt BasKt 
. oh Seporett . 
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on Plant location 


means greater profits for you! 





With higher freight rates and other shipping problems, 
plant location can be mighty important. Tapatco has 
three plants and an eastern warehouse in the United 
States and a plant in Canada. All are ideally located 
for fast, efficient service to the whole country. ‘The com- 
plete Tapatco line is available for prompt shipment 
from all locations. 

Place your orders and re-orders for Tapatco marine 
safety products and sleeping bags with the Tapatco 
plant nearest you. Write for new 1956 literature or con- 
\" tact your favorite jobber. 





BOKER tools are as finely made as the famous BOKER 
TREE ¥ BRAND Cutlery ... from special analysis, 
chrome vanadium steol—every tool load-tested, diamond- #1022 UMBRELLA TENT 
tested for hardness, and accurately machined. Your cus- 

Lots of head room—lots 


tomers will go for them! oP enue Gnatins-an 
profit for the dealer who 
hondles this Tapatco 
product. Has everything 
the outdoorsman needs 
in a tent: door, floor, 
tind 7 ; screens ond canopy. 
Size 9’ x 11’, 7’ 6” 
Heavy duty Combination Pattern Snips will high. Made of woter 
cut curves as well as straight lines, Other repellent drill, (Other 
patterns and sizes also available. models ovailable.) 








36507 10” size 


Patented Groove- r 
Grip, 5 position 
adjustable Plier- 
Wrench — cannot 
slip. Forged ribs 
and grooves. 


25332 — 6” and 7” sizes 


A popular Long-Nose Plier with keen side 
cutters. For electrical, radio and telephone 
work. The ali around home tool, 


Se 


#5612 -—6 72 

82" sizes 

Heavy duty side cutting Plier widely used 
by linesmen and electricians and for 


maintenance repair. 
Pym ss 4¥2" —- 5” - 6" 
t, 72" sizes ; #209 RACING VEST #216 APPROVED 


Diagonal cutting Plier used by MOTOR BOAT JACKET 


telephone, radio and electrical Tops in safety—tops for comfort, this 


workers, ‘‘Do-it-Yourselves” and Tapatco vest is worn by racing drivers Coast Gword approved, this new 

for general maintenance repair. everywhere. Filled with new Jove Tepotco vest is going over big. Filled 

Kapok sealed in Viny! Inserts, (remov- with new Jove Kapok, electronically 

— : able for loundering vest). Snaps, dee- sealed in Viny! envelopes. Universal 

ER USA Gea’ © ring ond tie front closure. Universal size with adjustoble straps on both 

: size, adjusteble. Colors: Blve and sides and in front. Colors: Orange, 

a White—Red ond White. Six to o Bive or Dork Green. Pocked 6 to a 
=6w -— 4” — §” - " carton. carton, Child's size: #217. 

8” — 10° — 12” sizes % 
Chrome plated finish, spe- 
cial alloy steel thin 


Wrench, Exceptionally ; 
BES ~ 10" Sis — A ra paidco Write for free 


Compound action Aviation Type Visi# us r 
metal Snips. B1 cuts left; 82 cuts . 4% Foss H " 
p Booths 119-120-121 “ "You can’t yee bette literature 


right; B3 universal straight cut. NATIONAL HARDWARE [| save your r life”’ 
SHOW : 




















Cutremn, Sow Tee City 
THE AMERICAN PAD & TEXTILE CO. 
Greenfield, Ohic . Trenton, N 
New Orleen 


anada: Tapatco, Lid., Magog, Quebe 
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anions New 
For Your NRHA-Built Island Displays 


“Aer rn <i 
NRHA APPROVED 
DISPLAY 


THE ASSORTMENTS 


%& Carriage Bolts 

*% Machine Bolts (small 
% Machine Bolts (lara 
%* Cap Screws 

*%& Stove Bolts 


Each assortment comes 
complete with ao tray. Trays 
may also be purchased 
empty. Stands for holding 
four assortments are 
available. 


Convenient? Yes! Right for your store? Absolutely! 


This new Serve Yourself Bolt Tray and its contents 
overcomes every objection you ever had toward 
handling bolts and nuts. 


First, the trays fit the standard “islands” and other 
displays approved by NRHA. 


Second, the Serve Yourself Bolt Tray contains the 


y 


fastest-selling items in the fastest-selling sizes. 


Third, all products are brite-plated for clean, easy 
handling and the nuts are on! 


Fourth, there’s no price penalty for brite-plating 
for all products come in small-quantity cartons 
(10 to 50 pieces each) and are in stock at your 
distributors waiting for your order. 


= 

je LAMSON & SESSIONS (: 

= KG 
ras 
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1971 West 85th Street - Cleveland 2, Ohio 
PLANTS AT CLEVELAND AND KENT, OHIO + BIRMINGHAM + CHICAGO 
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LitSharpy 


Here’s the biggest Li'l Sharpy dealer-consumer pro- 
motion in our history . . . with 3 consumer-tested 
volume sellers that are needed in every home. 


DE LUXE KNIFE SHARPENER 


Employs the one true method of correctly sharp- . 

ening all knives. Sturdy, comfortable handle, red 

and white baked enamel finish. Individually packed in six-in 
self-selling display. The favorite in millions of homes. 


This is Li'l Sharpy Wall 
Model version, for the most perfectly honed 
edges every time. Two-color unit in self-service pack that mounts 
on pegboard, stands in bin, SELLS EVERYWHERE. 


LilSharpy 


HOME SANDER KIT 


3 properly balanced tools for 

corner, contour and flat sand- 

ing. Permanently-treated, 

pressure-sensitized rub b er cushion 

makes any sandpaper “float,” cut many 

times faster, last much longer. Paper changes in- 

stantly. National award-winning counter display package. 


Get 13 for the price of 12! On the entire Li'l 

Sharpy line . . . Home Sander Kits, Deluxe and 
Jr. Knife Sharpeners . . for every 12 units you order from 
our jobber, at regular discount, you'll get a 13th unit abso- 
ver free of extra cost. Order a gross, get 13 dozen . . . order 
12 carloads, get 13 carloads. 


HURRY! HURRY! This Baker’s Dozen offer will apply “s 
every order you place with your jobber between now and 
tember 15, at which time it must be withdrawn. ORDER NOW! 


Lit Sharpy MEANS FUTURE BUSINESS 


National magazines, TV and newspapers will be telling your 
customers about Li'l Sharpy products. Take advantage of this 
promotion NOW .. . with your displays and advertising. Mats, 
glossies, fliers, TV films available upon request. 


MILWAUKEE FILE CO. 1577 W. Pierce St. Milwaukee 4, Wis. 
Four Generations of File Engineering 
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NEW BEDFORD ROPE 
the dependable life line 


From house raising to erecting and maintain- 
ing medern skyscrapers—right down through 
_114 years—Americans have depended on 
NEW BEDFORD ROPE. Its strength and 
quality has been tested and proved again and 
again. 


It’s sales tested and proved by hardware deal- 

ers, too. . . New Bedford was the first com- 

pany to cartonize and pre-measure rope to 

simplify selling. New Bedford Rope can be 

sold right from the carton . . . easily identified 
. and kept neat and clean in storage. 


That’s why hardware retailers consider NEW 
BEDFORD the world’s best rope buy. 


NEW BEDFORD 


CORDAGE COMPANY 


NEW BEDFORD, MASSACHUSETTS 
Serving the Maritime Industry Since 1842 
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Bring Your Cleaning Supplies Into 
I Attractive, Profitable Selling Center with 
OXCO’S BRUSH MERCHANDISERS 


\OMAL @e, 
* 4, 


specifications 


No 
ASSORTMENT 


One dozen each of 25 different Oxco 
brush styles, with No. 15 display 
fixture, 25 hangers and top sign. 
Many new numbers—many with 
Oxco’s stylish new Styrene handle in 
high fashion pink, blue or yellow 
Wide range of styles, from kitchen to 
bath brushes. Wide range of prices, 
from 29c to $1.59. All brushes labeled 
and pre-priced. Total retail value of 
aiaeeeee. Assortment, including the display 
Ste wo" approximately $210.00. 
No. 15 Display Fixture—Strong ‘'4 
peg-board panel; solid %&" lacquered 
hardwood molding; sturdy 17%" deep 
hardwood “‘A’’ frame 59%" wide x 26 
high. 25 hanging hooks and colorful to; 
sign included 


No.(Z)assortmeENT 
CLEANING 


One dozen each of 12 different Oxco brush styles, with No. 9 
display fixture, 12 hangers and top sign. Many numbers with 
Oxco’s new Styrene handle in pink, blue or yellow. All fast- 
selling, ranging from 29c to $1.59. All brushes labeled and pre 
priced. Total retail value of Assortment, including display 
approximately $80.00. 


No. 9 Display Fixture — Similar in 
construction to No. 15 fixture (above > 
Measures approx. 30" wide x 26" high 

12 hanging hooks and colorful top sign 
included 


Designed to match modern store equipment, either Assortment 
is ideal as the selling center for a complete Cleaning Supplies 
Department. Back of fixture suitable for displaying other 
products. Other brushes can be binned in front or back. Display 
is adaptable for island, gondola, wall or column use. Both 
Assortments designed to NRHA specifications. Send for illus- 
trated folder—"‘How to Merchandise Cleaning Supplies for 
greater Profit."’ Write Sales Dept., Ox Fibre Brush Company, Inc., 
Frederick, Maryland. 


NOTE: Fixtures available separately, c 
choice of brushes. Contact your Jobbe 





>= ew © Brushes in 
No. 25 and No. 12 
Assortments 


ALL BRUSHES 


PACKED 1 DOZEN TO CARTON 


Brushes in No. 12 Assortment marked with ® 


VEGETABLE 
No. 160-H 
#- 


PASTRY 
Topper 


© 


Filling: white 
bre; Handle 
and yellow; Overall 
1% lbs. per doz 


PERCOLATOR 
No. 659-H 


‘wef h} 


Filling white DuPont 
Tynex nylon; Handle: Asst 
red and yellow; Overall 


5% i lb. per doz 


PASTRY 
No. 175-H 


Asst. pink 
Bis 


V 


© 


Filling: sterilized 

horsehair; Handi Asst 
pink and yellow; Overa 
; 44 Ib. per doz 


BOWL 
No. 320-H 


_ 


. “a 
Filling: white tr se 
tampico fibre; 
Handle: Asst. pink and yel- 
low: Overall 17% 7 4 lbs 
per doz 


y 


white Filling white DuPont 
Tynex nylon; Handle: Asst 
pink and yellow; Overall 


12% *{ lb. per doz 


DISH MOP 
RB No. 828-H 


A an! 


DuPort sponge 
yarn; Handle: Asst. pink 
and yellow; QOveral/: 13 
1'* lbs. per doz 


VEGETABLE 
No. 634-H 


‘\ 


Filling 


WHISK 


. ® 
““~Y 


Red Breast 
palmetto fibre; 


Filling 
Handle wire wrapped 
71 


metal cap; Overall: 7 
3‘6 Ibs. per doz 


VENETIAN 
BLIND 


Filling: white DuPont 
Tynex nylon; Handle: Asst 
pink and yellow; Overall 
8% ". 1 lb. per doz 


. BATH 


No. 9604- 


9605 
No. 213-H 


Filling: asst. pink and blue 
Saran; Wood block; Re- 
movable wood handle; 
Overall: 17 ".8 4 lbs. per doz 


Filling sterilized grey 
horsehair; Handle: Asst 
pink and yellow; Overall 
16% *. 346 lbs. per doz 


NOTE: All brushes also available as Open Stock 


tampico fi- 


WAFFLE 
IRON 


\ 


No. 549-H 4 


Filling steel wire bristles 
Handle: Asst. pink and 
yellow; Overal 7 

lb. per doz 


~ VEGETABLE 
No. 165-H 


© 


Filling: asst. pink and 
yellow; Handle: Asst. pink 
and yellow; Overall: 8% 
1'¢ Ib. per doz 


SCOURING 
No. 1221-H 


Filling: brass 

wire bristles; Handle: Asst 
pink and yellow; Overall! 
73 1%lbs. per doz 


DUSTER 


No. 9463 


red, green, 
lacquered 
Overall: 12 


Filling: asst 
blue; Handle 
wood block; 
5 lbs. per doz 


BOWL 
& No. 617-H 


“ 


“ 


ee, 


Y 


Filling white DuPont 
Tynex nylon; Handle: Asst 
pink and yellow; Overa/ 

17°. 3 lbs. per doz 


Filling 
bristles; Block: Asst. coral 
and yellow; Overal/: 2 M4 


~ 


fine 


lb. per doz 


~Q 


Filling 
nylon; 


and 
1 Ib. per doz 


Filling 
brass 

quered 
Overall 


doz 


Filling 


bre; 


@ 


asst 
Handle 
blue; 


KITCHEN 


Kleen-it 


brass 


BOTTLE 
No. 210-H 


pink and blue 
Asst 
Overal! 


PERCOLATOR 
No. 907-H y- 


ty 


a 
er 
, 4 
“ ©@ 


Filling: white bristles; Han- 
‘dle: Asst. pink and yellow; 
Overa 12% 4 Ib 
doz 


~‘ 
© 


Filling: white cotton 
yarn; Handle: Asst 
and yellow: Overall 

I lbs. per doz 


BOTTLE 
No. 652-H 


® 


wire 


per 


DISH MOP 
No. 25-H 


, 
w, 
oe 


- 
”« 


pink 
13 %4 


pink 
12% 


o®? 


white 
wire; 
wood 

6! 


SINK 
No. 863-H 


4 


Handle 


2 lbs. per doz 


BOWL 
No. 425-H 


tampico 


Handle 


9 


white tampico fi- 
Asst 
and yellow; Qverall: 8 


Filling: asst. pink 


and yellow; Handle 


pink and yellow 


17 


Me 


3°4 lbs per doz 


lac- Filling: white DuPont 
T'ynex nylon; Handle 
Asst. pink and blue; Over- 


13%". 1 Ib. per doz 
PASTRY 
an 


ag 635-H 


™ 
/ 


red 
Ibs 


tip 
per 


Filling: white DuPont 

T'ynex nylon; Handle: Asst 
pink and yellow; 
84 “4 lb. per doz 


RADIATOR 
No. 303-H 


pink 
Overall 


~\ 


© 


black 
Asst 
Overall 


Filling: _ sterilized 
horsehair; Handle 
pink and yellow; 
21°. 3 lbs. per doz 


Asst 
Overal 


"Corded **individual printed wrapper 


tPrinted metallic paper shield 


uO 


OX FIBRE BRUSH COMPANY, INC. 


FREDERICK 


cvlablisheil /&8&4 MARYLAND 


Printed in USA 





EFFICIENT lLike- 


tderaled Mulual 


Federated Mutual must write your in- 
surance at the same standard rates at 
which most companies write; provide as 
fine insurance as money can buy, and still 
return substantial dividends. That calls 
for efficiency. 

Federated Mutual writes all of the in- 
surance you need for your business, home, 
and car, all in one big mutual company, 
instead of in separate companies. 

Federated Mutual serves you with high- 
ly trained representatives who are direct, 


salaried employees of the insurance com- 
pany itself. There are no intermediaries. 
There is just one direct responsibility. 

Federated Mutual insures only pre- 
ferred risks—the people who take the 
care that means fewer losses. 

By these means efficient Federated Mu- 
tual is able to provide as 
fine insurance as money 
can buy at substantial || yeuow paces | 
savings. Home office, Owa- Utg>x< a 
tonna, Minn. — 


FIND FEDERATED 
FAST IN THE 


oA fir, 
e a 


“ 
a 


Insurance at a Saving for « BUSINESS « HOME e CAR 
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.. another NEW 


FLETCHER item for the 


‘do-it-yourself’ market. 





A COMPLETE REGLAZING KIT 


Here is the handiest kit of tools ever assem- 
bled to enable anyone to reglaze window sash. 
An instruction booklet explains in simple steps 
how a professional reglazing job can be easily 
accomplished with the following tools contained 
in the kit. 


@ ELECTRIC PUTTY SOFTENER 
@ DIAMOND CLIPPER PT. PUSHER 
@ GOLD TIP GLASS CUTTER 

@ PUTTY KNIFE 

@ | LB. GLAZING COMPOUND 

@ WINDOW PAINT SCRAPER 


THE DIAMOND CLIPPER, for instance, 


is one of the above 
mentioned tools. 


This very popular tool in- 
troduced this year is ringing up 
sales in every section of the country. 
It is the only tool of its kind sold 

at a price the home owner will pay. 


It neatly and quickly drives DIAMOND points into 
any window sash and can also be used for framing 
pictures and mirrors, Any tool that will do a better 
job easier will always be a popular seller . . . 
especially so when the price is low. 


EVERY PRODUCT 


SOLD UNDER THIS TRADE MARK 
ASSURES YOU GUARANTEED SATISFACTION 


REG. v. 6 PAT. OFF. 


LIKE THE GUARANTEE AND ASSURANCE 
YOU'VE ALWAYS RECEIVED WHEN BUYING DEPENDABLE 


GLASS CUTTERS 


LY 


SEE OUR COMPLETE DISPLAY IN BOOTH 55 NAT. HDWE. SHOW 








{ASK YOUR JOBBER TO SHOW YOU ALL THESE ITEMS) 


THE FLETCHER-TERRY COMPANY 


842 SOUTH STREET od FORESTVILLE, CONN. 





daily radio program. Thus the ad- 
vertiser gets a double shot at pub- 
licizing his wants. 

A point that is highly important 
in making the service pay directly 
in heavier store traffic as well as 
in good will is a strict rule that 
all listings for the Trading Post 
must be brought to the store in per- 
son by an adult. 

This is extremely important, 
Keesecker _ stresses. Otherwise 
many persons using the service, 
especially women, would telephone 
in their listings and thus would not 
come to the store and expose them- 
selves to displayed merchandise. 

The board has an area sufficient 
to carry about 100 cards, and it 
generally is full. 

The daily radio program comes 
on for 15 minutes at 12:15 p.m. 

It consists of local news, a little 
chit-chat by the announcer, spot 
announcements of current mer- 
chandise in the store, and a reading 
of an average of 10 items from the 
Trading Post each day. The com- 
pany also uses the program to fea- 
ture its own used appliances, and 
as an example of the program's 
pulling power, it sold six second- 
hand refrigerators in five days by 
advertising them solely on the 
radio program in brief spots. 

“The effectiveness of the radio 
end of the Trading Post program 
depends greatly upon the ability 
and versatility of the announcer,” 
Keesecker stresses. “It is one thing 
merely to read the copy from the 
Trading Post entries, something 
else to highlight them with casual! 
comment to make them interest- 
ing.” 

He explained that for the first 
year the same announcer handled 
the program and it built up quick- 
ly. Then he left the station and an- 
other announcer took over the pro- 
gram. Results began to drop at 
once. The program pulled only a- 
bout half its former power — un- 
til the first staff man returned to 
the station after an absence of six 
months, took over the program a- 
gain and it almost immediately 
jumped back to and beyond its 
former popularity. 

“Such a program can sparkle, 
or it can just take up time monot- 
onously,” Keesecker says, “and 
obviously it is important to have 
the right announcer handle such 
a detail.” 

A second important point in con- 
nection with the Trading Post pro- 
gram is that the announcer never 
reads the name and address of the 
person advertising. This is vital to 
the complete success of such a serv- 
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V) Check List of 
ACCO Popular AMERICAN Chains for 
Your‘Do-It-Yourself’’ Customers... 


e@ The “Do-It-Yourself”’ idea can no longer be shrugged off as a fad or a 
passing fancy. It has gathered such momentum that it has become a national 
habit—a good habit that today is shared by your own customers. 


AMERICAN CHAIN helps you to cash in on this wholesome habit by offering 

; .. a wide assortment of chains for countless ‘‘Do-Jt- Yourself” uses. Perhaps no 
’ other kind of goods you sell has so many 
“wses in and around the home as your 
AMERICAN CHAIN line. You will find it 
profitable to stock and display promi- 
nently a complete assortment of 
AMERICAN CHAIN items all year round. 
For prompt service, order from your 

AMERICAN CHAIN wholesaler. 


Sell AMERICAN Chains for: 


C) Garage doors CD Furnace regulating 
C) Pipe hanging C) Fire escapes 

C) Porch swings [) Ornamental uses 
[] Playground equipment _[[] Furniture braces 


C) Lawn borders [) ...also snaps — 
swivels— 


C) Gymnasium equipment sabuie Hite 


[) Deg runners 


ACCO Chain Sales-Maker 


Your customers will buy chain when they can see it and 
feel it on your ACCO CHAIN SALES-MAKER. Pictured at right 
is Assortment No. 38, our most popular one, containing — 


175 ft. 2/0 Tenso Chain, Bright Zinc Plated 

125 ft. 3/0 Lock Link Chain, Bright Zinc Plated 
200 ft. 3 Tenso Chain, Bright Zinc Plated 

75 ft. 2/0 Twist Machine Chain, Bright Zinc Plated Rik ee, 

100 ft. 35 Sash Chain, Bright Zinc Plated 3 i Q * PALS p> é 
200 ft. 1/0 Brass Safety Chain, Bright Finish miss a bs & 
200 ft. 16 Double Steel Jack Chain, Bright Zinc Plated 4 ~ 


ACCO’s New Packaging == Y 
Makes Selling Easier 


The newly designed acco 
packages, in attractive blue and 
gold, make it easy for customers 
and salespeople to locate any 


packaged chain item in seconds. : ’ agg 
Display these colorful packages on Acco American Chain Division 
A 


your shelves and counters for your 
“Do-It-Yourself”” customers’ con- \ AMERICAN CHAIN & CABLE Better 


venience. 





York, Pa., Atlanta, Boston, Chicago, Denver, Detroit, Value 
Houston, Los Angeles, New York, Philadelphia, Pittsburgh, 
Portland, Ore., San Francisco, Bridgeport, Conn. ee 


c Order from your nearby 
AMERICAN CHAIN wholesaler 
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ice, Keesecker stresses. 

The announcer explains that any 
person interested in the items ad- 
vertised may obtain the names, 
addresses and telephone numbers 
of the advertisers by consulting 
the Trading Post listings at the 
store. 

To make the requirement stick, 
it is explained also that this infor- 
mation cannot be given out by the 
store over the telephone. 

Thus by the enforcement of 
these rules, the advertiser must 
come to the store to list her items 
for sale or trade, and the prospec- 
tive buyer or trader must come to 
the store and walk the full 
length of the merchandise aisles — 
to learn who is advertising the 
item or items in which she is in- 
terested. 

No customer-advertiser may list 
more than three items at a time on 
the board, and only one of the 
three items may be read over the 
radio program in one day. That 
is an obvious rule to prevent a 
few persons from “hogging” the 
services. 

A listing remains on the board 
about two weeks, when it must be 
removed to make space for others 

- if the want advertised kas not 


been satisfied in the meantime. Af- 
ter a reasonable “cooling-off” 
period (about two weeks) the cus- 
tomer may re-list her items again 
on the board. 

The radio announcer’ urges 
listeners who use the board to 
notify the company when an item 
has been bought, exchanged or 
sold, so that the listing may be re- 
moved from the board to make 
space for new items, and most 
users of the service comply with 
the request. In the store, also, the 
salesman or whoever handles the 
listing, requests the user to notify 
the company promptly when he 
has sold the advertised item — or 
swapped the merchandise he wants 
to trade. 

Although the company usually 
has used major appliances for sale, 
it does not exclude these from the 
board, so long as the listings come 
from housewives and not from 
backyard second-hand appliance 
traders. 

Only once in the two years the 
program has been running has it 
been necessary to eliminate sur- 
reptitious listings slipped in by 
others than bonafide householders, 
and this offender has not tried to 
capitalize on the service since. 


Keesecker declares that the pro- 
gram has increased the traffic of 
women in the store to a consider- 
able extent. Since the Trading Post 
handles from four or five to as 
many as 20 new listings a day, that 
means that many women come in- 
to the store during the day and 
eventually more than that many 
women or men come in to learn the 
identity of the advertisers. 

Also, additional people come to 
the store mainly to check the list- 
ings on the Trading Post board, 
independently of those attracted 
directly by the radio program, 
Keesecker explains. 


. 


Efficient Service Shop 
Stimulates Overall Sales 


(Continued from page 48) 


system is hooked onto the service 
truck, and the shop’s services an- 
nounced through the streets of the 
town. 

“‘We have found our loudspeaker 
system useful at Christmas time 
when holiday carols are played 
and interspersed with announce 
ments of toy specials, service shop, 
etc. We allow schools, churches 





Measure height of 
room, cut in strips of 


EVERYONE OF YOUR CUSTOMERS CAN PUT UP 


After matching the pot- 
tern by morginal guides, 
trim selvedge on one 


Give eoch strip « gen 
erovs coot of standard 
wall poper paste. 


Match pottern on wall, 
lepping trimmed side 
over morgin. . 


THE ORIGINAL 





‘*DO-IT-YOURSELF’’ 


® WALLCOVERING 


APER 


5 guitdInc F 


pEcORATE x LOWEST IN PRICE 
x EASIEST TO PUT UP 


X> PROTECTS AND BEAUTIFIES 


Smooth flat with wal! 
poper brush or cloth 
(Can olso be applied by 
tacking with WALLRITE 
MATCHTAKS if desired.) 
mmm 

1893! 


Paper and Paper Products Since 


Fleming & Sons, Inc. 


ih 21, 


DISPLAY OouT 


SEEN and SOLD 


P.O. Box 1291 Texas 


1 
‘ 
i 
1 FRONT WHERE IT CAN BE 
1 
L 
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T TAKES three things. Proper quality material to start 

with . . . superbly equipped plant . . . and long-time 
experienced men to make the machines produce strong, 
well formed fasteners, by the millions .. . each one same 
as the next. 

That describes what’s back of every RB&W fastener 
And that’s why all your customers for RB&W machine 
bolts, carriage bolts, stove bolts, and lag bolts stay satisfied 
customers. 


WHAT THE RB&W DISTRIBUTOR OFFERS YOU 


The most complete line in the field 
Top quality throughout the line 
Complete reliability of supply and product 


Fast, accurate and friendly service ’ 
The original upside-down package — extra strong & 
for no-spill, quick, easy handling 


Next time you order, make sure to make it the RBaW line. ars aea 


Russell, Burdsall & Ward Bolt and Nut Company, Port 
Chester, N. ¥. 


Plants at: Port Chester, N. ¥; Corapolis, Pa. 


DISTRIBUTORS FROM COAST TO COAST Rock Falls, lll.; Los Angeles, Californie 


SOUTHERN HARDWARE for SEPTEMBER, 1956 For more information use Handy Return Card, Page 94 





civic clubs, etc., to use it without 
charge which creates goodwill for 
the store. 

“We use it no more than two or 
three days at a time because it 
would lose its effectiveness if it 
were blaring throughout the year. 
Moreover, it might become a pub- 
lic nuisance,” Spring explained. 

Gaithersburg Paint and Hard- 
ware Co. also places announce- 
ments of the service shop on the 
bulletin boards of the town’s 
drugstores and grocery stores. 

A display of television sets 
placed near the entrance of the 
store inspires a customer to talk 
about his own television set, radio 
record player, antenna or other 
equipment he may have, though he 
came in originally as a hardware 
customer. Encouraging a customer 
to discuss his problems with the 
salesman often leads to his giving 
the store’s repair service a trial. 
And often it leads to the sale of a 
new radio or TV set. Customers 
learn too of the store’s antenna in- 
stallation service. 

Using a part-time helper when 
service volume warrants, the shop 
technician also has trained the 
store salesman to do minor repairs 
When the salesman has a little 


spare time, he can install antennas 
in a car, replace tubes, etc. He also 
serves the customer from the com- 
plete line of radio batteries carried 
by the store. 

“A repair shop is a fine invest- 
ment for a hardware store from 
many standpoints. Give a customer 
competent service ut fair prices, 
and you have won his confidence 
right down the line. While he waits 
for a repair job, he and his family 
browse about the store, and the re- 
sults shows up in every depart- 
ment. Toys, sporting goods, tools, 
and household items show sales 
that would not have been made if 
a service shop had not brought ir 
the traffic,’ Spring explained. 

“Your customer believes you 
stand behind your merchandise 
when your service shop offers 
quality workmanship.” 

Spring believes confidence is 
enhanced further when a store 
takes special care of the equipment 
it is storing for repair. For ex- 
ample, this store places plastic 
covers over a customer’s equip- 
ment when it is brought into the 
shop. As extra service they remove 
the glass on a TV set, wash it, dust 
inside, and if the wood cabinet has 
been scratched or marred, polish it 


with wax. 

“Our customers are more thar 
pleased with the appearance of 
their equipment when we return 
gg 

The shop technician, Eugene B. 
Gingell, continues to study and 
keep abreast of the newest de- 
velopments in short wave, hi fi and 
color TV to meet future public 
needs. Located in an area where 
many homes have three and four 
radios, frequently two TV sets in 
addition to a record player and 
sometimes a tape recorder, the 
shop sees a large and growing po- 
tential in repair work. 

Despite keen competition with 
appliance dealers, Spring still feels 
a service shop for a nardware deal- 
er is a profitable venture. 

“A hardware customer becomes 
a service customer, and a service 
customer becomes a radio and TV 
customer. Should less prosperous 
times come, a repair service will 
swell in volume and become the 
backbone of the store. Further- 
more, the store’s reputation for 
competent and dependable service 
brings customers back repeatedly. 
They regard you as a dependable 
dealer who stands back of every 
sale,” Spring stated. 
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BARBED WIRE BALE TIES 


Bethlehem Steel NAILS AND STAPLES STEEL FENCE POSTS 
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“Know Paint 
to Sell Paint" 


(Continued from page 49) 


more brilliant shades, Goldwater 
describes various finishes—oil or 
latex paint, flat, semi-gloss—and 
instructs the customer in possible 
combinations, as a _ semi-gloss 
woodwork and flat paint wall. 

“It is very important to know 
something about the chemical com- 
position of paint, the base type of 
paint the customer is to handle. 
Then you can tell him whether it is 
washable, whether a one-coat job is 
sufficient, or whether a satin finish 
or flat finish is more appropriate,” 
this dealer continued. ““A customer 
interested in a velvet finish has to 
be told that the real finish will ap- 
pear in from seven to 10 days.” 

Also, a dealer of paint has to 
know his product so well that he 
can point out whether it will dry 
rapidly, whether it will be odor- 
less for winter painting when the 
windows are closed or the ad- 
vantages of an oil or latex paint to 
the particular job planned. 

“Yet it is not enough to know 
color theory, how to combine the 
warm and cool tones for accent, 


what type base a paint has, and 
whether it is usable indoors during 
the winter. Nothing replaces actual 
and practical experience in paint- 
ing. By doing different types of 
jobs under different indoor and 
outdoor conditions, a person learns 
proper applications of paint 
through firsthand experience,” 
Goldwater added. 

To keep paint lines fully com- 
plete for the community’s needs, 
Abe’s Telegraph Road Hardware 
places weekly reorders with its 
supplier. Volume brings six turns 
of the complete stock a year, with 
no backstock on hand. 

Last year on two occasions 
sponsored by the community, Gold- 
water was asked to obtain a speak- 
er on paint and color in the home. 
The store’s paint supply company 
sent a representative at Gold- 
water’s request to deliver these 
talks in the customer’s home. Two 
paint demonstrations were held in 
the store. These were promoted by 
handbill covering a 34-mile area. 
Response from the community was 
excellent. 

A number of times Abe’s Tele- 
graph Road Hardware has shared 
with its supplier a promotion of 
paint on television. Some 5,000 


circulars on occasion have been 
distributed promoting paint along 
with the assorted hardware. 

“Paint sales also boost sales of 
accessories, such as, brushes, oil, 
turpentine, scraper blades and 
paint remover. Here, too, we make 
certain that the customer is given 
thorough instruction in the use of 
a specific tool for best results 
When we sell a customer a roller 
we show him how to prepare it for 
use, how to use it, how to clean it 
for future use,’ Goldwater con- 
tinued. 

“No dealer who wants to build a 
successful paint volume can afford 
to take a chance on a customer 
getting poor results. He cannot risk 
it. He knows that if a custome: 
gets good results with one room, 
he will try another. When you 
make a steady customer of him 
that is when your business grows 
and expands,” Goldwater advises 

e 


Hobbycraft Lines Can Be 
Profit Opportunity 


(Continued from page 51) 


chandise, naturally, is hobbycraft 
There are three principal divisions, 





SILLY BOY! HE 

WE'S GOING TO 
STRONG ENOUGH TO 
BREAK THROUGH THE 
BETULEWIEM FENCE ! 


CLOTHES AUTOMATIC 
LINE BALING WIRE 
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and within each of these are four 
classes. In every class of each divi- 
sion, three prizes are awarded— 
first, second and third—and a 
grand point prize goes to the con- 
testant who piles up the most 
awards in different classes. 

There is an advantage in having 
so Many prize-winning opportuni- 
ties, Mrs. Tell explains. if there 
were one prize, one child could 
win and those hopelessly out would 
lose interest. But with a multi- 
plicity of awards offered, each con- 
testant can envision himself a 
winner of at least a third place. 

The three principal divisions are 
by age groups. Within each, there 
are events for building solid model 
aircraft, flying model planes, mod- 
el boats and model cars. 

“After conclusion of the contest 
each year, we hold a big picnic in 
one of the parks. All who entered 
in any event or class are invited,” 
Bert Tell says. “This way, not only 
can entrants each feel he nas a 
chance at some prize, but all get 
something in the form of the picnic 
entertainment. We've had as many 
as 500 entrants in some of our 
summer contests.” 


Tell Hardware has operated this 
hobbycraft section for a decade. 
The store began with a few 10 and 
15 cent model kits ordered and 
stocked on a chance. From there, it 
“just grew,” Mrs. Tell says. 

“And we had to grow with it, 
for the hobbyists who follow these 
crafts know their business, but 
they need guidance and help. The 
retailer who sells hobbycraft has 
to be able to offer it. We subscribe 
to most of the magazines published 
for hobbyists, particularly in the 
model airplane field from which 
the bulk of our sales volume 
comes. When they’re read, these 
magazines are given away or lent 
to the customers—a distinct good- 
will builder.” 


Will Expand 


The Tells currenily are iaying 
plans to expand the physical size 
of their store and, in remodeling, 
make additional provision for cus- 
tomer parking. “We'll have to 
shuffle departments some, but 
there’s one thing of which we're 
certain,” Bert Tell says. “The hob- 
bycraft department will get con- 
siderable space and a favored loca- 


tion, It produces volume, profits- 
and new customers.” 


ad 





DEALER FORUM 








(Continued from page 8) 


receive the same bonus as the older 
men. 

Pretty much the same system is 
followed where the department 
quota and bonus is used. 

We may set a quota of $45,000 
for the hardware department. If 
the sales force meets that quota 
they get the % and %4% bonus, 
depending upon their length of 
service with the store. 

A quota of, say, $30,000 may be 
set for the month for the paint de- 
partment, etc. I need not say that, 
if the quota is not met or exceeded, 
no bonus is paid. 

How the individual sale bonus 
works can be illustrated in the 
close-of-the-season lawn mower 
sale which is now being conducted 





FILTER PLUS WATER TRAP PLUS 3 VALVES IN ONE! 


UNIFILTER “75” 


3-TANK HOOK-UPS with SPACE HEATERS 


UNIFILTER “75” does the job of a fuel oil filter, water trap and 
three separate oil control valves in one! It connects 1, 2 or 3 storage 
tanks in one hook-up. Fuel can be drawn from any one tank at a time 
simply by turning a valve handle in the top of the filter! 

UNIFILTER “75” is specially designed for low cost protection of space 
heaters. A built-in water trap removes all moisture as oil is filtered. 
Threaded inlets and outlet save the time and cost of installing 
separate valves and fittings for each tank. Washable metal cartridge 


reduces service to a minimum. 


Self-venting design of the “75” eliminates air locks and oil stoppages 
and assures uniformly filtered, hotter-burning fuel oil. 


SPECIAL GRAVITY OR PRESSURE TYPE MODELS 


MODEL 77 | 
Wool hy 
— le 


UNIFILTER COMPANY 


2984 WweSsT 
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MODEL 99 


Wool 
Cartridge 
large 


FARMINGTON 


@ 4-Way Control Valve 

@ Self-Venting Design 

@ 4 Threaded Pipe Openings 
@ Washable Metal Cartridge 
@ Large Water Trap 
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KING HARDWARE'S DEALERS 
HAVE CUSTOMERS WHO 


WHISTLE WHILE ee 
THEY WORK 
with famous & A — 
MASTERCUT \— 2,77) 
MOWERS! 


..and no wonder! 

There's a fine Mastercut 
Mower to do every homeowners 
lawn cutting job... trouble- 
free and at a price yy 
his family budget 


can survive. 


Book Your Orders NOW for this 


fine line of Power Mowers! 


ne Let your King Hardware Salesman 
F 0 


KING HARDWARE COMPANY 


490 MARIETTA STREET 
ATLANTA, GA. 
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' new 
UPER WIPE-O 
4 sellout 


Terrific new advertising campaign sparks 
Super Wipe-On sales throughout the country! 


Pour @ new surface on your floor 














» 

That's the new 

Super Wipe- 

| On story that 

millions of 

housewives 

from coast to 

coast see when they pick up their daily 
newspapers. 


Brings them into the store in droves 


Because . . . only with the new improved 





for 


Over 
jd Wears... 


SOUTHERN HARDWARE has 
been a dependable guide to the 
wholesaler and retail hardware 
trade throughout the South. 

Up-to-date information on all 
phases of the hardware business 
is found every month in its pages. 


The magazine has been built on a 


$how and $ELL 


B-65 — 8 piece 
Ball Pein Hammer Assortment. 


HAMMERS 
by VLCHEK 


Now Availab/e 
in Assortments 


Super Wipe-On is it possible to pour a 
new surface on all floors— wood, lino- 
leum and asphalt tile. Colorless, plastic covers: 
Wipe-On is the only easy-to-use floor 
finish on the market—just pour it and 
spread it! 


Wipe-On levels itself 


Imagine a floor finish that 
doesn't need brushing in or 
out—spreads with its own 
applicator or with any lint- 
free cloth . . . finds its own 
level . . . never builds up 
messy globs or pulls away 
to leave bare spots. 
Actually repairs nicks, dents 
and scratches in wood 
floors without prior sanding! 


program of service to readers that 


WINDOW DISPLAY 
COUNTER DISPLAY 
STORE MODERNIZATION 
CUSTOMER RELATIONS 
SALES PROMOTION and 
ADVERTISING 
INVENTORY CONTROL 
EMPLOYEE RELATIONS 
SERVICE DEPARTMENTS 
CREDIT CONTROL 





Outlasts other floor finishes and all waxes 


Wipe-On leaves wood, linoleum and 


ACCOUNTING 
asphalt tile floors with a gleamin 
aaa finish that dd eaiiten, PROCEDURES 
scratching, alcohol, hot grease spatter @ ASSOCIATION ACTIVITIES 


—even boiling water never penetrates 
a Wipe-On coating. 


Ends weekly scrubbing and waxing 


That's the big story behind the Wipe- 
On sales surge. Wipe-On really seals 
out dirt—a damp or dry mop ond 
floors (yes, even bespattered kitchen 
linoleum) come sparkling clean. House- 
wives love it... 





Plus, local news about friendly 
people and their activities in the 
Southern hardware trade . . . a 
feature that no other magazine 
has developed so fully. Each of 








these subjects is given special at- 
tention in its relation to the spe- 
cial needs and problems of South- 


Permits touching up 


And ... that's the end of the story. New, 
improved Super Wipe-On is the only 
floor finish that con be used to touch 
up worn “heavy traffic” areas instead 
of refinishing an entire floor. 


ern hardware men. 


SOUTHERN HARDWARE 


806 Peachtree St., N. E. 
Atlanta 5, Georgia 


LIBERAL ADVERTISING ALLOWANCE, 
FREE MATS, COUNTER CARDS, 
WINDOW STREAMERS, CONSUMER 
CIRCULARS— ALL YOURS FOR 
THE ASKING WHEN YOU WRITE TO: 


VLCHEK TOOL co. 


3001 East 87th Street 
Cleveland 4, Ohio 





EMBREE MANUFACTURING CO. 


\_—a1izaserx 4, NEW jersty ~—/ 
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Home owners and me- 
chanics will really go for 
this new double edge 


flexible blade. 


7 


This is something really 
NEW for Hand Hack Saw 
Blades. One 12 inch dou- 
ble edge blade that han- 
dies all thicknesses of 
metal cutting. 18 teeth 
on one edge for general 
heavy cutting . . . bolts, pipe and rod; 24 teeth on the 
other edge for cutting thin sections . . . sheet metal, light 
tubing, thin wall conduit, etc. HEAVY cutting and LIGHT 
cutting all on one blade. 
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And these new double edge blades are individually 
carded and packaged in a real SELL display. This will 
give you impulse sales on what is often an accommoda- 


tion item. 


50 carded blades to the display. Ask your jobber for 
this really NEW Hack Saw Blade. 


G. W. GRIFFIN CO. - FRANKLIN, NEW HAMPSHIRE 
Soles Representatives: John H. Graham & Co iInc., 105 Duane Street, New York 8, N. Y. 


| 


FRANKLIN, 
NEW HAMPSHIRE, 
F U. s. A. 
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“CHOICE for Quality the World Over 
“=e for 70 Years” 


SMITH 
RITES!IZE Sprayer 
‘*Th> ladies’ 


weight 


choice.’ 
Operates easily. 5 ft 


SMITH 
JIM DANDY 
Cart Sprayer 


‘*‘King of all spray- 
ers."’ Easy to wheel 
Easy to operate. Large 
rubber tire wheels have 
roller bearings, 12 ft 
oi proof hose, 5 gal 
tank Pressure gauge 
Adjustable nozzle for 
long distance or fine 
spray trees or gar 
dens 


Light 


oil proof hose enables user to 


set sprayer on 
cover wide area 
nozzle. Unsurpassed 


SMITH 
STREAMLINED BLIZZARD Sprayer 


World's best con- 
tinuous s prayer. 
Solid copper tank 
Pump barrel is 
strong, seamless 
brass. Pt. Qt. High 


ly popular. Nothing 


else like it. 


SMITH 


ground and 
Adjustable 


Evergreen Hose Sprayers 


35" 


Designed to give best 
mixed materials bal 


Mixer meters correct 
opening. Garden Hose 
lons; Lawn Hose Spr 
Very popular. 


SMITH 


anced 
greater and faster coverage 


ayer sprays 20 


possible job of properly 
distribution and 
Nylon Automatix 
portions Non-clogging 
Sprayer sprays 6 gal 
gal ons 


E-Z 5 Gal. Knapsack Sprayer 


F nest 
sack sprayer 
made. Pump 
lever develops 
high pressure 
easily. For ev 
ery apraving 


need 


knap- 





Many Other 
Styles and Sizes 





PRICES ALLOW ATTRACTIVE MARK-UP 


D. B. SMITH & CO. 
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at our stores. 

First, we determine what we 
must sell those lawn mowers for to 
get our money back for reinvest- 
ment. Then we add the amount of 
the bonus we think will prove as 
the best stimulant to salesmen. In 
this instance, it is 5%. 

Then we_ special-price the 
lawn mowers — and the salesmen 
make 5% extra on each mower 
that they sell. 

This can be used effectively 
only on larger items—not on the 
many small items that are self- 
purchased by customers. That is 
why we have two or three types of 
bonuses for our sales force. 

Now, as often happens, a sales- 
man will work hard to build up a 
sale. But he will not be “on the 
floor’ when the customer actually 
comes in to buy—or he will be 
busy with another customer. In 
such instances, the question is: 
Who should get bonus credit for 
the sale? 

Our rule is: The man who closed 
the sale. 

By the law of averages, he will 
close the next sale built up by the 
other salesman, so it really works 
out fairly all around for the sales 
force. If the two salesmen get to- 
gether and ask me to split the 
bonus between them, I will do so. 

But what if they wrangle over 
who is to get the bonus? Then 
neither one will receive any. And 
the two salesmen who wrangle 
may find themselves out of a job. 


Key to Success 


For the key to a successful store 
is a satisfied and cooperative sales 
force, and if salesmen cannot get 
along together and iron out bonus 
differences between them in an 
equitable manner, I do not want 
them in any store of mine. 

What of higher priced merchan 
dise? 

A 5% commission on a $500 boat 
is a nice sum of extra money— 
and it is a pretty good rule to fol- 
low on most larger items. 

On an air conditioner, on which 
the salesman might have to visit 
the home, measure the rooms, esti- 
mate on the size of the machine. 
spend a lot of time after hours and 
perhaps even demonstrate the ma- 
chine, the bonus should be larger. 

The dealer must use his own 
judgment on how fast he wants the 
items to move and how much extra 
sales work will be involved. 

At any rate, through trial and 
error, we have evolved a system of 


bonuses for salesmen that keeps 
them interested, provides some 
nice “extra money” for them and 
keeps selling at a top notch point 
in our stores. 

What type of bonus one should 
use depends upon the extent to 
which self-service has been intro- 
duced in the particular store. 

As for clearing items—-deter- 
mining the sales price and adding 
in the bonus to get the retail price 
does not affect the sale of the item 
and proves an effective stimulant 
to the sales force that clears such 
items in a hurry. 

I don’t see why more hardware 
stores do not employ the bonus as 
a sales stimulant. 

It will work fine—if given a 
chance. 

~ 


Belknap Offers Seasonal 
Consumer Booklets 


A 1956 CHRISTMAS Toy Booklet 
and a 1956 Fall Festival Circular, 
both for consumers, are announced 
by Belknap Hardware and Manu- 
facturing Co., Louisville, Ky. 

The toy booklet consists of 32 
pages, printed in full color, grav- 
ure process, on heavy slick enam- 
eled paper. It contains 180 toys 
starting at $1.00 in price and com- 
prising a balanced selection for 
boys and girls of all ages. 

The fall circular is an eight- 
page tabloid, printed on heavy 
slick enameled paper, gravure 
process. It features 117 items, most 
of which are specially priced — 
with dealer profit margins pro- 
tected, the company points out. 

Both the circular and the book- 
let are Belknap exclusives, having 
been composed, developed and 
published by the organization’s 
own personnel. 

. 


Big Market for 
Roller Skates 


Over 60 percent of the nation’s 
children in the five to nine age 
group will own a pair of roller 
skates this year, according to the 
Toy Manufacturers of the U.S.A., 
Inc. 

The woman of the house, realiz- 
ing the value to children of exer- 
cise and balance, is the major pur- 
chaser of roller skates, accounting 
for more than 50 percent of the 
purchases. Father buys about 25 
percent of the roller skates each 
year, while the rest are bought as 
gifts by relatives or by the chil- 
dren themselves. 


SOUTHERN HARDWARE for SEPTEMBER, 1956 





estwing Unbreakable tools 


Gift Boxed for Christmas Sales! 











Estwing ONE-PIECE Hammers 


Outstanding gift for those who appreciate fine tools 
. Forged in one piece of fine tool steel. Head can’t fly off. 


. Handle can't loosen or splinter. 
. Cushioned leather grip most comfortable and dura- 


ble in all climates. 


. Mirror finish for greatest eye appeal. 
Consumer Price 


E12C 12 oz. Curved Claw $4.65 
E16C 16 oz. Curved Claw $4.75 
E16S 16 oz. Straight Claw $4.75 





Estwing SPORTSMAN’S Axe 


Acclaimed the best by outdoorsmen everywhere 
. Same exclusive construction as Estwing One-Piece 
Hammers. 
. Head can't loosen or come off. 
. Thin, easy-cutting, perfectly-tempered blade. 
. Cushion leather grip can't loosen or come off. 
Durable in all climates. 


Guaranteed to give Greatest Valve and Satisfaction 
Consumer Price 


E24A Axe complete with Sheath $5.85 





New 


Estwing TUBULAR Hammers 


Top tubular hammer value on the market 
i. Forged head of fine tool steel fused to Airframe 
steel tube. Guaranteed Unbreakable. 
. Cushion grip will not loosen or stretch. Not affected by 
gasoline, sweat, or oil. 
. Full mirror polish for greatest eye appeal. 


Over 30 years experience building Unbreakable Hammers stands behind this New Tool 
Consumer Price 


16 CT 16 oz. Curved Claw $4.25 
16 ST 16 oz. Straight Claw $4.25 


Ziti ESTWING MFG. CO., ROCKFORD, ILL. 


TOOLS 


c 


VS ON REVERS 


NEV 





Estwing...the ACTION LINE 
gives you bigger-than-ever promotional punch 


BIG SPACE ADVERTISEMENTS 


in leading publications 


September, October, November, December ty OITA 


RAGIN a2} = 
PLASTERER: 





Total Circulation Each Month 


3,819,700 


Readers that are really ready 
to give or receive men’s gifts 





ee FildStzeam Be 


Estwing Unbreakable tools will be advertised 
regularly in 13 magazines . . . chosen pues life e' SP - 

because of their proven ability to sell tools. ~é RTS 
They will direct attention to hardware “ae xT eo 


stores as the place to buy these attractive 


Christmas gifts for men. 





CASH IN... 


Place your order now! 


ESTWING MFG. CO., ROCKFORD, ILL. 








DEALER SALES AIDS 


For more information on these sales aids 
= use the free post card at bottom of page 


Housewares Promotion 


A Christmas merchandising plan 
called “The Santa Claus Club” is 
sponsored by Landers, Frary & 
Clark, New Britain, Conn. It fea- 
tures a national] consumer and deal- 
er contest with 901 prizes offered. 
The consumer writes in 20 words or 
less what he considers the most ap- 
propriate Universal electric house- 
wares for Christmas gifts. Every 
dealer receives a duplicate prize 


whenever one of his customers wins. 

Participating dealers receive the 
use of the exclusive and copyrighted 
“Santa Claus Club” name, a win- 
dow banner announcing the contest, 
a seven-color lithographed contest 
display that sets up a Santa Claus gift 
center within the store. 

Also, ready-to-mail “Santa Claus 
Club” brochures describing the con- 
test and a merchandising plan show- 
ing the store owner how to put each 
step of the plan into effect and how 
to time the program are offered. 

To participate, a dealer must pur- 
chase any $250 selection of Universal 
Electric Housewares. For more infor- 
mation— 

Circle No. D1 on coupon, pg. 94 


Chain Display Stand 


A built-in, long leverage. chain 
cutter as well as a handy measuring 
device. are features. on a new chain 
display stand announced by S. G. 
Taylor Chain Co. Inc., Hammond, 
Ind; 

The chain 


merchandiser holds 


ven reels in a choite of four as- 
sortments of sash, jack, victory pat- 
tern, safety, lock link, coil or ma- 
chine chain, It occupies Jess than 
two square feet of floor space; weighs 
32 pounds, and measures 54x 19 x 24 
inches deep. For more information— 

Circle No, D2 on coupon, pg, 94 


No Postage 


Postege 
, ‘ Stamp Necessary 
Will be Paid If Mailed 


by in the 
Addressee United States 


Handy Return Card 


@ Request More Information on 
Sales Aids 
New Products 
Catalogs & Bulletins 





BUSINESS REPLY CARD 


FIRST CLASS PERMIT NO; 582, SEC. 34.9, P. L. & R., ATLANTA, GA. 











NO POSTAGE NECESSARY 


SOUTHERN HARDWARE 
806 Peachtree St., N. E. 
Atlanta 8, Ga. 


Please be sure to fill in your Firm's 

Name and your position on the Cou- 

This service cannot be extended 

A rx unless this information is 
! 





Portable Tools Promotion 


A display rack containing 25 copies 
of each of six Famous Designer do- 
it-yourself furniture plans is avail- 
able to Cummins dealers as part of 
a special promotion of Cummins port- 
able power tools. The John Oster 
Manufacturing Co., Milwaukee, Wis., 


announces that the promotion will be 
backed up with other dealer aids in- 
cluding window banners, displays, 
blowups of the ads appearing in na- 
tional magazines, etc. 

The purchase of a small stock of 
Cummins tools entitles dealers to par- 
ticipate in the promotion, which 
yields a profit margin of almost 46 
percent to dealers, according to the 
company, For more information— 

Circle No. D3 on coupon below 


Lustro-Ware Sales Bin 


Designed to enable stores to fea- 
ture Lustro-Ware at advantageous 
sales spots, a portable wrought iron 


sales bin is being introduced as a 
bonus merchandising offer by Co- 
lumbus Plastic Products, Inc., Co- 
lumbus 23, Ohio. 

The sales package includes three 
dozen 52-oz. Lustro-ware decanters. 
Made of unbreakable polyethylene, 
the decanters have covers which will 
not shake loose and pouring spouts 
have leak-proof covers. They are 
labeled in color and pre-priced to 
sell for 98 cents. The bin is made of 
heavy gauge steel, folds flat and can 
be assembled swiftly. It measures 22” 
x 18%” x 34” high. For more infor- 
mation— 

Circle No. D4 on coupon below 


Tank Ball and Guide Unit 


A new single unit display carton 
for the re-designed “Alert” Tank Ball 
and Guide is announced by Ardmore 
Products Co., Conshohocken, Pa. The 
box is of the “pop-up” variety and 
should require very little shelf or 
counter space. 





Please send me these catalogs and bulletins: 


The new “Alert” packaged in the 
red, white and blue single unit car- 
ton, is said to be a more practical 
and compact unit made of high im- 


pact polystyrene. The redesigned 
units and boxes will be packed, as 
before, one dozen to a carton and six 
dozen to a shipper. For more informa- 
tion— 

Circle No. D5 on coupon below 


Power Tool Display 


An all-purpose display board to 
mount its entire power tool line is 
announced by Wen Products, Inc., 
Chicago. The board will accommo- 
date any one of the three sizes of 
Wen soldering guns, any one of the 
three Wen model sanders, in addition 
to one drill and one saw. 

The board has tripod wooden legs 
for floor display, an easel for counter 
display, and also can be hung on the 
wall. Five colors are used on the 
board — red, white, blue, black and 
yellow. A rack on the display accom- 
modates 48 stuffers showing a com- 
plete description of each Wen con- 
sumer product. 


198 202 206 210 214 218 222 226 230 
199 203 207 211 215 219 223 227 231 
200 204 208 212 216 220 224 228 232 
201 205 209 213 217 221 225 229 233 


Please send me more information on these sales aids: 


Di Dé Dit Dié D2i D26 D3i D36 Dei D46 DSI 
02 D7 Di2 Di7 D022 D27 O32 D037 D42 D447 DS2 
D3 Ds Dis Dis 023 D28 D33 D038 D43 D4s D053 
D4 = sé DIi4 DI? D024 D29 D034 DIP D4 DAP = (DS54 
D5 DIO DIS D20 D025 D30 D035 D40 D45 DSO D55 


Please send me more information on these new products: 
292 293 294 295 296 297 298 299 300 301 302 


Please send more information on advertisements (give Company Name): 


Wholesalers are offered the $7.50 
Display Board free with an assort- 
ment of 10 Wen products — three 
soldering guns, three power saws, 

(Continued on page 96) 











IT's NEW! ...@ profit maker! gxtra Christmas profit 2) 


THREADLESS 
CLAMP FIXTURE 


Newly conceived—designed so that the ends of 
the pipe do not require threads.* Combined with 
B&C quality and low price, you have an unbeat- 
able selling package. 


A Must for Every Shop! 
Hardened steel set screw holds head firmly . . . easily 
loosened or tightened. 


Sliding jaw is easily moved to any position .. . 


always under tension. 


All metal . . . finished in blue enamel with nickel 


plated main screw 


A 


1OURELO RT" 


BUOYANT CUSHIONS AND VESTS 


Style-Crofters leads the way to extra Christmas 

profits. Aqua-Float®, America's most wanted buoy- 

ant cushions and life vests, in colorful slip-over holiday 

packages... special Christmas display material... 
prepared advertising mats and radio spot announce- 

No. 12 fits %” pipe design like illustration A. wap o> ‘ 

No. 14 fits %4” pipe design like illustration A. 7 wide Chi 

No. 15 fits 34” pipe design like illustration 

but has vise type handle. 
No. 16 fits %” pipe design like illustration 
*Pat. Pend 


SEE YOUR JOBBER OR WRITE 


Manufacturers of Clamps—Vises—Hand 
Tools for production, maintenance, 


and service since 1925. STYLE-CRAFTERS, INC. 
BOX 3277. STA. A, GREENVILLE. S.C 





THE BRINK « COTTON merc co 


43 Poland Street - Bridgeport 5, Conn. 
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three %-inch drills, and one heavy- 
duty sander kit — for a total cost of 
$114.79. Each deal weighs 50 pounds. 
Full freight is allowed on each four 
deals. For more information— 
Circle No, D6 on coupon, pg. 94 


Vacuum Bottle Display 


A self-selling display for its new 
Universal “Pour Easy” Vacuum bot- 
tles has been introduced by Landers, 
Frary & Clark, New Britain, Conn. 
The display holds four pint bottles, 
two quarts, and a workman’s lunch 


increase sales with 


Economical 
Proven in use 
High Flash Point 
Slow Drying 
Long Leveling 
Pleasant Odor 


Fast Turnover 
kit. Total dealer cost for the prod- 
ucts is $21.36 with a retail value of 
$33.50, a 36% profit. There is no ad- 
ditional charge for the display. For 
more information— 

Circle No, D7 on coupon, pg. 94 


Greater Markup 





& wiGH 
TURPENTINE & ROSIN FACTORS, INC. 


SAVANNAH, GEORGIA 




















PRINTED HELPS 


and other sales aids for 1956 





Rugged Robert 

Melnor Metal Products Co., Inc., 
10-40 45th Ave., Long Island City 1, 
N. Y., offers a cooperative advertising 
plan to eligible dealers whereby 
Melnor pays 50 percent of the actual 
space cost of the dealer. The cost, 
however; cannot exceed $20 for each 
advertisement placed. The space cost 
is paid directly to the dealer, The 
limit is six advertisements per dealer 
in any one calendar year, The com- 
pany also will provide mats for the 
ads. For more information— 

Circle No. D8 on coupon, pg. 94 


Quality Means 
Extra Profit... 
for YOU! 


Made with quality materials throughout—tines of 
the finest carbon steel—the Rugged Robert Broom 
Rake always means more profit . . . for YOU! As 
the best-looking broom rake in America today, the 


Rugged Robert sells on sight! 

* Specially-patented cover plates and sockets lock 
all parts for life . rake will never come apart 
or lose shape. 

* Unconditionally guaranteed for 2 years . date 
of manufacture on every rake. 

* Expert workmanship upholds the high standard of 
Rugged Robert name . . . brings repeat orders 
everywhere every time! 


Wen Products, Inc., Chicago 31, IIl., 
makes available to dealers colorful, 
30” x 10” window streamers or wall 
signs — two featuring Wen Model 
#250 or #199 “Quick-Hot” Electron- 
ic Soldering Guns; others Model 
#202, #303 or #404 Electric Sander- 
Polishers. Two-color folders, 33%” x 


UGGED 6%”, which illustrate and describe 
— the above-mentioned products, and a 
OBER wide assortment of glossy photos, 


electros, mats, and prepared ads also 
SA SRE 


Wire Products Company 


2713 North 24th St., Birmingham, Ala. 


Member, American Hardware M ers 


are offered. For more information— 
Circle No, D9 on coupon, pg. 94 








(Continued on page 98) 
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RUGGED 


HOOKS 


to take the 
EXTRA STRAINS 
of Logging and 
Load-Binding, 
Industrial and 
Farm Use. 


Made in grab and 
round styles. (Three- 
eighths size clevis hooks 
and links approved for 
logging use, by the 


State of Oregon). 
UTES DOUBLE 
e 


CLEVIS LINKS 


Pins of links and hooks heat 
treated, easily removable with 
only pliers. Links available, 


“” §e- Brn “ 
14”, 56", g", 4”. 


GRUB HOES 


Drop forged from highest 
grade steel carefully heat 
treated for maximum 
strength and wear. 


SS 


RAILROAD PICKS 


Five weights, five to nine pounds. Rugged 
tools for long hard use. 


PTTN fe], |= mes. m8 .¢ 
HOME Sh06 Cr 


DULUTH, MINN. Est fe) te), femme). ii 








Designed for Heavy Loads 


REEVE chiresSell 


WALL STANDARDS ano BRACKETS 


Quick, simple, economical installation of open shelf display 
space. Shelves adjustable at one inch intervals, Standards 
and Brackets in a wide selection of sizes. 


=... : 
BRACKETS - m4 


#81 Heavy steel. Easily removable for ad- 
justability of shelves. Bracket hooks for 
maximum leverage. Holes for fastening 
wooden shelves to brackets or inserting 
rubber buttons for glass shelves. Left 
and right brackets available. 
Lengths: 8”, 12”, 16”, 20”. Angle brack- 
ets 8” and 12”. 

#41 Knife Edge Lengths: 4” to 20° 

#41A Angle. Lengths: 6” to 20° 


SHELF STANDARDS 


#44 Accommodates double wall brackets of Series 
steel. For surface or flush wall installation. Lengths: 24”, 36”, 
48”, 60°, 72”, 84”. 


SHELF STANDARDS 


#40 Same as above but designed for single bracket. 


BUILD YOUR OWN GONDOLAS 


with REEVE SHURE-SELL EQUIPMENT 


Hold more — Show more — Sell 
more, Save real money by doing 
your own assembly. Description 
and assembly instructions in big, 
illustrated catalog. 


GONDOLA STANDARDS 

#84 Standard. Lengths: 48", 54”. 
#80 Standard. Extra heavy. 
Lengths: 48", 54”, 60", 72”, 84”. 


FREE! BIG, DESCRIPTIVE CATALOG — 
Each type of display item from ticket 
holders to complete display units fully 
iiustrated and described in this new 
catalog. Full of valuable information on 
display assembly and modern store en- 
gineering. Send for it today. 


MANUFACTURERS & DISTRIBUTORS 


MAIN OFFICE & PLANT 


Rivera (Los Angeles County), Calif., OXford 2-3725 
ranch: 820 E. 12th St., Oakland, California, Timplebear 4.8944 
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The Wood Shovel and Tool Co., 
Piqua, Ohio, offers to dealers a bro- 
chure and a proof sheet on advertis- 
ing mats which are available free of 
charge. A self-mailer on the com- 
pany’s Jet-Lite line of shovels, spades 
and scoops can be used by the whole- 
saler and the dealer alike and is avail- 
able in any quantity upon request, A 
floor type shovel rack which provides 
a great degree of flexibility inasmuch 
as it can be moved from one part of 
PROHITABLE MARKET the store to another and which dis- 

plays six or more shovels, spades and 
scoops is made available at a small 
Believe it or not, more than 6 million horses and mules extra cost. For more information— 
need shoeing each year—and today their owners are look- Circle No. D10 on coupon, pg, 94 
ing to YOU to supply them. Horseshoes are a high-profit 
item...come packaged 10 - to the box—easy to store, 
shelve, and sell. Stir yourself: Write now to Dept. H-2 for = teen Be ony net eitaat dienes 
. y s witho arge 
name of distributor, free catalog and pricing information. $e cuntemnten fectuntant Matens! Leck- 
sets, Cabinet Hardware, Furniture 
YOUR CUSTOMER LOOKS FOR THIS TRADE MARK——> Trimmings, and Tutch Latch, En- 
lt signifies the velope yc i ne 
same products are also available, For 
WORLD'S LARGEST Locksets, a counter sign is offered 
MANUFACTURER OF without charge. The Select-a-pak 


HORSE AND MULE SHOES. merchandising plan introduced as a 
sales aid features screws, stove bolts, 
and hardware products packed in 
small compact boxes which have 
clear acetate sliding covers.. Counters 
and display boards which enable re- 
tailers to display a complete line of 
hardware in a small compact space 

MANUFACTURING co. for the Wood Screw and the Stove 
Joliet, Illinois Bolt assortments are given free. For 


more information— 
Circle No. Dll on coupon, pg. 94 


National Lock Co., Rockford, IIL, 





Atlas Asbestos Co., North Wales, 
Pa., wick manufacturers, furnish, 
through wholesalers, metal merchan- 
disers and cardboard counter dis- 
plays with the purchase of merchan- 
> . dise. Two displays are the metal 
BRINGS , merchandisers for Glaswik and 
WONDERFUL Flamemaster which not only keep 
NEW WAY ‘ . 100-foot rolls of these wick brands 
OF LIVING! clean, fresh, and easy to cut, but re- 

] mind customers to order wick, With 
the 5%’ rolls of Glaswik, Flame- 
master and Beswik, a counter display 
is furnished with every dozen in- 
dividual boxes of a size — the in- 
dividual boxes being packed one 
dozen to a counter display. For more 
information— 

Circle No. D12 on coupon, pg. 94 





RCY-10 $16.95 oe SE Sg er Ocean City Manufacturing Co., “A” 

ne 7 ee . bs and Somerset Street, Philadelphia 34, 

AF brazier with ou ; Reni geod ’ , Pa., is publishing a monthly news- 

4/ Sates offs dels letter for fishing tackle dealers. The 

7 ¢ [ ‘Smoky — publication is designed to give tackle 

: F dealers information so they can make 

more profit. For more information— 
Circle No, D13 on coupon, pg. 94 


McKinney Manufacturing Co., 
Pittsburgh 33, Pa., manufacturers of 
forged iron hardware, makes avail- 
able to dealers special window dis- 
plays promoting the company’s line of 
Va . products, Also offered are a number 

. uy : of colorful and informative envelope 
For full information send this CHATTANOOGA ROYAL COMPANY stuffers of interest to home-owners 
ad and your letterhead to CHATTANOOGA 6, TENNESSEE and prospective builders, and a 
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ANDROCK 


PACKAGED 
HARDWARE 











4 finishes ,Carded 





Screen Door 
Brace, 


Carded 
With screws 











On Wire loops 
Gate Hooks 15¢ 


Screw Eyes & Hooks 10¢ 


ANDROCK 
See us at the National Hardware Show 
Booth 1113, N. Y. City 
THE WASHBURN COMPANY 


Worcester, Mass ° Rockford, Iii. 
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booklet designed to help in the selec- 
tion of hardware for the home. Deal- 
ers may obtain also a wide range of 
advertising mats. Currently available 
is an assortment of carded hardware 
complete with display rack. For more 
information— 
Circle No, D14 on coupon, pg. 94 


Champion DeArment Tool Co., 
Meadville, Pa.. offers dealers a wide 
range of sales aids including imprint 
book matches, display boards and 
display rolls, newspaper mats, count- 
er signs, decals, envelope stuffers, and 
counter costs for sales personnel. 
Display boards offered include No. 26 
which is designed as a permanent dis- 
play. The 26 different pliers on this 
board are Securely fastened in place 
and are lacquered to make an attrac- 
tive, long-lasting display. The board 
is %4” plywood, measuring 24” x 30”. 
Display boards 57, 75-A and 87, of the 
same size, are dispensing boards con- 
taining selected assortments or the 
complete line of pliers which may be 
sold right from the boards. No charge 
is made for the boards when mer- 
chandise is purchased, boards re- 
maining company property. Small 
44%” pliers available in 5 different 
patterns are merchandised on 3-color 
display board and are also available 
in a velvet lined fitted case. Adver- 
tised as Channellocks “Little Champ” 
pliers. A counter promotion kit has 
been designed to contain 9 of the 
Heavy Duty Slip Joint pliers—four, 
6”; three 8”; and two, 10” patterns. 
Each plier is individually cartoned 
and all 9 pliers are packaged in a 
blue and white on silver foil carton 
For more information— 

Circle No. D15 on coupon, pg. 94 


O. F. Mossberg & Sons, Inc., P. O. 
Box 1302, New Haven 5, Conn., 
makes available to dealers a two-col- 
or window streamer promoting its 
line of guns, advertising mats, enve- 
lope stuffers, a sales manual, a color- 
ful counter card, gun rack, and Guide 
Book to Rifle Marksmanship. In ad- 
dition, the company offers dealers 
free electrotypes as well as radio and 
TV commercials. For more informa- 
tion— 

Circle No, D16 on coupon, pg, 94 


Bolens Products Division, Port 
Washington, Wisconsin, currently of- 
fers for dealer promotional use ma- 
terial for a colorful window display, 
a mobile display showing company’s 
complete line of outdoor power equip- 
ment, a three - color identification 
banner with hangers illustrating the 
four lines of power equipment and 
explanatory literature on al! prod- 
ucts. For more information— 

Circle No. D17 on coupon, pg. 94 


Plymouth Cordage Co., Plymouth, 
Mass., offers dealers a wide range of 
promotiona] literature, colorful point- 
of-sale displays, and several rope dis- 
pensers. Literature includes pam- 
phlets on use of rope on farms, on 
boats and in industry, Dispensers in- 





TURNBUCKLES 
Sel Senuice 


ASSORTMENT 
DISPLAYS 


make easy 
sales for 


TURNBUCKLE ASSORTMENT 


52 Turnbuckles in 10 fast selling sizes 
ond styles. Attroctive 14” x 6” oll 
metal display pane! in 3 colors. Unit 
pocked for shipment. A complete line 
of open stock Turnbuckles ovoiloble 





EYE BOLT ASSORTMENT 
Ten each of the most populor sizes 
of Eye Bolts, boxed by size. Sturdy 
14” x 6” oll meto! displey pone! in 
3 colors. Unit pocked for shipment 
Open stock Eye Bolts cvoilable in 8 
threod sizes 





U-BOLT 

ASSORTMENT 

Ten each of the 5 most populer sizes 
of U-Bolts, boxed by size. 14” « 6” 
oll metal display pone! in 3 colors 
Unit pocked for shipment. U-Bolts also 
avoilable from open stock 





Trnbucktes Suc 


| se eve Bours 


LAG THREAD 

EYE BOLT ASSORTMENT 

80 bright zinc pleted log Thread 
Eye Bolts in 6 popular selling sizes 
Pocked for shipment with durable 
colorful 14° « 6” display panel. 
Available in open stock 


ORDER FROM YOUR WHOLESALER 


urnbuchles 


TURNBUCKLES, INC. 


BOX 333, MICHIGAN CITY, INDIANA 
FACTORY: GRAND BEACH, MICHIGAN 


“One good turn (buckle) deserves another’ 


For more information use Handy Return Card, Page 94 99 





Packed with 
Profits ... 


gy 
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COLUMBIA 


Packaged Spring 
Weatherstripping 
by NATIONAL 


Now available in both 
Aluminum and Bronze! 








For years Columbia Spring Bronze 
has. been a fast-moving item. Now 
—you can also offer your customers 
this high-quality, easy-to-install 
weatherstripping in special alumi- 
num alloy. 

Furnished prepunched and with 
an ample supply of nails, Columbia 
Spring Weatherstripping can be 
quickly installed by anyone with 
only a hammer and scissors. It’s 
available in either 17’ packages or 
100’ rolls, with installation instruc- 
tions included. If your jobber can’t 


supply you, write us. 
/o0k To 

: TIONAL AND COLUMBIA 

WEATHERSTRIPPING = 

for “TRIPL-TITE” ALUMINUM 

’ SIDING * PORCELAIN 

Quick os ENAMEL BUILDING 
Nice Profits! | paneis AND SIGNS 


COMPLETE LINE OF NA- 


Write or wire for details! 


NATIONAL METAL 
PRODUCTS COMPANY 


Weatherstrip Division 
2 Gateway Center, Pittsburgh, Pa. 


100 For more information use Handy Return Card, Page 94 





clude the SalesRak which sells rope 
off the spool in any length up to 300’. 
The SalesMaker, available in counter 
or floor models, holds seven sizes of 
rope which can be cut on dispenser 
to desired length. A cardboard dis- 
play occupying less than two feet of 
floor space is available for merchan- 
dising and assortment of ropes and 
twines. All sales aids are available 
through Plymouth wholesalers. For 
more information— 
Circle No. D18 on coupon, pg. 94 


Jackson Manufacturing Co., Harris- 
burg, Pa., has available a 3-fold cir- 
cular in color, which can be used as 
counter circulars or mailing stuffers 
on its complete lawn and garden 
equipment line. These stuffers are 
available upon request. For more in- 
formation— 

Circle No. D19 on coupon, pg. 94 


Zebco Co., 1131 East Easton St., 
Tulsa 1, Okla., offers to dealers a 
number of folders containing descrip- 
tive material on its reels, together 
with a Goodstix window display. 
Catalog sheets are available featuring 
the five models of reels manufactured 
by the company. For more informa- 
tion— 

Circle No, D20 on coupon, pg. 94 


Kaiser Aluminum & Chemical 
Sales, Inc., Building Products Dept., 
919 N. Michigan Ave., Chicago 11, 


Ill., has available a pocket-size calcu- 
lator to speed and simplify aluminum 
roofing calculations, The new “Con- 
version Calculator” is made of heavy 
cardboard and operates like a slide 
rule. One side of the calculator lists 
computations for corrugated and five 
V-crimp roofing sheet in 26-inch 
widths and in lengths ranging from 
six to 12 feet. The other side contains 
similar data for 48-inch wide corru- 
gated sheet. For more information— 
Circle No, D21 on coupon, pg. 94 


Buch Manufacturing Co., Elizabeth- 
town, Pa., has available for dealers a 
display kit free of charge. The kit 
contains a counter card, 9” x 18” 
printed in two colors; three gummed 
window and door stickers, featuring 
home barrows, spreaders and lawn 
carts; and a giant streamer, 12” x 28” 
printed in two colors, All merchan- 
dising material is printed in Bermuda 
Green and black which matches the 
color of the Buch line of lawn care 
equipment. For more information. 

Circle No. D22 on coupon, pg, 94 


Propulsion Engine Corp., 311 
Marion Ave., South Milwaukee, Wis., 
offers a number of dealer helps to 
cover its Mow-Master and Mowa- 
matic power mowers. Display ma- 
terial includes a Jumbo size Product 
Identification Tag to hang on the 
mower handle. A Window Display 





TMs 





oe Put this “rainbow’’ bucket a 


B. next to your cash register and j : 
* watch it SELL! Assortment No j | 
329 - 60 top-quality extra-large me- ) En a ) 
chanic's screwdrivers retailing at ‘ | 
only 2% ea.—3 for 79. It's even 
hotter than our No. 3/9 Bucket 
of Screwdrivers your FULLER 
jobber is re-ordering regularly 
Order No, 329 TODAY—keep 
: your Summer business hopping! 


Ask your jobber’s solesman 
FE. gabout other FULLER SPECIALS 


At the New York Show: 
Booth 70 

At the Atlantic City Show: / 
‘beotn 915 


N(oltbale)ejel-sam atl: 
FULLER money- making 
specials like this 


- 
: 


rotate x neu 





§ 


| FULLER | TOOL TIT TA INC. 


= 3522 Webster nvenee, © New York 67 


es ~s 
~ 
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Banner, 2-color, 17” x 30”, features 
Mow-Master rotary mowers, and is 
designed for display window or wall 
use. Ad mats featuring Mow-Master 
rotary mowers and Mowamatic reel 
type power mowers and also Grind- 
A-Leaf pulverator attachment for 
Mow-Master rotary mowers, are 
available in one-, two- and three- 
column sizes. For more information— 
Circle No, D23 on coupon, pg. 94 


Carolina Washboard Co., Raleigh, 
N. C., offers a colorful display carton 
which contains the following assort- 
ment of Carolina Fishing Floats: 4 
doz. No. 000, $.90 per doz.; 4 doz. 
No. 00, $.90 per doz.; 2 doz, No. 0 
$1.20 per doz.; 2 doz No. 1, $1.20 per 
doz.; 2 doz. No, 2, $1.20 per doz.; 1 
doz. No. 3, $1.50 per doz.—list price 
is $16.00. For more information— 

Circle No. D24 on coupon, pg. 94 


Adjustable Clamp Co., 437 N. Ash- 
land Ave., Chicago 22, Ill., offers free 
electros and mats to interested deal- 
ers for its “Jorgensen” and “Pony” 
clamps (“C” Clamps, Clamp Fixtures, 
Bar Clamps, Handscrews, Press 
Screws, etc.). Also a wide variety of 
pages and stuffers for counter use, 
for “homecrafters,” school shop 
teachers, welders, woodworkers, etc., 
are available. For more information— 

Circle No. D25 on coupon, pg. 94 


Aladdin Laboratories, Inc., 620 So. 
8th St., Minneapolis, Minn., encloses 
a dealer merchandising kit in each 
box of six JON-E’ Hand Warmers. 
Included is a cardboard counter dis- 
play, a four-color folder stuffer, a 
window streamer and a dealer’s re- 
turn order post card for additional 
material, Four-color, self-adhering, 
clear acetate, 10” x 24” window post- 
ers for glass doors, display windows 
and display cases are now available 
from the company, direct. For more 
information— 

Circle No. D26 on coupon, pg. 94 


Moe Light Division of Thomas In- 
dustries, Inc., Fort Atkinson, Wis., has 
available for dealers a number of 
ceiling, wall and counter merchan- 
dising display deals, including a re- 
cessed box display unit. The lighting 
fixtures are displayed on peg board. 
On these deals all fixtures are in- 
dividually packaged and are shipped 
directly to the dealer, master packed 
and equipped with mounting and wir- 
ing kits, plus complete display unit 
and merchandising sales helps; rail 
freight prepaid at Hopkinsville, Ky., 
on all fixtures and display units. Ad- 
ditional aids include free advertising 
mats, product shots of fixtures, a 
variety of full coler catalogs, bro- 
chures, envelope stuffers, and promo- 
tional flyers. For more information— 

Circle No, D27 on coupon, pg. 94 


Alan Wood Steel Co., Conshohock- 
en, Pa. has available copies of its 
A. W. Cut Nail descriptive leaflet. 
The leaflets can be supplied imprint- 
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THE MOST COMPLETE LINE OF 
FORGED HAND TOOLS BY 


PINCERS 
and NIPPERS 


Dasco pincers and nippers are 
highest quality tools made from 
specially heat-treated steel. 
Rugged jaws hinge on heavy 
rivets insuring long wear. Long 
handles give more cutting power, 
stand more strain. Keen cutting 
edges stay sharp longer. 


Complete Selection: fat ioa*hit a 
Nippers 8, 10, 12, 14 inch sizes PINCER 
Pincers 6, 8, 10 inch sizes 


pee] DAMASCUS 


STEEL PRODUCTS CORP. 


ROCKFORD @ ILLINOIS 


showing specs and 
data on complete 
Dasco line of toni. 











" YOU'LL CATCH’ *:. 
MORE THAN MICE 


* WITH 


Victor 2-Pac, 15¢ 
(2 Victor mousetraps) 
Victors give you a big 
mark-up to start with. 
And in the 2-Pac or 
4-Pac you can double or 
quadruple your profit on 
every sale. Customers who 
normally buy “‘a mouse trap” 
will buy the Victor Pac—and 
your profits rise accordingly. 
So, get on the Victor “brand 
wagon” to catch extra sales 
and profits. 


Victor 4-Pac, 29¢ 


(4 Victor mousetraps) 


Order Victor mouse and rat traps from your wholesaler 


ANIMAL TRAP COMPANY OF AMERICA 


LITITZ, PA. + PASCAGOULA, Miss. 
BERKELEY, CALIF. + NIAGARA FALLS, CANADA 


For more information use Handy Return Card, Page 94 








ed with the dealer’s name, address 
and telephone number for use as en- 
velope stuffers, For more informa- 
tion— 

Circle No, D28 on coupon, pg, 94 


W. L, Jackson Manufacturing Co., 
Inc., 1216-1226 E. 40th St., Chatta- 
nooga, Tenn., offers to dealers four 
envelope stuffers featuring gas and 
electric water heaters and electric 
floor furnaces. A fifth is soon to be 
added, featuring glass-lined water 
heaters. Advertising mats are also 
available. For more information— 

Circle No. D29 on coupon, pg. 94 


Nixdorff-Krein Manufacturing Co., 
916 Howard St., St. Louis 6, IIl., has 
available the Merchandiser Display 
Rack which holds eight of the com- 
pany’s fastest selling types and sizes 
of chain with a built-in chain cutter. 
The reels have square holes to pre- 
vent chain from running out on the 
floor. The display has a spare rack 
for extra stock and has a tubular 
steel frame with no sharp edges. For 
more information— 

Circle No, D30 on coupon, pg. 94 


Southern Screw Co., Statesville, N. 
C., offers without charge to dealers 
a Dealer Chart, giving complete in- 
formation on wood screws and stove 
bolts. The chart is of heavy card- 
board, punched for hanging and cov- 
ers information on wood screws as 


follows: list price per gross for slotted 
steel and brass; net price per gross 
figured on the basis of various dis- 
counts; how to determine size, length 
and head style; pilot and shank clear- 
ance hole recommendations chart; 
and shipping weights. Stove bolt in- 
formation included is as follows: list 
price per gross; net price per gross 
figured on the basis of various dis- 
counts; and shipping weights. For 
more information— 
Circle No. D31 on coupon, pg. 94 


Utica-Duxbak Corp., Utica 4, N. 
Y., has available for dealers a com- 
plete mat service covering the com- 
pany’s line of sportsmen’s clothing. 
Offered also is colorful corrugated 
display material for window back- 
grounds or for use on TV programs. 
Other sales aids include window 
streamers, counter cards, and litera- 
ture for mailing. For more informa- 
tion— 

Circle No. D32 on coupon, pg. 94 


The Weber Lifelike Fly Co., Stev- 
ens Point, Wis., offers a new three- 
tier revolving rack which is said to 
occupy less than one square foot of 
counter space and is 334% inches high. 
Over 200 standard Weber assortments 
of lures and other tackle items on 
wide or narrow panels will fit this 
unit. In addition to the three-tier 
unit, individual units are also avail- 
able. A free Revolving Rack is of- 


fered for spools of “Tynex” spinning 
line and a number of display boards, 
boxes and racks are available. For 
more information— 

Circle No, D33 on coupon, pg. 94 


Libbey - Owens - Ford Glass Co., 
608 Madison Ave., Toledo 3, Ohio, has 
available for dealers a catalog show- 
ing a complete range of sales aids. 
These include envelope stuffers and 
self-mailers, ad mats and radio 
commercials, product literature, win- 
cow streamers and counter cards. For 
more information— 

Circle No, D34 on coupon, pg, 94 


Revere Copper and Brass, Inc., Box 
111, Rome, N. Y., has a wide assort- 
ment of dealer sales aids available for 
use in promoting Revere Ware 
utensils. These include a large Revere 
Ware trade mark plaque, envelope 
stuffers, advertising mat service and 
cooperative mewspaper advertising 
program. They also have a new elec- 
tric flasher display unit available at 
a modest cost. For more informa- 
tion— 

Circle No, D35 on coupon, pg. 94 


Chattanooga Royal Co., Chatta- 
nooga, Tenn., announces that it is 
backing its 1956 Royal Chef line of 
braziers and patio grills with an ag- 
gressive merchandising campaign. A 
new, larger outdoor cook book, which 
is sold for 25 cents, will be supplied 





HEAVILY 


STRONG 


and 
STRAIGHT 





Yes, Wright Hexagonal Netting is 
strong and straight. Made from wires 
drawn in the Wright plant and woven 
with great care on power looms, The 
result: even mesh and straight sel- 
vage. Brightly galvanized. Wright 
Hexagonal Netting, which is iden- 


» Y > 


FOOT AND CHECK VALVES 


silicone treated 
RUBBER POPPET 


Clog-proof 


Strainer 


Strataflo Foot and Check 
Valves end leakage troubles, 
save wear and tear on 
pump, save their cost in 
service calls. Ideal for jet- 
type pumps. Write for 
Bulletin 203. 


Order from your jobber 


tified by the famous rooster trade 
mark, is the high standard of the 
industry. 


E. L. Hornibrook Co. 
Box 176, Avondale Estates, Ga 


Lawrence J. Baidwin & Son 
306 Carondelet Bidg. 
New Orleans i2, La. 


WRIGHT 
SS 


For more information use Handy Return Card, Page 94 


Steelé Wire Co. 


WORCESTER, MASSACHUSETTS 


STRATAFLO PRODUCTS, INC. 


Fort Wayne 1 





indiana 
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free as a giveaway for dealers in 
building store traffic. Radio and TV 
spots, a colorful consumer folder, 
newspaper mats, cuts of individual 
grills and point-of-purchase material 
will be available. All of these aids 
are being offered dealers free of 
charge or at cost. For more informa- 
tion— 
Circle No, D36 on coupon, pg. 94 


Wickwire Brothers, Inc., Cortland, 
N. Y., offers for dealer use a mer- 
chandising kit containing colorful 
posters and folders promoting the 
company’s line of wire products. Ex- 
tra posters for windows and folders 
for counter give-aways and envelope 
stuffers are available in addition to 
ad mats of company products. For 
more information— 

Circle No, D37 on coupon, pg. 94 


The Enterprise Manufacturing Co., 
Akron 9, Ohio, makers of Pflueger 
fishing tackle, has available for deal- 
ers a window display kit which con- 
sists of a central illustration plus dis- 
play cards on major items. Other sales 
aids include: Trade Catalog #92 is- 
sued February 1956, consumer cata- 
log #192 issued in March 1956; deal- 
er mats on most reels; proofs of line 
and half-tone cuts on most products; 
and a counter display rack for bait 
cards which measures 10 inches high 
by 10 inches in diameter. For more 
information— 

Circle No, D38 on coupon, pg. 94 


Lebanon Chemical Corp., Lebanon, 
Pa., offers a number of free merchan- 
dising aids for its line of fertilizers, 
weed killers, insecticides and fungi- 
cides. A metal store sign “Authorized 
Dealer” is 15” x 12”, silk screened in 
black and Day-Glo red or white 
baked enamel finish. Leaflets and 
stuffers are in two and three colors 
and offer wide variety. A 1-minute 
or 20-second radio announcement on 
any product plus newspaper mats and 
window streamers are also offered. A 
Dealer Aid Folder, 17” x 22”, fold- 
ing to approximately 8%” x 5%”, 
two colors, two sides, describes all 
merchandising aids for the dealer’s 
convenience and is available without 
cost. Lebanon also will pay 50 per- 
cent of newspaper and radio adver- 
tising expenses upon presentation of 
invoice and proof of insertion and 
use. For more informaton— 

Circle No. D39 on coupon, pg. 94 


Henry L. Hanson Co., Worcester, 
Mass., has available a Self-Seller 
Drill Display which requires 14 inches 
of space. A clear cover highlights the 
high speed drills which are held in 
supporting holes and serve as a drill 
gauge. The size and price are marked 
and quantities are varied according to 
demand, The cabinet has a storage 
rack for extra stocks, An information 
chart is also available. 

The Hanson Self-Seller Display 
Cabinet for taps and dies contains 


initial assortment of taps, dies, screw 
extractors, die stocks and tap 
wrenches, including all popular sizes, 
and is graduated according to normal 
customer demands. The cabinet re- 
quires counter space 18 inches x 13 
inches and has space in the back for 
extra stock. For more information— 
Circle No, D40 on coupon, pg. 94 


The Shakespeare Co., Kalamazoo, 
Mich., has prepared a new 4-page 
unit of news mats for 1956 for the use 
of tackle dealers in their local news- 
papers, The service features a com- 
plete selection of condensed four- to 
five-inch one-column width ads 
which are miniature versions of the 
national ads. A part of the mat serv- 
ice is a folded broadside devoted to il- 
lustrating the prepared mats, empha- 
sizing dealer promotion and includes 
a selection of 30- and 60-second 
radio spots on various items of 
Shakespeare tackle. For more infor 
mation— 

Circle No. D41 on coupon, pg. 94 


Camillus Cutlery Co., Camillus, N 
Y., offers the following sales aids in 
connection with promotions of the 
Camillus and Camco pocket knife 
lines: In the Camillus line, a special 
display unit featuring 20 knives in a 
special promotion (SP-56) is available 
free of charge when ordering the unit 
Also available free of charge are 





"900" LEAD 


EXPANSION SCREW 


ANCHORS 


Standard machine screws 
start and turn easily 
in precision threads. 


x 


Entirely rust- 
proof — won't 
deteriorate in 
damp locations. 


Size and directional 
arrow on every anchor. 


12 sizes — for holes 5/4” 
to 1%” in diameter — hold 


from 50 up to 10,000 Ibs. 


Setting tool, in 
every box of 50. 


EASY TO USE 
JOB RIGHT 
E AND LABOR 


DO THE 
SAVE TIM 


ee ‘in a 
Paine mole 


THE BEST CRAFTSMEN ALWAYS TAKE 


THE PAINE COMPANY, 19 Westgate Road, Addison, Illinois 
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Special composition lead 
sleeve expands fast in 
masonry — cuts down 
“cold flowing”. 


Correct taper on 
threaded steel 
insert creates 
maximum expansion, 
Fast, sure action 


Kk every time 


sales climb. 


pAINE's 





More profit on 


HOUSEWARES 


with these 


high-quality 
fast-selling 


BRUSHES 


Put this good-looking dis- 
play of quality household 
brushes in a good traffic 
spot and watch your brush 
Profits, too 
—not just 3344%, but 
a full 374%%—for you. 


famous name... famous brand 


KELLOGG BRUSH MFG. 
Westfield, 


co. 


For more information use Handy Return Card, Page 94 
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Linoleum Paste Patching Plaster 
Plaster of Paris 
Crack Filler 
Spackling Compound 
Wood Putty 


Daisy Brush Cleaner 


Waterproof Cement 
Asphalt Tile Cement 
Rubber Tile Cement 
Wall Paper Paste 
Jell Size 





. . and many other Products of Merit 


SOLD THROUGH LEADING 
WHOLESALERS EVERYWHERE 


CONSUMERS GLUE COMPANY 


1515 Hadley St. 
St. Louis 6, Mo. 








carly Smeucan 
Oblong Trays 


. by Parrish Woodenware 


Elliptical in shape and made of 
Michigan Rock Maple these lend 
distinction to the modern way of 
serving salads for all occasions such 
as Buffet, Barbeque and the like. 
Useful also in mixing, kneading, 
etc., they fill many purposes. Made 
in a wide choice of finishes and 
grades to meet every budget. 
Oldest and Largest Manufacturer 
of Fine Wood Bowls 


J. Shepherd Parrish Company 
20! N. Wells St. RAndolph 6-0697 
Chicago 64, Illinois 
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window streamers in three colors, 
pennants in three colors, free news- 
paper mats, catalog sheets and special 
promotion tips. 

For the Camco line, a new 1956 dis- 
play case 56-12U is offered at no ex- 
tra cost when ordering a half dozen 
each of the 12 top selling numbers. 
The case is a wooden cabinet with 
glass front for display of 12 knives. 
Storage space which can be locked is 
at the rear. Also available free of 
charge are window streamers and 
pennants on the Camco line. For more 
information— 

Circle No, D42 on coupon, pg, 94 


Lombard, 6 Main St., Ashland, 
Mass., in launching a chain saw sales 
promotion, is providing dealers with 
special promotional material featur- 
ing an “archeress” and the slogan 
“Lombard Hits the Bullseye.” The 
complete Lombard line of chain saws 
is displayed in specially printed 
broadsides, Bright banners have been 
designed to set off displays in either 
the dealer’s window or at a booth at 
a state, county or local fair. A new 
Dealer Newsmat series and envelope 
stuffers for dealer use are also avail- 
able. For more information— 

Circle No. D43 on coupon, pg. 94 


Geyer Manufacturing Co., Rock 
Falls, Ill., offers its dealers a selection 
of ad mats covering the most popular 
items in the Geyer Farm and Garden 
Tool line, An illustrated brochure for 
easy ordering is available on request. 
For more information— 

Circle No, D44 on coupon, pg. 94 


Crescent Tool Co., Jamestown, N. 
Y., has available for dealers several 
floor and counter display stands. 
There are two counter display stands, 
one of which will accommodate any 
four and the other any six of the 16 
different 12” x 24” tool panels now 
available. One of the floor stands will 
accommodate six and the other 12 
of the same panels, A similar floor 
stand is available which will handle 
any six of nine 24” x 24” display 
panels. Both the counter and floor 
displays revolve freely on ball bear- 
ings to make it convenient for shop- 
pers to rotate the displays. It is also 
possible to mount any of these dis- 
plays on the wall or to stand them 
on special easels which will accom- 
modate either single panels or two 
of them back to back. The boards 
also may be hung on peg boards. For 
more information— 

Circle No, D45 on coupon, pg. 94 


Reo Division, Motor Wheel Corp., 
Lansing 3, Mich., supplies its dealers 
with 4-color envelope stuffers, wall 
posters and ad mats at factory cost. 
Indoor sales and service signs, de- 
signed to stamp the store’s name and 
its Reo dealership upon the mind of 
the public may be obtained for $9.90 
each. For more information— 

Circle No. D46 on coupon, pg. 94 


Langley Corp., 310 Euclid Ave., San 
Diego 14, Calif., offers its dealers 
seven newspaper ad mats of Langley 
spinning reels and Fisherman’s De- 
Liars. Mat proofs are reproduced in a 
4-page folder and are available at no 
charge in 1- and 2-column widths, 
ranging from five to 10 inches deep. 
For more information— 

Circle No. D47 on coupon, pg. 94 


The Irwin Auger Bit Co., Wilming- 
ton, Ohio, offers to dealers free metal 
display merchandisers with the fol- 
lowing assortments. No, D-13 contains 
free metal wall display and 13 bit as- 
sortment of Irwin 62T Bits, one of 
each size 4/16” through 16/16”. No. 
8830 contains free metal counter or 
wall display and assortment of 30 
Irwin Speedbor “88” Wood Bits for 
electric drills. No. 430 contains free 
metal wall display and assortment of 
30 amber plastic handle screw drivers 
in most popular sizes, All displays are 
colorful and fit in a minimum of 
space. A booklet on the selection, use 
and care of bits, and a variety of 
envelope stuffers are also available. 
For more information— 

Circle No. D48 on coupon, pg. 94 


Hanson Scale Co., 1777 Shermer 
Rd., Northbrook, Ill., offers its deal- 
ers two scale promoter display 
stands, Display #D-103 is a wooden 
stand free to any dealer who has 








NEW -Jon-e Warmer is super-easy 
to start. Ithas a built-in self-starting 
wick! Haven’t seen it? Call your 
Jobber and increase your GEE 
Demand to be great. For more de- 
tails write Aladdin Laboratories, 
Inc., 620 So. 8th St., Minneapolis, 
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Hanson scales, will hold seven sets, 
and is 18” wide by 14” deep, A new 
bath scale sampler of six scales, No. 
3580, includes without charge a 
merchandiser which can be used on 
the counter, floor or in windows. It 
is finished with soft rose background 
and jade green trim. For more infor- 
mation— 
Circle No, D49 on coupon, pg. 94 


The Yale & Towne Manufacturing 
Co., Stamford, Conn., provides carded 
hardware as a dealer help in boosting 
sales, The company also advocates 
the use of mounted samples on dis- 
play boards as a permanent mer- 
chandising idea. Package merchan- 
disers are offered by the company 
for location in such strategic positions 
as next to the cash register, on the 
counter, in the window, or near tie- 
in merchandise. All merchandisers 
are in bright colors and polyethylene 
bags are used to package many of the 
products. For more information— 

Circle No, D50 on coupon, pg. 94 


Columbian Rope Co., Auburn, N. 
Y., has available for dealers an as- 
sortment of window display ma- 
terials including ship cutouts, sam- 
ples of manila and sisal fibres, fold- 
ers and pamphlets, and a red and 
blue dealer sign. Colorful sales pro- 
motional booklets are available on 
various company products. Currently 
offered also are two dispenser racks 


sold through wholesalers. The Colum- 
bian Rope Merchandiser requires 
only 22” by 12” of floor space and 
holds seven sizes of rope which can 
be cut to desired lengths. Another 
dispenser, the Colpack Rope Rack, 
holds four cartons of rope. Addition- 
ally, the company offers various 
counter display cartons and carded 
products, individually packaged such 
as starter ropes, jute, twine, mason’s 
line and Christmas twine. For more 
information— 
Circle No, D51 on coupon, pg. 94 


The Ruberoid Co., 500 Fifth Ave., 
New York 36, New York, manufac- 
turers of building products, offers a 
wide selection of envelope stuffers, 
window display material, counter 
displays, and special store displays in 
numerous sizes, colors, and ma- 
terials. These include a 6-tier wire 
rack display for asbestos siding, rigid 
model boards, etc.; a two-piece metal 
entrance doorway sign; metal, flat 
wall sign; metal truck sign; a Day- 
Glo banner; and a color selector 
chart. Also included are a number 
of colorful counter displays on vari- 
ous products. For more information— 

Circle No. D52 on coupon, pg. 94 


The Moto-Mower Co, of Richmond, 
Ind., offers to its dealers a new sales 
promotion book entitled “I’m Your 
Moto-Mower Sales and Advertising 


Guide.” Through cartoon treatment 
this includes tips and suggestions on 
salesmanship, conducting demonstra- 
tions, and setting up window displays. 
It also describes the newspaper mats, 
TV film and radio commercials which 
are available without charge to the 
dealer. Additional dealer aids include 
colorful consumer folders, window 
streamers, catalog sheets, a national 
coupon inquiry service and a yellow 
page telephone directory trade mark 
heading. A tabloid newspaper for 
store and mail distribution “Lawn 
Secrets” is available at $10 per thou- 
sand. Lawn care portfolios which in- 
clude one tabloid, one set of catalog 
sheets, one consumer folder, one re- 
tail price list in a string-tied carton 
are offered at $10 per hundred. For 
more information— 
Circle No, D53 on coupon, pg. 94 


Shopmaster, Inc., 1214 So. Third 
St., Minneapolis 15, Minn., offers its 
dealers the DK-55 Merchandiser 
which the company describes as a 
complete power tool department set 
up in a 3’ x 5’ floor area. Six of the 
fastest moving tools and 17 basic ac- 
cessories for each tool are included. 
All tools are properly merchandised 
and displayed on a floor model steel 
stand with a peg board back for the 
display of accessories. The unit is fin- 
ished in chartreuse and red and has 
an SM insignia fastened to the top 





the right 
“combination” 
- for sure 


Combination Caulking Cartrid 


Fits Every Type of Caulking Gun 
Hole-in-top for metal nozzle guns, 
or insert the plastic nozzle 
supplied for drop-in guns. 


Cartridge Will Not Break or Dent 
Calbar Cartridge is resilient... 
will not break, dent or burst. 
Eliminates costly spoilage. 


Filled With Nation's Quality Caulk 
More than 35 years have gone into 
the perfection of super-elastic 
Calbar Caulk. ALL colors! 


Spovted Cartridges, Bulk 
Containers & Guns also 
available. Ask your jobber. 


CALBAR PAINT & VARNISH CO. 


2612-26 N. Martha St. - Philadelphia 25, Pa. 
Over 35 Yeors as the Nation's Leading Caulk Line 


A full line 
BUTTS 
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of wrought steel 


more and more dealers are saying 


“Let’s handle 


GRIFFIN” 


NEW VISIPAKS 
Self-selling 
protected, carded 


HARDWARE 


“The dependable line of hinges to 
handle”... that’s the trade’s way of 
saying “We like to sell Griffin prod- 
ucts.” Order from our full line of 
wrought steel butts — plus a com- 
plete line of shelf hardware—in the 
selections you know your customers 


~ GRIFFIN’ 


“since 1899” 
MANUFACTURING CO. ERIE, PA. 


For more information use Handy Return Card, Page 94 105 








Tapatco 


HORSE COLLAR PADS 


For every work horse and mule. 
“The pad with the rust-proof 
red hooks” 


Ta pat¢co 


CGrsTE@O ws eat OFF 


TRACTOR SEAT CUSHIONS 








For every tractor and farm 
implement seat. 


See your jobber or write us. 


THE AMERICAN PAD & TEXTILE CO. 
Greenfield, Ohio 


MAKERS OF FAMOUS TA-PAT-CO 
HORSE COLLAR PADS SINCE 188! 


when they say 
“HAND SAW” 
you say 


SANDVIK 


For more information use Handy Return Card, Page 94 





of the display. Although designed 
primarily for power tools, its stand- 
ard step up design allows merchan- 
dising of other items during off sea- 
son months, For more information— 
Circle No. D54 on coupon, pg. 94 


Foley Manufacturing Co., 3300 5th 
St., N.E., Minneapolis 18, Minn., con- 
tinues its 14-day trial offer on 18” 
and 20” deluxe Foley mowers, as a 
promotional aid to dealers. A cus- 
tomer is allowed a 14-day trial on 
his lawn. If not satisfied, he may re- 
turn the mower and get his money 
back. The dealer has nothing to lose 
as the company states that it will re- 
place the used mower whenever re- 
quested. A window streamer and ad- 
vertising mats also are available, In 
its advertising program, a two-column 
six-inch mat will be run free in any 
dealer’s local paper if that dealer 
will purchase three deluxe model 
mowers (excluding Demonstrators 
and Scotsman models). In metropoli- 
tan areas the dealers will be listed, 
free, on a big dealer listing ad, Un- 
der the co-op ad plan, after the first 
ad is run free, the company will then 
cooperate on a 50-50 basis with deal- 
ers on their future Foley mower 
newspaper advertising when using its 
standard ad mats. For more informa- 
tion— 

Circle No. D55 on coupon, pg. 94 


True Temper Corp., 1623 Euclid 
Ave., Cleveland 15, Ohio, has devel- 
oped for its “Tool-Up-Time” program 
kits to aid dealers in their garden 
tool promotion. Various four-color 
store posters and banners, newspa- 
per ad mats, catalogs, and radio and 
TV scripts are offered without 
charge to the dealer. A dealer mailing 
folder also is available. For more in- 
formation— 

Circle No, D56 on coupon, pg. 94 


Cleveland Mills Co., Lawndale, N. 
C., offers a printed corrugated floor 
display rack for merchandising the 
complete line of Mike Twine and 
cordage. Approximately 4’ high, this 
stand has five shelves with dividers, 
making 10 display compartments. 
White on the outside with biue bins, 
the stand is printed in red and blue. 
For more information— 

Circle No, D57 on coupon, pg. 94 


Keuffel & Esser Co,, Adams and 
Third Sts., Hoboken, N. J., offers a 
counter display containing the HF 
Assortment of Wyteface steel tapes. 
The display is compact and colorful 
and measures 17 inches wide by 7% 
inches high. The assortment consists 
of eight tape rules in various lengths 
and one 50-foot tape. For more in- 
formation— 

Circle No. D58 on coupon, pg. 94 


American Biltrite Rubber Co., 22 
Willow St., Chelsea 50, Mass., pro- 
vides dealers with a group of ad- 


vertising mats for Biltrite Garden 
Hose and Sprinklers. The Biltrite 10- 
star Hose is packed with a special 
corrugated display carrier, Also avail- 
able is a special three-piece display, 
specially easeled to stand alone or 
mount on a three-section pole which 
is also supplied, to serve on counters, 
in windows or mass display within 
the store. For more information— 
Circle No. D539 on coupon, pg. 94 


The Edwin H. Fitler Co., Phila- 
delphia 24, Pa., offers several] sales 
aids for dealer use in merchandising 
Fitler products. (1) A cardboard 
counter display containing 100 ft. con- 
nected coils of manila or sisal rope 
in sizes 4%”, 5/16”, 36” and 4%”. (2A 
lightweight wire rope rack for Fitler 
Octagonal Boxed Rope that requires 
only 20” x 30” of floor space to dis- 
play and dispense four sizes of rope. 
A small charge is made for this rope 
rack when ordered with 140 lbs. or 
more of rope. (3) A rope merchandiser 
that handles seven sizes of rope— 
displays, measures and cuts rope to 
desired length. A small charge is 
made for this merchandiser, shipped 
freight prepaid. (4) An attractive box 
containing Fitler Polyethylene Water 
Ski Tow Rope or Fitler Manila Water 
Ski Tow Rope. There are six boxes 
to a master shipping carton. 

To all dealers handling Fitler 
Brand Manila Rope, Fitler will 








KING COTTON 


CLOTHESLINE 
Feel it 


it's TOUCH 


IT WILL LAST 


e TOUGHER 


TIGHTER 
BRAID 


e PROTECTIVE 
BAG 


Send for samples 
giving us your Jobber’s Name. 


105 Duane Street * New York 8, N. Y. 
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THE TRADE 
PREFERS 





Extra heavy-duty cases pro- 
tect Clark products in transit 
and throughout handling in 
your warehouse. Heavy-weight 
cartons are individually la- 
belled — varying colors de- 
noting different products — to 
permit instant on-the-shelf 
identification of item and con- 
tainer quantity. Standardization 
of carton sizes 

saves shelf 


Clark utilizes 3 standard size 
shipping cases. 
size of these cases permits 
orderly stacking saves 
space in your warehouse. 
“Engineered” packaging per- 
fa) mits exact fit of cartons in 
cases eliminates 
“shucking” . avoids 
errors and saves time in 
taking inventory. 
Request free catalog 
covering the complete 


Clark line of industrial 
fasteners. 


SINCE 1854 


BROS. BOLT CO. 
MILLDALE, CONN. 
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furnish a blue and yellow laminated 
metal sign for counter or wall use. 
For more information— 

Circle No, D60 on coupon, pg. 94 


Upson Brothers, Inc., 65 Broad St., 
Rochester 14, N. Y., offers a perma- 
nent, self-service display of all plas- 
tic construction at no extra cost for 
the TD-48 Hold-E-Zee screwdriver as- 
sortment. This Tenite display holds a 
stock of 48—17 types and sizes—one 
to six of a kind. Each driver is 
marked on the display for number 
and price for easy replacement when 
sold, For more information-— 

Circle No, D61 on coupon, pg, 94 


Scott-Atwater Manufacturing Co., 
Inc., 2901 East Hennepin Ave., Minne- 
apolis 13, Minn., in its “Advertising 
and Promotion Handbook for 1956” 
covers all of the sales promotion ma- 
terial available to Scott-Atwater 
dealers in 1956, This material includes 
free mats and ad builders; giant win- 
dow streamers which feature the 1956 
line; handout stuffers; line folder; 
color postcards; dealer decal; im- 
printed match books; service uni- 
forms; and copy for radio com- 
mercials. An indoor sign, in three 
colors, plastic, 50” x 14”, and illumi- 
nated by two fluorescent tubes, and 
an outdoor sign 72” x 36” illuminated 
by four fluorescent tubes are among 
the signs available. For more infor- 
mation— 

Circle No. D62 on coupon, pg. 94 


Chas. O. Larson Co., P. O. Box 358, 
Sterling, Ill., manufacturers of wire 
goods, wire specialties and hardware 
construction sets for the do-it-your- 
self trade, has available for dealers 
envelope stuffers on Saw Horse 
Brackets and various construction 
sets, which may be obtained in mod- 
erate quantities without charge upon 
request. Counter models for three 
styles of Saw Horse Brackets and one 
style of Folding Leg Brackets are 
available without charge under cer- 
tain conditions through wholesalers. 
For more information— 

Circle No, D63 on coupon, pg. 94 


The Patterson-Sargent Co., 1325 E. 
28th St., Cleveland 14, Ohio, publishes 
a complete catalog of suggested deal- 
er sales aids, These include radio 
commercials, window and outdoor 
signs, transfers for windows fixture 
plans, suggestions for direct mail, 
give-aways, and window displays, 
and suggested copy for newspaper 
ads. For more information— 

Circle No. D 64 on coupon, pg. 94 





For information on 
CATALOGS & BULLETINS 


see page 55 











Look feta 
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the 
Leader... 
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For more information use Handy Return Card, Page 94 











*AUTOMATIC 


SCREWDRI 


for 
these 
exclusive 
and importag 


= j 


@ Gripper recedes into 
handle for full blade 
use. 


Lok-Blok makes blade 
twist, impact proof. 


Chrome Vanadium 
Steel Blades. 


Unbreakable Insulat- 
ing Handles. 


Models for All Types 
Screws. 


Hand-Ground Bits. 


Outstanding Merchan- 
dising Aids, Powerful 
National Advertising. 


ORDER THRU YOUR JOBBER 


UPSON BROS., INC., ROCHESTER 14, WV. Y. 
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Duck Decoy Anchor 


Following up the introduction of 
its square mushroom-type decoy an- 
chor, Ideal Fishing Float Co., Rich- 
mond, Va., is offering a special im- 
provement to the standard over the 
neck type anchor. 


Called the “Honker,” the new ver- 
sion features two curved prongs on 
each side that are said to prevent 
rolling by instantly digging the an- 
chor in for holding. The anchor also 
has a self-adjusting feature that en- 
ables line to unreel automatically 
as the tide rises. Both the square 
“Quacker” and the pronged “Honk- 
er” come packed one dozen to a 3- 
color display carton and are priced 
to sell at a suggested list of 40 cents 
each. For more information— 

Circle No, 292 on coupon, pg. 94 


Deluxe Doli Carriage 


A deluxe, chrome-trimmed doll car- 
riage is now in production at South 
Bend Toy Manufacturing Co., South 
Bend, Ind. The carriage has a trans- 
parent storm shield, chrome top rail, 
fenders, and full length tubular han- 
dle that adjusts to a height of 31 
inches. 

The golden white, five-bow hood 
features concealed hood spreads and 
a cherry-red, full-length visor. The 
body is 31% by 13 inches with a 


108 


large medallion on each side. The 
suspension system is a Duchess link- 
action gear with 9-inch heavy wire 
spoke wheels, chrome hub caps and 
white, solid rubber tires, having full 
circular wire. Weight is 20 pounds 
and it retails for about $25. For more 
information— 
Circle No. 293 on coupon, pg. 94 


Electric Ice Crusher 


The Ice-O-Matic Electric Ice Crush- 
er is introduced by the Rival Man- 
ufacturing Co., Kansas City 29, Mo. 
It is said to be as light and easy to 
handle as a portable radio and re- 
quires no more room than a toaster. 
The appliance is completely automat- 
ic; no attachments are needed. 

The Ice-O-Matic’s new crushing 


For more information on these new products 


use the return free post card on page 94 


principle permits “custom crushing” 
of lump or cube ice from extremely 
fine size to nugget-coarse, the man- 
ufacturers state. 

The appliance has a white, one- 
piece molded case with chrome trim 
and controls. It has a seamiess built- 
in drawer that receives the crushed 
ice output. The motor, in a light- 
weight aluminum housing, is said 
never to need oiling. The unit works 
on 110 volts, alternating current. It 
has a 6-foot Neoprene cord. 

A 24-page recipe book is packed 
with every Ice-O-Matic. The ice 
crusher will retail for $29.95. Rival 
offers a complete line of electric and 
non-electric ice crushers with retail 
prices starting at $7.98. 

A complete dealer merchandising 
kit including counter displays, adver- 
tising mats and layouts will be made 
available to dealers. For more in- 
formation— 

Circle No, 294 on coupon, pg, 94 


"G P" Chain Saw 


A direct-drive, high chain-speed 
saw, the “G P,” is introduced by the 
Mall Tool Co., 7725 South Chicago 
Ave., Chicago 19, Ill. It has a dia- 
phragm carburetor with adjustable, 
fixed jet engine overspeed controller. 


The “G P” weighs 26 pounds com- 
plete with 18-inch bar and chain, 
does the work of a 5-HP saw, makes 
one-handed cuts easily and is e- 
quipped with Mall snap-on roller 
bearing nose and “Slim Jim” guide 
bar, For more information— 

Circle No, 295 on coupon, pg. 94 
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Air Conditioner Cover 


H, Wenzel Tent & Duck Co., 1035 
Paul St., St. Louis 4, Mo., has an- 
nounced AlumiZel, an air conditioner 
cover made of aluminum treated 
canvas. 


The cover is designed to give max- 
imum water and rot resistancy for 
greater protection than ordinary 
treated canvas and to provide good 
insulation. It is equipped with a spe- 
cially designed window flap for more 
secure installation. The AlumiZel 
comes complete with rustproof eye- 
lets and tie rope individually pack- 
aged in a display carton. It is a neu- 
tral aluminum color. For more in- 
formation— 

Circle No. 296 on coupon, pg. 94 


Instant Coffee Maker 


Included in the new line of Pyrex 
brand consumer ware offered by 
Corning Glass Works, Corning, N. Y., 
is an instant coffee maker. 

Available in two sizes, 8-cup and 
12-cup, the instant coffee maker 


comes with a wrought-iron candle 
warmer base. A brass wind screen 
around the candle makes the unit 
suitable for outdoor use, The gold- 
on-glass motif has genuine 22-karat 
gold “sunburst” decorations and gold 
cup markings. The unit is packaged 
in individual gift type sea-blue and 
gold carton. 

A new white opal 144-quart and 
a turquoise 2-quart Pyrex brand 
mounted casserole are included in the 
line also. For more information— 

Circle No, 297 on coupon, pg. 94 


Mower Attachment 


Versatility of the Bolens multi- 
purpose Power-Pak is increased with 
a new 21-inch rotary lawn mower 
attachment, according to Bolens 
Products Division, Food Machinery 
and Chemical Corp., Port Washing- 
ton, Wis. 

The new Mow-Pak attachment has 
a 2l-inch cutting swath, recessed 


wheels for close-up side trimming, 
sieve-screen side discharge, adjust- 
able cutting height, safety-enclosed 
blade, and a one-way handle to elim- 
inate roll back. 

The sieve-screen in the side dis- 
charge acts as a built-in leaf mulch- 
ing plate. 


The Bolens Power-Pak is a 2-in-1 
unit that permits either rotary till- 
ing or power mowing, using the 
same 4-cycle gasoline engine for 
power. Conversion from tiller to 
mower is said to be accomplished 
within 60 seconds, The 2%-hp en- 
gine is equipped with automatic re- 
wind starter 

Construction features of the Model 
RM-422 Mow-Pak include: steel] base, 
hardened high-chromium steel safe- 
ty mounted blade, manganese steel 
drive shaft, double-sealed bearings, 
and safety-blade mounting that per- 
mits blade to slip under shock load. 
The Mow-Pak has large, semi-pneu- 
matic tires. Wheel bearings are life- 
time lubricated. For more informa- 
tlon— 

Circle No. 298 on coupon, pg. 94 
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UP FRONT is the place to DISPLAY / 
these popular MILK FILTER DISCS. / 


Every farmer entering your store 
knows they filter clean and fast! 


~ 


BEST quality + BEST advertised + BEST SELLERS 


SCHWARTZ MFG. CO., Two Rivers, Wisconsin 
America’s No. 1 FILTER DISC LINE * Tops in Profits! 
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New Chemical Weld 


Fayette R. Plumb, Inc., Philadel 
phia, Pa., has developed a new meth- 
od for assembling axe heads and 
handles and will discontinue the use 
of wedges. 


The new assembly method is made 
possible by the use of Permabond, 
a chemical weld, which is said to 
bond the head to the handle of the 
axe permanently so that it will not 
loosen in normal use. Permabond al- 
so seals the eye of the axe and re- 
duces moisture absorptions, thus min- 
imizing the swelling and shrinking 
of the wood which is the major cause 
of loose handles, according to the 
manufacturers, For more informa- 
tion— 

Circle No. 299 on coupon, pg. 94 


Power Tool Center 


The fall and pre-Christmas cam- 
paign of Skil Corp., 5033 Elston Ave., 
Chicago 30, Ill, named “Operation 
Counter Attack,” will be focused a- 
round the “Skil Tool Center,” a com- 
pact inventory of four Skil tools, 
plus a holder for do-it-yourself book- 
lets. 

The tool center features two Skil 
electric portable power saws, Models 


526 and 552; the 10-piece Model 587 
drill kit, and the Model 592 orbital 
sander. The display can be placed on 
the retailer’s counter, shelf or in the 
window. 

The list price of the four tools dis- 
played is $194.80. The retailer’s prof- 
it on the sale of the tools is $61.09. In 
addition, Skil offers a $10 ad allow- 
ance with each order of the display; 
an additional $20 ad allowance with 
an order for $300 of back-up-stock 
tools, and another $30 ad allowance 
for a $450 back-up order. 


Skil also furnishes without cost 
newspaper ad mats in a variety of 
sizes, with fall and Christmas themes; 
six 32-page do-it-yourself project 
booklets; window streamers, and 
sample radio and television an- 
nouncements. For more information— 

Circle No, 300 on coupon, pg. 94 


Hollow Wall Anchor 


Diamond Expansion Bolt Co., Inc., 
Garwood, N. J., announces the Wing- 
Ding Hollow Wall Anchor. 

Special features pointed out by the 
company include the following: one 
size for all average walls; smallest 
size hole of any hollow wall anchor 
(use standard ™“-inch drill); positive 
setting with Tri-Prong action; strong, 


one piece, tripod design; easy to in- 
stall, no special tool required; re- 
movable, if necessary; and installs 
on 4%-inch centers. 

Wing-Dings are designed for secur- 
ing objects to hollow walls, ceilings, 
composition board, glass, ceramic 
tile, plywood, sheet metal, etc, For 
more information— 

Circle No, 301 on coupon, pg. 94 


Box Joint Pliers 


A Duck Bill wiring pliers, 931-8, 
and a Needle Nose assembly pliers, 
982-8, are being produced with box 
joint assembly by Utica Drop Forge 
& Tool Corp., Utica 4, New York. 


The use of the box joint on these 
two pliers keeps the jaws in perfect 
alignment, according to the manufac- 
turer. It also gives a smoother work- 
ing pliers that will neither bind nor 
loosen, For more information— 

Circle No. 302 on coupon, pg. 94 





A CLEAR, STRONG 
PROTECTIVE COATING 


SEALS OUT 


WATER-OILS-GREASES 


For all wood, metol, 


Nationally Advertised! 


In 
POPULAR SCIENCE 
POPULAR MECHANICS 
and leading 


3 Con 30¢ list 


{12 to Display carton) 


Redictor Specialty Co. 
Charlotte, N. C 


FARM MAGAZINES 
coast to coast 


OVER 10 MILLION ADS 


a month! 


glass, paper, plastic 

or rubber surfaces 

Redictor Specialty Co. 
Chorlotte, N. C. 





MARSHALLTOWN TROWEL COMPANY «+ MARSHALLTOWN, IOWA 
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HARD but SPRINGY — 


-MPIRE 


BUILT TILLAGE TOOLS 
Resist Shocks and Jolts Acres Longer... 


“Empire"’ built Tillage Tools work better, last longer and 
Outperform ordinary brands because they are made of special 
analysis, super tough high carbon steel HEAT TREATED by our exclusive 
ISOTHERMAL process. Extra toughness is tempered into every piece. 


Assure your customers of Sweeps, Shovels, 
Teeth, Hoes, Furrowers, Steels, etc. that 


do a better job longer — always 


q sell ‘‘EMPIRE"’ built products. 


Heat Treated PLOW COMPANY 
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Make more profit selling 
DEMPSTER WATER SYSTEMS 
By offering... 


more performance 


less cost! 


Here’s the answer to the man who needs more water, 
pressure or depth than is practical with a single stage 
ejector pump—yet does not want the investment 

or operating cost of a standard multi-stage system. 


Based on a uniquely different principle, the new 


Dempster Dual-jetmaster has back-to-back impellers 
EMPSTER which increase the water volume . . . pumps at full 

capacity at 40 lbs. pressure and operates at up to 80 lbs 

pressure .. . gives ample capacity from as much as 


150 ft.—or more than 1,500 gals. per hour 


Dual-jelmasler from a shallow well. 


Operating on an economical 34 H.P. jetmaster motor, the 

Dual-jetmaster also has a leer operating cost. The 

compact construction and impeller principle cuts 
more gallons eee pressure on the patented seal by approximately 

one-half; the stage plate and wearing rings are of 


more pressure .ece corrosion-resistant brass; the labyrinth design of the 


wearing rings minimizes by-pass. 





greater depth eee The new Dual-jetmaster puts an added value on handling 

the entire Dempster jetmaster line—single stage 
with a jetmasters for deep or shallow wells; Convert-o-jetmaster, 

the double-purpose convertible system; and 

Vy H. P, MOTOR Multi-Stage jetmaster for top performance 
and greatest depth. 
All are backed by Dempster! At your service... 
77 Years of Water System Experience. 


For full details on the Dual-jetmoster paralle! pipe, 
inner pipe and shallow well systems, write today 


for illustrated folder and performance tables 
DEMPSTER MILL MFG CO. 
Office and Factory: Beatrice, Nebraska 


Bronches and Warehouses: Omoha, Nebr.; Kansas City 


WATER SUPPLY =a SUPPLY EQUIPMENT | Des Moines, qa Denver, Colo.; Okichome City, Okle.; 


Amarillo, Tex.; 
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a FACTS AND TRENDS 
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> Farm Income 


For the year's first half farm income was at an annual rate of about 11.6 
billion dollars, the same as in the 55's first half, but half a billion 
ahead of the second half of last year. Meanwhile, in the first five 
months farm income was up in the Southeast, Southwest, and East North 
Central region, down in other parts of the nation. 


>» Commodity Highlights 


Total production of vegetables for summer harvest is expected to be about 
4% above last year. . . prices received for dairy ccpmete in June 
continued above a yearago.. . Peanut acreage is ¢ —— ed at 1.9 million 
acres, 36% below the average . . . total tobacco pro , estimated at 
1,891 million pounds, is smallest crop since 1943... . an estimated peach 
crop of 64.4 million bushels will be 24% larger than last year, but 

4% fewer than average. 


> Cotton Acreage 


Cotton acreage under cultivation on July 1 is estimated at 16,962,000 
acres, 3% less than a year ago and considerably under the 0 year 
average of 22,746,000. 


> Farm Exports 


In the year ended June 30 farm exports were valued at 3.4 billion-- 
10% above the previous year. Only a slump in cotton ship yents bre- 
vented the total from reaching a new high. Cotton exports declined to 
$375 million, 55% less than the year before. Gains occurred 4 all other 
major commodity groups. 


> Farm Prices 
Prices received by farmers have risen each month 
June were 11 percent higher than the low level o 
t 


Steadily rising crop prices have been responsi 
vance. 


» Factory Shipments 


In June, latest month for which statistics are availal 
tractors, farm machines and equipment were 1% above Ma; 
June 1955. Second quarter shipments were 1% above th ti 
but 14% below 1955's second quarter. 


> Tobacco 
This year's crop of flue-cured tobacco is expected to be almost : 


smaller than the record 1955 crop. The price support level is 4£ 
cents per pound, a little higher than last season. 
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Bennett Floyd, manager, La- 
Grange Implement Co., checks 
card system, right, to obtain bin 
storage number of part re- 
quested by Fred Murphy, me- 
chanic. This two-man opercatioa 
credits much of its success upon 
properly maintained perpetual 
inventory system. Below: all 
items that are temporarily out of 
stock are tagged with red tab 


By C. L. Lorentzson 


in the parts department 


A PERPETUAL inventory system, 
well-maintained and _  con- 
stantly attended, serves as the 
backbone for a successful two-man 
operation at LaGrange Implement 
Co., LaGrange, Georgia. “If you 
are going to sell tractors and 
other farm implements, you have 
got to back them up with a good 
supply of spare parts,” says Ben- 
nett Floyd, Manager. 

Working frcm an inventory of 
parts valued at $10,000, Floyd 





estimates that this phase of his op- 
eration nets him 40% profit. 

What are the advantages of 
Floyd’s perpetual inventory sys- 
tem? How does he maintain a bal- 
anced inventory, one that will 
satisfy changing needs? 

“Perhaps the most important 
benefit is customer service,” Floyd 
explained. “When a custcmer of 
ours has a breakdown, he is usual- 
ly in need of a spare part in a hur- 
ry. If we have the part he needs 
when he needs it, he will be 
mighty friendly towards us on 
future occasions. On the other 
hand, if we don't have the part, he 
will go elsewhere for it now and 
elsewhere for future equipment 
needs. 

“It would be impossible for us to 
run this shop intelligently if we 
did not keep up with our spare 
parts. There are plenty of chores 

(Continued on page 131) 


Repair shop is responsible for ap- 
proximately one-third of com- 
pany's parts volume; remainder 
is obtained through over-the- 
counter sales. Here, Murphy 
installs new filter on tractor 





Full line of McCORMICK® chore equipment provides year ‘round 


ALES OPPORTUNITY 


Big, rugged, 
140-bu. No. 40 
pto spreader — 
heavyweight 
champ of the 
5 spreaders in 
the big McCor- 
mick line. 


McCormick No. 
10 spreader— 
45-bu., ground 
driven —ideal 
spreader for 
smaller stock 
and poultry 
farmers. 


McCormick power loaders . .. with 
fork, bucket, blades, tine cover, 
crane attachments. Mountsin10min- 
utes — speeds all power loading jobs. 


— 
titi @ @ fi s) 


ek! b ‘ | a iP? we 


-—— ee 


. 2 


McCormick 2 
and 4-wheel 
trailers... 
rugged farm 
wagons... big- 
capacity boxes 
and platform 
for every haul- 
ing job. 





Handy, Fast- 
Hitch platform 
carrier — speeds 
light hauling 
jobs, makes 
every Fast- 
Hitch farmer a 
sales prospect! 


ES McCormick chore equipment for every prospect! Extensive IH chore line—to match each farm's in- 
dividual chore needs—creates sales opportunity unlimited ... the year round . . . for every IH dealer! 


INTERNATIONAL HARVESTER 


International Harvester products poy for themselves in use—McCormick Farm Equipment ond Farmall Tractors Motor Trucks Crowler ond Utility Troctor 
ond Power Units—General Office, Chicago |, Iilinois. 
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Bob Brough, right, parts manager, 
issues distributor cap to Maltby. 
Company maintains $15,000 parts 
inventory backing up equipment 
previously sold in the territory 


ad ya A FAIR price, allow your- 
self a fair profit, and stick to 
it for all your customers if you 
want to build a sound, profitable 
business,” says Albert H. Maltby, 
manager of Stanton Tractor & 
Equipment Co., Hastings, Florida. 
This policy has enabled him to in- 
crease his volume from $29,000 in 
1950 to nearly $200,000 in five 
short years. 

Though a gain in business could 
be expected during the above 
period, Maltby’s healthy increase 
was achieved during a period of 
price-cutting and numerous other 
antics engaged in by some dealers 

“We are selling tractors, imple- 
ments, and parts in this highly 
competitive market, because we 
make it a policy to set a fair price 
right off when we talk to-a cus- 
tomer about a new tractor,” Malt- 
by said. “I don’t haggle or dicker 
on this price, and I frankly tell the 
prospect that the price includes a 
fair profit—one that will allow me 
to maintain adequate maintenance 
and parts departments, hire 
trained mechanics, and provide 
quick, efficient service for all my 
customers. I’m sincere when I say 
this, and my customers know it.” 

According to Maltby, price-cut 
ters are hurting themselves when 
they bargain with their customers. 
“If they name one price to one 
man and then turn around and 
name another—higher or lower— 
to another man, the word gets 
around. Folks around here don’t 
like treatment like that,.and they 
tell me they. don’t when they drop 
another dealer and come to me. 
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Profit First- 
Then Volume 


Harold Maltby, left, shows new tricycle model to customer who has pur- 
chased last four tractors from company. Company sets price, sticks to it 


“I avoid the chance of mis- 
quoting a price to several custom- 
ers by writing out my first quota- 
tion and then using it on all sub- 
sequent quotations. This helps me 
avoid two prices and helps me with 
the sale. When I tell the newest 
prospect that I’m showing him the 
same price I quoted his neighbor 
he feels that he is getting equal 
treatment. Later, when he talks to 
his neighbor about the tractor and 
the price, he further confirms my 
quotation, and increases his con- 
fidence in me. 

“There is another point I think 
about when making one price and 
sticking to it. My manufacturer is 
well-known for the quality and 
dependability of its line. It is 
guaranteed to perform definite 
jobs, and our price is based upon 
this guarantee.of performance. My 
customers now know that our 
prices are fair ones. 


“I know one man who always 
shopped the market for the big- 
gest bargain,’ Maltby continued. 
“He bought a competitor’s tractor 
at a price under the price of my 
tractor in the same price range. In 
addition, the competition promised 
his tractor would do everything my 
tractor was guaranteed to do. Well 
that tractor couldn’t do the job, 
and the customer returned it. The 
dealer persuaded him to trade for 
a larger model which also proved 
unsatisfactory. Another trade fol- 
lowed and the customer is still 
complaining. That dealer lost 
money on those deals, and I know 
that he lost the respect of the cus- 
tomer. 

“When you think about it, cus- 
tomers want you to be definite 
about price. They feel you are con- 
fident your tractor is priced right 
and respect you for it. I gained one 
good customer, because I stuck to 
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WHATEVER YOUR CUSTOMERS’ NEEDS 
YOU CAN MEET THEM EXACTLY WITH FaW! 


FEW VARIJET BULLET 


The world's leading shallow-well 
pump. Pumps 40-70% more 


fe 
water, yet reduces motor lood and current 
consumption, thanks to exclusive design patent. 


Ye-% H.P. Motors, 720-1800 G.P.H. @ 10 ft. 
& 20 P.SL 


F2aW PUMPS GIVE COMPLETE SHALLOW-WELL COVERAGE 


FaW MULTI-PURPOSE 


Converts from shallow to 
deep-well by moving jet 
off pump down into well. 
No extra parts to buy. 
VY, %, 1 HP. Motors. 
Single-stage pressures 
to 60 Ibs. and 450-950 
G.P.H. @ 10 ft. & 20 
P.S.1.; 2-stage to 100 Ibs. 
and 540-810 G.PH. @ 
10 ft. & 20 PSA. 


Faw 
IRRIGATION TYPE 


High capacity, high head 
pumps, ovoilable with 1 
or 2 stages, especiolly 
designed for irrigation, 
air-conditioning, and di- 
versified industrial uses. 
Yy-7%_ HP. 1 & 3 Phase 
Motors. 17-166 G.P.M. 
@ 15 ft, & 20 PSI. 


FaW MULTI-STAGE 


Centrifugal pumps, ovollable with 2, 3, or 4 stages, 
offer greater capacity per horsepower. Also give you 
and forerunner of the Vari- cartridge-type rotory seal, priming valve and air pump 
jet. Still the best buy for ing device. %-5 H.P. Motors. 2100-7200 G.P.H. @ 10 
many conditions within its ft, & 20 PSA. a 

capacity. %, VY, VY HP. 

Motors. 450-750 G.P.H. 

@ 10 f,, & 20 PSI. 


Faw BULLET JET 


The original horizontal jet 
pump, pioneered by F & W, 


There’s an F & W Water System to meet every well-depth 
and capacity need exactly. This means that you can satisfy 
all demands with F & W, and serve your customers better. 
Not only that, you have the advantages of F & W’s 89-year 
record of dependability, engineering leadership, and ex- 
clusive product advantages to help you sell. Take a look 
at F & W’s line-up for shallow-well service, and you'll see 
at a glance why it not only gives you most complete cover- 


age, but the sales leaders as well. Write for full details today! 


FLINT & WALLING MANUFACTURING CO., INC. 
919 Oak Street, Kendallville, Indiana 


Branch Warehouses and Offices in Albany, New York; Orlando, Florida; Shreveport, 
Lovisiana; Cedar Rapids, lowa; and Charlotte, North Carolina. 


Faw ECONOMY Faw GAS 
MULTI-PURPOSE JET ORIVEN PUMP 


The economical, multi-purpose Where electricity 
jet equal in capacity to ony isn't aveoileble, this 
comparable type, yet priced 2-stage centrifugol 
to meet volume competition. Pump, powered with 
Y% HP. Motor. 350 G.P.H. 2 H.P. Gasoline En 
@ 15 ft. & 20 P.SJ gine does the job 
beautifully. 2100 
G.PH. @ 10 ff. & 
20 PSA. 
FaW PACKAGE PUMPS 
For easy-to-handle, easy-to- 
sell, easy-to-install business, Faw 
5 F & W Shallow well Pumps PISTON PUMPS 
ore available pockaged com- Where oa shollow 
pletely assembled with tanks, 
pumps ond accessories. No 
extra parts to buy and stock model is an economi 
These include the VARIJET, ; col workhorse with 
the Bullet Jet, the Multi-Pur- either Ve, Ve or Vs 
pose, the Economy, and the H.P. Motor. 225-450 
Piston types. G.P.H, 


well piston-type 
pump is desired, this 


F.W means Flowing Watt by Flint & Walling 
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Mack Harvey and George Akins, company mechanics, measure wheel tread 
width after spacing wheels to conform to needs of a local farmer 


my price after quoting it. This cus- 
tomer had gone to a competitor and 
was quoted one price. The next 
day, the dealer called on the 
prospect and laughingly told the 
prospect that he could go a little 
lower for a quick sale. The dealer 
got no commitment that day, and 
later that night, he called the 
prospect and give him another, 
lower price! The following day, the 
prospect came to me, bought my 
tractor, and told me he felt he 
could depend on the tractor to give 
him full value for his money. He 
has never been disappointed.” 

Stanton’s Tractor & Farm Equip- 
ment Co. was established in 1949. 
With no previous dealership rep- 
resenting this make in the area, the 
line had to be introduced against 
tough competition from established 
lines. “Only two or three tractors 
were sold that first year,” Maltby 
said. “It took time to get our units 
out into the area where their per- 
formance could be compared with 
other units. In 1952, our unit sales 
picked up considerably, and they 
have been rising ever since. 

“We make a profit on every 
tractor we sell,” Maltby continued. 
“We figure a fair profit in setting 
our prices and never change them 
as some dealers do when trying to 
make a long profit on one deal and 
losing on others.” 

Maltby backs up his insistence 
on a fair price for a quality prod- 
uct with a $15,000 parts inventory 
and a trained staff of mechanics 
for fast, efficient, service. “A deal- 
er needs a good inventory in 


depth, if he is to properly service 
the units he sells,” Maltby pointed 
out. “Fifteen thousand dollars 
isn’t a lot of money for some parts 
departments, because many deal- 
ers stock equipment of many 
models. Then, those dealers must 
lay in a large number of parts to 
maintain them. Rather than do 
this, dealers in many instances, let 
the parts go, and when the cus- 
tomer needs the parts, he must 
wait for shipment from the factory 
before he can get a replacement 
part. 

“We don’t carry a lot of models, 
just those that are required for 
most jobs in our area, and we 
carry a controlled parts inventory. 
We have a more complete inven- 
tory of parts than any other deale1 
in our area,” Maltby said further. 

“In this area of Florida, potatoes 
and cabbage are the major cash 
crops. When they are ready for 
market, time’ becomes very im- 
portant. The weather or market 
fluctuations may vary consider- 
ably during a two-week harvesting 
period. All our customers are on 
edge at this time, because any de- 
lay could wipe out any profit they 
might make. One week, potatoes 
might bring $5.00 a box, and three 
days later, the price might go 
down $2.00 a box. 

“During these times, if a tractor 
breaks down, and a farmer wants 
to cover up a large number of 
potatoes washed out by a hard 
rain, he will come running at a 
gallop to get his tractor fixed. If 
you say, ‘Sorry, I'll have to order 


that part,’ your goose is cooked! 

“I’ve gained customers from at 
least three dealers, because they 
had inadequate parts inventories 
when the season was at its height 
and breakdowns meant real losses 
unless corrected promptly,” Malt- 
by said. 

Two full-time mechanics, a parts 
manager, and a manager-salesman 
comprise the staff at Stanton’s. In 
addition, a part-time mechanic is 
hired for rush periods and other 
help is added as needed. Two 
trucks, owned by the mechanics 
are used for emergency jobs and 
for delivery. These are used on a 
contract basis. 

“A big factor in our success has 
been the sincerity and honest con- 
cern we have shown when con- 
fronted with problems facing our 
customers,” Maltby continued. “I 
have a farm, too, and I know how 
critical breakdown can be. After a 
customer explains his problem, I 
try to take some action that will 
help him out. 

“This attitude of helpfulness has 
made a lot of friends for us. I 
have a number of customers who 
help me sell their neighbors, be- 
cause they know I think of the 
farmer first. In one case, a farmer 
whom I had tried to sell for three 
years bought from us even though 
my quote was $300.00 higher than 
another, because he has been con- 
vinced by another neighbor that 
he wouldn't lose a thing by buying 
my tractor! 

“This policy for service costs us 
money on some occasions, but we 
charge this off to customer good- 
will. In one case, I had to send a 
man out at night to fix a 15¢ 
gasket. I couldn’t charge the 
farmer for labor (time-and-a-half) 
and for transportation, because 
this would have made the charge 
out of all reason with respect to 
the trouble he faced. 

“However, most of the time our 
service calls occur during the day- 
light hours, and we service these 
as rapidly as possible. In one case, 
I received a call for service from 
Bunnell—30 miles away. A farm- 
er was setting out cabbage with a 
large crew and a gasket gave way 
in the hydraulic system. We drove 
down there, fixed the tractor, and 
drove back inside of two hours 
This is one of numerous examples 
when fast service helped us main- 
tain good customer relations.” 

In conclusion, Maltby pointed 
out, “We're satisfied with a fair 
profit and a steady volume. We do 
not enter a race for sales and neg- 
lect customer service.”’ 
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Foremost in Field-Proved 


Farmers can’t do much about prices, but they 
can do a great deal about cutting down expenses 
of operation. Tractor fuel is one major item of 
cost uppermost in their minds now—and they 
are shopping and comparing carefully before 
buying any tractor. Yes, prospects want proof — 
not claims—of fuel economy, and Case dealers 
have this proof that turns hard selling into suc- 
cessful sales. 





With its sensational 12-speed transmission, the There’s no tractor in its class that can match the 
popular Case “300” has no equal in the 35 H.B Case “400” Series for fuel and other operating 
class for economy. Engine power is always in economies. Again, it’s actual testimony by own- 
balance with job requirements, because there is ers that validates these facts . . . verifies the effi- 
always just the right gear. This balance in itself ciency of the Case “400” precision-built Powrcel 
assures the utmost in full, thrifty use of fuel. and Powrdyne engines, the eight-speed Powr- 
This leadership in cost-saving features—which Range transmission that makes the most efficient 
users and prospects have every right to expect use of power. And—think of the other savings 
—offers unlimited dealer opportunities. Write you can sell, too: performance that reduces time 
to the J. I. Case Company, Racine, Wis. and labor in the field . . . long life that mini- 


mizes maintenance. 


CASE.W: 
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New market for dealers? 


By Baron Creager 


Air-Conditioned Tractors 


| eeperanny pioneering through 
the actual sale this year of air 
conditioning equipment for a 
small number of farm tractors 
will surely open a new market of 
uncertain dimensions for farm 
equipment dealers in the not too 
distant future. 

To air condition a farm tractor 
the owner first encloses the op- 
erator and his controls within a 
cab to shut out prevailing weather. 
Then he installs an air condition- 
ing unit such as are now used 
under the dash of automobiles and 
there you are—dust-free cool ail 
at the desired temperature. 

Similar cabs suitable for air con- 
ditioning are also available for 
combines, but the market possi- 
bilities of air conditoning for com- 
bines might be limited in the 
wheat growing sections of the 
South and Southwest. Wheat 
harvest is over here before the 
weather turns really hot. 

“Several” air conditioned trac- 
tor cabs are reported to be in use 
in Kansas, to the great satisfaction 
of the operators, even if the heat 
there is not what it is in more 
southern states. 

Another is known to be in ust 
on a farm near Garland, Texas, not 
far from Dallas. But Dallas spokes- 
men for the manufacturer of the 
air conditioning unit used discour- 
aged any attempt to search out the 
farmer and get photographs. The 
spokesmen explained that this in- 
stallation was an _ experiment, 
even though successful, and that 
the air conditioning unit was not 
representative of the product. The 
cooling unit is an old model, it was 
pointed out, installed without a 
case and there would be nothing to 
photograph except bare coils and 
mechanism, even though the job 1s 
highly satisfactory. 

The fact that the “several” air 
conditioned tractor cabs in use in 
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Kansas represent probably more 
than are in use in all other states 
combined is easily explained. 
Kansas is the home of two manu- 
facturers of tractor and combine 
cabs. One of these is the Ansel 
Manufacturing Co., of Ulysses, 
Kan., and the other is the Meade 
Products Manufacturing Co., of 
Meade, Kan. There may be others. 
However, information at hand in- 
dicates that the Ansel firm is the 
principal aggressor in air condi- 
tioning tractor cabs. It was this 
firm that managed to obtain sev- 
eral cooling units from the John 
E. Mitchell Manufacturing Co., of 
Dallas. 

Emphasis can again be placed 
upon the word, “several.” That 


was all the cooling units to be had 
from this manufacturer. His en 
tire output for the season had beer: 
sold and he parted, it is indicated 
with reluctance, with “several.” 
The same condition apparently 
prevailed with other manufactur 
ers of dash-type air conditioners, 
of which there are half a dozen or 
more in the Southwest. All of them 
were reported to have ear-marked 
all their production for the season 
for passenger cars and were look- 
ing toward the truck market next 
Inquiries made of several manu- 
facturers showed that only the one 
mentioned had been approached on 
the tractor-cab installation. Others 
had not heard of this possibility, o1 


(Continued on page 126) 
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Looking 
for a 


“Joseph A. Hoenninger (at 


left above ) of Raub Supply 
? Co.of Lancaster, Harrisburg 
s Williamsport, Pa. and Jack 
Kreutter, Goulds Represent 


ative, team up to help 
Goulds Dealers in Central 
Pennsylvania 


THE GOULDS TEAM* HAS YOUR ANSWER 


Your nearby Goulds Distributor and Goulds Representative 
have a big stake in the success of your pump department 
The Goulds Team is most interested in your selling more 
pumps your business is their business! They are pump 
specialists ready to give you sound sales advice per- 
tinent product information... quick deliveries. These are 
the ways in which the Goulds Team will make your selling 
easier—and more profitable. For all the facts call your 
Goulds Distributor or write us today 


GOULDS PUMPS, INC. Dept.sH-»s SENECA FALLS, N.Y. 





A Complete Line of 
Pumps for every Farm 


and Home Need 


tou get MORE wit GOLDS PUMPS 
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Sherill Knott, left, closes a sale 
for a water system, at the same 
time sells farmer new sink for 
his kitchen. Knott emphasizes that 
every time he installs a water 
system that farmer becomes a 
future prospect for a long list 
of other products including bath 
reom accessories, hot water 
tanks, sinks, milk coolers etc. 


By Ross L. Holman 


That’s the way Knott expressed it 


when he told about the numerous 
farm water systems he has sold to 
Lawrence County farmers in the 


past four years. Three of those 
years were distinguished by the 
rains that did not fall and the 


oS & 
heavy implements that did not sell. 
Drought-stricken farmers who re- 


fused to think in terms of sod- 

busting equipment were more 

easily inspired with a vision of 

something that would resurrect a 

ALES OF FARM water systems can experience of Sherril] Knott, farm little more water. Knott has found 

be a highly important source of equipment dealer in Lawrence- the farm water system not only to 

profits for the dealer who is will- burg, Tennessee, be a leading seller in a dry year 

ing to do an aggressive promotion- “It has done more to keep me but a splendid source of profits in 
al job. At least that has been the in business than any other line.” off seasons as well. 

While 1955 was blessed with 
more rain and thriving crops than 
the three preceding years, there is 
rarely a year without some dry 
spells. There is never a year with- 
out seasonal slumps in the demand 
for farm machines. These are the 
times when the farm water sys- 
tem enables Knott to keep the 
take-home pay of his implement 
business from dropping out of 
take-home reach. 

He is now selling an average of 
two to three water systems a 
month on a year-round basis. But 
it doesn’t stop there. Every time he 


Ir installing water systems in past 
four years, Knot? has made wide 
use of plastic pipe. Here, he lets 
prospect lift 450-ft. roll of plastic 
pipe as proof of its lightness 
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3WAY PROMOTION 
PROGRAM 


Helps you sell more Kaiser Aluminum Farm Roofing! 


eeeeeeeeee eee eeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeee 


FREE T You and your store will be on 
@@e@ © the cover of these attractive JOHN Surry 
direct mail pieces when you become LUMBER co 
a Kaiser Aluminum Farm Roofing om oe 
Dealer. Each mailer includes a 
timely newsletter of spe- 
cial interest to your best 
prospects. You provide a mailing list of 
selected customers—we provide postage and 
all printing and mailing. 


2 National and local advertising! Big consumer and farm mag- 
® azines—like Farm Journal, Progressive Farmer, Farm Quarterly 
—consistently sell advantages of Kaiser Aluminum Farm Roofing 
..the modern roofing that’s light, strong, easy-to-handle, rot-proof 
and forever rust-proof. Also ads in local newspapers and local radio 
commercials reach prospects right where you do business. 


Free display rack and farm building plans! Sturdy, wire-frame 

® display rack fits on counter or wall...permits fast customer 

selection from eleven building plans. Most feature low-cost, pole 

type construction and show in detail how easy it is to build with 

Kaiser Aluminum Farm Roofing. You get the rack and a complete 
set of plans free! 


ou. 
Put this 3- way promotion program to work for y 


on today! 
Mail this coup Kaiser Aluminum & Chemical Sales, Inc. 


Dealer Service Division, Room 7981! 
1924 Broadway, Ockland 12, California 


oO @o 
. Please send information on Kaiser Aluminum Roofing and 
‘ Siding, and include details on the advertising program 
oa 


The quality roofing for better farm buildings 
ADDRESS 
Kaiser Aluminum Roofing and Siding * Shade-Screening 
Roll Valley Flashing * Welded-Clad Irrigation Pipe 
Electrical Building Wire and Outdoor Farm Wire 
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Here, Knott shows a farmer the device with which plastic pipe is joined 
to metal pipe 


installs a water system on some- 
body else’s farm that customer be- 
comes a permanent prospect for 
bathroom sets, hot water tanks, 
sinks, milk coolers and everything 
else that running water can make 
useful. 

During August alone he sold 
three complete bath sets in his 
trade area around Lawrenceburg. 
In addition, one of the same cus- 
tomers bought a complete pumping 
outfit and another one of them 
bought a sink. 

But getting back to water sys- 
tems as a dry weather seller, 
Knott says, “I can’t honestly say 
that I actually sell more of them in 
drought-stricken years than in 
years of adequate moisture, but 
they have a pleasing tendency to 
maintain their normal volume 
more than heavy implements. Dur- 
ing long, dry spells, for example, 
I find some good buyers among 
those farmers whose running 
streams have dried up. They have 
to depend on a well to supply wa- 
ter to their livestock and by the 
hand-power, bail-bucket method. 
No matter how low a farm owner’s 
buying power becomes under these 
conditions, he can be easily con- 
vinced that running water is both 
a time saver and a money saver 
that will pay for itself.” 

However, taking it year after 
year Knott finds his most effec- 
tive approach to sales comes 
through a “running water” appeal 
to the farm wife. 

“How many times during the 
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past 12 months,” he asks, “have 
you said, ‘John draw me another 
bucket of water?’ How delightful 
it would be to merely open faucet 
and draw bucket after bucket 
whether John is around or not. Or, 
suppose you had a sudden need 
for hot water at midnight. Instead 
of getting John out of bed to draw 
it and set on the stove, you’ve got 
it right at your finger tips.” 

And, speaking of hot water, 
Knott says the first appliance most 
pump buyers buy after installation 
is the water heater. Nearly every 
farm home now has electricity and 
installation requirements are not 
complicated. However, he has a 
tie-in with a local plumbing con- 
cern to install the bath sets he 
sells. 

Water heaters even outsell 
kitchen sinks, chiefly because 
many farm women have already 
bought the sink as a convenience 
even for hand-drawn water. 

“How do you locate your pros- 
pects?” Knott was asked. 

“All a regular farm implement 
dealer has to do is just to do a 
little more looking around when 
he. canvasses his territory on im- 
plements or goes out to service 
them,” he replied. “The same 
farmers who buy your tractors and 
tillage machines are the ones who 
need running water for the house- 
hold and livestock. No other re- 
tail dealer knows as many farm- 
ers as the implement seller, or is 
in a better position to command 
their confidence. 


“For example, I recently sold a 
farmer a corn picker. While there 
on his farm I noticed about 18 
dairy cows. He already had a wa- 
ter system, and I asked if he had 
a milk cooler. He didn’t. It took 
only a few minutes to explain the 
time-saving, money-saving advan- 
tages. So, when I left I carried a- 
way his order for a $300 cooler 
in addition to the corn picker. 
That’s what I mean by just a little 
looking around when you contact 
a farmer on his machinery and 
servicing needs. It’s no trouble to 
learn if he has a water system, or, 
if one is already there, whether 
he has a water heater, bath set, 
cooler, washing equipment for his 
dairy, or other equipment. Just 
put him down on your prospect 
list, if the selling possibilities look 
encouraging, and promote the idea 
more vigorously when you have 
time.” 

Knott sells two makes of water 
systems. His two most popular 
sizes involve one that can draw 
water from a well up to 70 feet 
deep and averages around $225. 
The other, which pumps wate! 
from wells over 70 feet, averages 
$325. These prices cover both sale 
and installation of pump ard pres- 
sure tank at water source and pip- 
ing to kitchen or water trough if 
reasonably close. They do not in- 
clude any appliances, sink or spe- 
cial fixtures. Neither do they in- 
clude the freeze-proof house which 
the buyer usually builds himself 
Knott however, has a design that 
he recommends and shows how to 
build. It is a four-foot-square en- 
closure of hollow blocks with a 
hinged roof that is user for the 
door. 

Although the installed price 
covers piping to nearby kitchen, 
he will extend, for an extra charge, 
the pipeline to barns, faraway lots, 
garden, etc. 

Knott says that for the past four 
years he has eliminated many a 
headache by using plastic pipe for 
the underground water line and 
the pipe into the well. Among 
other things, plastic pipe is light, 
flexible and comes in rolls like 
hose pipe. One man can easily 
lift a 450-foot roll of 34-inch size. 

In order to lay this pipe, he 
takes a tractor and plow and opens 
up a pipe ditch easily. Usually one 
trip down and a trip back in the 
same furrow does the job. This 
puts the plastic pipe down about 
12 inches in the ground which is 
a freeze-proof depth in this cli- 
mate. 


(Continued on page 135) 
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NEW SALES POWER 
FOR ALLIS-CHALMERS DEALERS 


ENGINEERING IN ACTION is constantly creating 
greater profit opportunities for Allis-Chalmers 
dealers. 

Here’s the latest—another Allis-Chalmers 
FIRST — the new No. 7 Mower with Twin-WHEEL 
drive .. . a power mower without a pitman! 


What is its significance? 


It means that with characteristic originality 
Allis-Chalmers has introduced another great new 
technical advance in hay harvesting . . . smooth, 
quiet rotary action that eliminates forever the de- 
structive vibration always associated with pitman 
drive mowers. 

To farmers, it means faster, easier cutting ... 
longer mower life . . . lower haying costs. 

To Allis-Chalmers dealers, it signals the open- 
ing of a fresh, new market, with every mower user 


a potential purchaser. 

Once he has operated the new No. 7 Mower with 
TwIN-WHEEL drive . . . or seen it in action... 
no farmer will ever again be satisfied with a pitman 
drive mower. 

Yes, Allis-Chalmers Engineering in Action brings 
new vigor, new performance to the age-old task of 
mowing .. . and opens up new avenues to increased 
sales for Allis-Chalmers dealers. 


FARM EQUIPMENT DIVISION, MILWAUKEE 1, WISCONSIN 


ALLIS-CHALMERS 


Allis-Chalmers dealer franchises open in some territories 
Address inquiries to Allis-Chalmers, Farm Equipment 
Division, Milwaukee 1, Wisconsin 


e TwIn-WHEEL drive . . . No Pitman. Smooth, Quiet 
Operation . . . Faster Cutting . . . Longer Life 

e Easy-On, Easy-Off . . . In Two Minutes or Less 

e One Basic Machine in Two Styles . . . Tractor 
Mounted for Allis-Chalmers Tractors . . . Trail- 
Type for Use With Any Make of Tractor. 

e Wide Distribution . . . Available in All Branch Ter 
ritories. 

e Competitively Priced ... Costs No More Than Ordi- 
nary Mowers. 





New Holland Announces 


Self - Propelled Baler 


A SELF-PROPELLED automatic hay 
baler—said to be the first for the 
average-size farm — capable of 
packaging nine tons of baled hay 
an hour, was introduced to farmers 
in August by New Holland Ma- 
chine Co., New Holland, Pa. 

Powered by two engines, one to 
control ground speed, the second 
to operate the baler, the Modei 
166 is a single, complete unit con- 
trolled by one operator. 

Seated high, the farmer is in 
full view of the entire baling op- 
eration. He can see how windrows 
of hay are fed into the baler. And 
a glance shows him the bales be- 
ing tied and discharged from the 
baler. All controls, including sep- 
arate ones for each engine, are 
mounted within easy reach be- 
cause of its shorter length, 16’ 3” 
from front wheels to wagon hitch, 
the Model 166 can make shorter 
turns and follow windrows easier. 
Since it has its own engine for 
movement, the farmer frees a 


The bale chute on the 166 is the 
“Rollaway” discharging bales to 
the side. The chute can discharge 
bales directly to the rear or up 
an attachable hitch to a wagon 


tractor for other use. This engine 
also lets the farmer move the ma- 
chine at speeds ranging from a 
crawl to transport road speeds of 
over 11 miles per hour. 

A “metermatic adjustment” on 
the baler allows farmers to turn 
out “tailored bales” heavy, 
dense ones, or light, firm ones, in 
any length from 12 to 52 inches. 

The pickup of the new baler is 
equipped with a rubber tire, giv- 


Capable of bailing up to 9 tons 
per hour New Holland's new 
Model 166 is said to be the first 
self-propelled “one piece” baler 
produced for the average farm 


ing better performance in uneven 
fields, and better protection for 
the spring teeth of the pickup. 

High speed tapered roller bear- 
ings give the Model 166 light draft 
in the field and allow faster trans- 
port on the highway. They also 
mean longer life and durability. 

A cleaning bar on the left side 
of the bale chamber prevents 
sometimes troublesome stems from 
wedging between the plunger and 
bale chamber. According to New 
Holland, this alone means fewer 
stops and an increase in baling 
speed. 

A new triple purpose bale chute 
is used to discharge bales straight 
back to throw them to the side o1 
to move them to a trailing wagon 


od 


New Market for Sales? 
Air Conditioned Tractors 


(Continued from page 120) 


at least had given it scant attention 
in their production plans. With 
passenger car owners taking al! the 
units manufacturers can produce, 
and with manufacturers looking 
next toward, and promoting, the 
truck cab possibilities, air condi- 
tioning of tractor cabs on a large 
scale could be postponed for some 


seasons. Unless some gambling 


-- Biot, 
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merchandisers prevail on cooling- 


unit makers to ear-mark some 
cece) 0 CAMPBELL CHAIN Exclus 
Currently, there is a_ limited 4 


amount of interest demonstrated 


from any source. Manufacturers of 
dash-type air conditioners are not, 
for good reasons, considering the 
purchase of tractor cabs for air" 


conditioning and sale to the farm 
. ' . ».\- Yori Lari ar vi Yeo wee re 
equipment trade. Their contention CNIREIRIEZ Ww i e™ 


is, and perhaps justifiably, that , 
the promotion of air conditioning Chain sellers and buyers everywhere have been 
is a job for cab manufacturers. And quick to recognize these advantages of new Campbell 
a spokesmen for one of the biggest "Measure-Mark” Chain .. . furnished at no extra cost! 
of all farm equipment manufactur- 
ers doubts that his company ever 


will produce either a cab or a cooi 

ing unit for tractors. Even though QUICK EXACT COLOR-CODED 
the same company will probably Lf 

introduce an air conditioner for MEASUREMENT IDENTIFICATION 
truck cabs. 

However, air conditioning fo- ~——~ 
transportation seems to be follow- 
ing a familiar pattern. It took hold 
slowly in passenger cars, now 
everybody is in the business. GREEN—Preet Cail 

While this passenger car busi- , 
ness was being developed, every- 
one involved ignored the vast 


g 
possibilities of air conditioning for f y 
trucks. Now interest is picking ut se 


rapidly in the truck field oppo! Marked every 5 feet— BLUE—High Test Steel = ORANGE—Cam-Alldy Steel 
‘r. Maybe tractor cabs wil : 
tunity. Maybe actor cabs w pre-measured for easy handling 
eventually have their day in a! end exact measurement Color-mark on the chain instantly 
conditioning. and positively identifies grade of 


If one would believe a recent chain—in or out of the container. 
short feature in the Dallas Morn 
ing News, the market for tracto1 


oir conditioning is already here INVENTORY STANDARD PACK— 
¥ News 


Said the in an indented box 


before going into details already 
related here: CONTROL LABELS MARKED BY FEET 


“Life on the farm is improving 
all the time. The tractor is no 
longer manned by a wind-burned 
fellow under a big straw hat 

“Today the farmer can step 
down from the plow after hours oi 
work in a crisp, white shirt ana 
with nary a drop of sweat on his 
honest brow. At least, that’s what 
several Kansas farmers are doing 
They have enclosed cabs on plows 
and combines—complete with air — 
conditioning.” 

That about completes the picture 
of the tractor-cab air conditioning 
market with one exception. The footage marked on label. 
fact is that when the tractor-cab 
manufacturing business got going, Ask your Campbell representotive—or write us for full 
the cabs were first intended to pro- details on this revolutionary new chain development. CAMPBELL 
tect the operator from foul winter CHAIN 
weather. Then someone had the INTNION The) had tel 


idea: 


“Why not put in an air condi- 
Oe See CAMPBELL CHAIN Company 


So they did. But you farm equip- 


ment dealers may have to measure : 
; Meo York, Pa. «W. Burlington, lowa « Portland, Ore. « Sacramento, Calif. 
your opportunities and take it 


from there, yourselves. 
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Space provided for "Perpetual In each container, standard 
Inventory” control. Guaranteed footage by chain size—for each 
grade. Standard package cost. 








Wholesalers, Manufacturers to 
Meet in Chicago, October 3-6 


EMPHASIS ON improved coop- 
eration with retailers will high- 
point activity at the Farm Equip- 
ment Wholesalers Association an- 
nual meeting at the Edgewater 
Beach Hotel in Chicago October 
3-6. 

President C. R. McMicken of 
B. Hayman Co., Inc., Los Angeles, 
Calif., said that the organization’s 
Retailer Relations Committee 
will make a comprehensive study 
of reports of the recently con- 
cluded series of regional Industry 
Coordinating Conferences con- 
ducted in cooperation with the 
National Retail Farm Equipment 
Association and FEMA. Members 
of the wholesalers’ Retailer Re- 
lations Committee participated in 
regional conferences. 

Chairman A. D. Byerline of 
General Implement Distributors, 
Inc., Salt Lake City, Utah, said 
that his committee will analyze 
the compilation prepared by Paul 
M. Mulliken of the NRFEA from 
reports submitted by dealer as- 
sociation secretaries who served 
the various regional conferences 
as recording secretaries. Then his 
33-man committee will submit the 
compiled report with recommenda- 
tions to the FEWA membership. 

Another industry relations con- 
ference has been scheduled for 
October 1 preceding the annual 
meeting to bring the FEWA Fac- 
tory Relations Committee into 
joint session with a wholesalers 
relations committee of the Farm 
Equipment Manufacturers Asso- 
ciation. Agenda for this joint ses- 
sion is being arranged by Chair- 
man Byerline, representing the 
FEWA, and B. A. Fuller of Fuller 
Mfg. Co., Centerville, Iowa, chair- 
man of the manufacturers com- 
mittee. 

The Farm Equipment Whole- 
salers Association has invited more 
than 900 manufacturers of short 
line and specialty farm equipment 
and supplies to attend its semi- 
annual Dating Session and two 
Factory Days which conclude the 
annual meeting. The Dating Ses- 
sion will be from 4:30 to 6 p.m. 
Thursday, October 4, in the Edge- 
water Beach grand ballroom. Fac- 
tory people will be helped to 
schedule interviews for Factory 
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Days during the Dating Session, 
and FEWA members will honor the 
appointments at arranged periods 
on Friday and Saturday. 

Attendance at the FEWA an- 
nual meeting is expected to ex- 
ceed 650 persons, including more 
than 400 sales and administrative 
executives representing more than 
250 factories, Executive Secretary 
Robert L. Shannon said. The 
FEWA has 75 members in the 
United States and Canada. Offices 
are maintained at 1011 Lumber 
Exchange Building, Minneapolis 1, 
Minn. 

2 


Holdsworth Appointed 
Ford Parts Manager 


APPOINTMENT of W. M. Holds- 
worth as manager, parts and ac- 
cessories department, Tractor and 
Implement Division, Ford Motor 
Co., Birmingham, Mich., is an- 
nounced by David Meeker, assist- 
ant general sales manager. 

Holdsworth, who has served as 


assistant manager of the depart- 
ment since June 1954, succeeds E 
L. Sparrow who has been ap- 
pointed manager of the division's 
Des Moines, Iowa, sales district. 

A native of Detroit, Holdsworth 
joined Dearborn Motors Corp., the 
former national marketing organi- 
zation for Ford tractors, in 1948 as 
a supervisor in the parts depart- 


W. M. Holdsworth 


ment. From June 1951 until June 
1954, he served as regional parts 
manager in the western region 
Holdsworth was with General 
Motors Corp. from 1940 until 1948, 
except for the period 1944-47 wher 
he served with the U. S. Army. 


iH Tractor Wears Protective Covering 


The strange-looking device above is an International 300 Utility tractor 
specially processed for shipping or storage. The protective covering keeps 
the tractor factory-fresh during travel, reduces vandalism, and is not dis- 
turbed when the tractor is operated for unloading and storing. Protective 
paper covers are available for the Farmall 300- and 400-series tractors 
as well as the International 300 Utility tractors shipped from Harvester's 
Farmall Works at Rock Island, Ill. A separate package, including two 
covers, is provided for fenders, the company states 
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The New Holland Model 166 bales up to 9 tons an hour 


Yes, it's a New Holland — and it's 


Self-Propelled! 


Another First from New Holland 
for You and Your Customers 


The new Model 166 opens to you an almost 
untouched market —a self-propelled baler within 
the price reach of most of your haymaking cus- 
tomers. And it bears the most famous name in 
balers— New Holland! 


Handiest Baler Made 


Climb up on the driver’s seat of a 166. Drive it 
around your lot or head down the street. You’ve 
never driven a piece of farm equipment so easy 
to handle! It turns on a dime. You feel on top 
of the world—in complete command of the 
whole baling operation. Every control is right 
at your finger tips. 

That gives you an idea of the pleasure your 
customers will feel when they try a 166 self- 
propelled. In the field . . . when the windrows 
are running extra heavy . . . on hillsides or down 
in tight fence corners . . . this baler loves hard 


work. Its steady, easy, high-capacity perform- 
ance gives a man that glow of pride that comes 
from owning the best. 

The New Holland Machine Co., a subsidiary 
of Sperry Rand Corp., New Holland, Pa. 


i 1 3 wi 


eerrerrrre 


<er 


Drive down the road to a prospect’s farm 

...now... this Fall. Let him climb aboard 

and drive the 166. This is guaranteed 
to awaken his baler-buying interest. 


'First in Grassland Farming" 


New Ho.it.taAnpD 
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Thornbrough 


Taylor 


New Appointments Announced by 
Massey-Harris-Ferguson, Ltd. 


W. E. PHILLIPS, chairman of the 
board and chief executive officer of 
Massey-Harris-Ferguson Limited, 
parent company of the world-wide 
farm machinery organization, an- 
nounces that E. P. Taylor, a di- 
rector of the company since 1942, 
has been named chairman of the 
executive committee of the board 
of directors. 

The following new appointments 
are also announced: 

A. A. Thornbrough, executive 
vice-president since October, 1955 
has been elected a director and 
placed in charge of the direct oper- 
ations of the company, its di- 
visions and subsidiaries. 

H. G. Klemm, Detroit, formerly 
vice-president-in-charge of engi- 
neering for North America, will 
extend his responsibilities to this 
field to include all divisions. 

C. P. Milne, formerly executive 
vice-president of Massey-Harris- 
Ferguson, Inc., becomes vice-presi- 
dent and general manager of the 
same company with headquarters 
at Racine, Wisconsin. 

C. F. Herrmeyer, vice-president 
and treasurer of Harry Ferguson, 
Inc., in 1953 when amalgamation 
of Ferguson and Massey-Harris in- 
terests took place, becomes vice- 
president, finance. 

+ 


MM Appoints Specialists 
in Product Merchandising 


SIX PRODUCT managers who will 
specialize in sales promotion and 
merchandising of major classes of 
Minneapolis-Moline farm equip- 
ment have been appointed by Bon 
D. Grussing, the firm’s director of 
merchandising. With headquarters 
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in Minneapolis, these men will pro- 
mote merchandising activities 
throughout the United States, Can- 
ada, and elsewhere to strengthen 
the firm’s sales position for trac- 
tors, farm machines and imple- 
ments, and farm and industrial 
power units. 

James H. Bunker, assistant man- 
ager of Amarillo Division, was 
named product manager in charge 
of tractors and attached tools. 

Walter A. Kimball, Eastern Di- 
vision territory manager at Caro, 
Mich., becomes product manager 
in charge of farm implements. 

H. E. Rentsch, assistant manager 
of Midwestern Division, moves 
from Omaha to Minneapolis as pro- 
duct manager in charge of drills, 
Harvestors, and Foragors. 

Three men whose previous work 
emphasized product education and 
training schools were named to the 
new merchandising posts: Clar- 
ence O. Brobst, in charge of corn 
huskers and shellers, hay balers, 


and planters; Roger R. Hipwell, en- 
gines, and farm and _ industrial 
power units; and A. C. Nichols, Jr., 
Uni-Farmor machines. 


o 


New 300 LP-Gas Utility 
Tractor Now in IH Line 


A NEW TRACTOR model, the Inter- 
national 300 LP-Gas Utility, de- 
signed to operate efficiently on liq- 
uefied petroleum fuels, is an- 
nounced by International Harves- 
ter Co., Chicago. 

The new, full three-plow LP- 
gas tractor provides approximate- 
ly the same horsepower as the gas- 
oline-powered International 300 
Utility, according to the manufac- 
turer. 

Features of the new LP-gas-op- 
erated tractor include a higher 
compression ratio, 12-volt electri- 
cal system, micronic-type fuel fil- 
ter, special carburetor, regulator- 
vaporizer unit, and a completely 
sealed fuel system with a special 
tank and controls. Filler connec- 
tions and gauges, as well as operat- 
ing controls are mounted at the 
rear of the tank within sight and 
easy reach of the operator. The 
tractor is fully protected by safety 
and excess-flow valves and con- 
forms to all safety codes. 

Fuel tank capacity is 23.3 water 
gallons, with a “safe” capacity for 
LP gas of 80 percent, or 18.64 
water gallons 

The International 300 LP-Gas 
Utility can be equipped with such 
features as Torque Amplifier drive 
power steering, power adjusting 
rear wheels, Fast-Hitch, independ- 
ent power take-off, and Hydra- 
Touch implement control 

A full line of McCormick farm 
equipment is available for the In- 
ternational 300 LP-Gas Utility. 
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Boosting the Net 
in Parts Department 
(Continued from page 114) 


for each of us to perform. We 
would be out of business in a 
hurry if we failed to keep tabs on 
our parts inventory. 

“Another advantage—we give 
fast service to customers who 
come in without knowing the 
name of the part they need. They 
tell us the type of equipment they 
have and we look up the unit in 
our catalog. From an assembly 
picture of all the parts in this unit, 
the customers select the part they 
want. We take this number, refer 
to a card index system on an ad- 
joining page and get the card in- 
dex number. From the card, we 
find the bin number where the 
part is stored. 

“After obtaining the part, we 
write up the purchase and note the 
sale on the inventory card. 

“We set a low-limit on each item 
we carry in stock. When we reach 
the limit set, we turn the card in 
the file so that it stands on end. 
This signifies that it’s time to re- 
order. Each morning, I take these 
cards and write the orders. On 
some occasions, we run out of an 
item, particularly during seasonal 
rushes. When this happens, we 
tag this card with a red metal 
tab, and, as soon as possible, the 
item is ordered—many times by 
telephone, if the item is a critical 
one. 

LaGrange Implement Co. gets 
one-day service from the branch 
house in Chamblee, Ga., near At- 
lanta. According to Floyd, the 
shipping costs are high for rush 
orders, but he makes a lot of 
friends by getting specials to his 
customers quickly. 

How does Floyd’s system work? 

“When we receive a part, we 
check its serial number against the 
number we ordered. Then, we 
make out an inventory card list- 
ing the following information: part 
number, description, price, bin 
number where it is stored, maxi- 
mum and minimum numbers of the 
part we want to stock. On the card, 
we also post the number of units 
we ordered plus the date ordered, 
and the number of units we re- 
ceived plus the date of receipt. 

“We review these cards often 
and post the number of units on 
hand in the space provided. To find 
out how many of these units we 
have sold, we simply subtract the 
number on hand from the total 
number ordered. This figure we 


use when ordering in advance of a 
season. 

“As a small dealer, we use all the 
aids provided by our parent com- 
pany. When we buy tractors, the 
company sends us a stock order 
listing all parts needed to service 
the new units we have bought We 
review our inventory cards, note 
the parts we have in stock that are 
required for maintenance, and, 
then, we order the additional parts 
we need. These stock requisitions 
save us a lot of time. 

“We stress the availability of a 
complete parts department in all of 


our advertising,” Floyd continued. 
“We mostly use the radio spot an- 
nouncement during pre-seasonal 
promotions or when we have re- 
ceived a new, highly publicized 
implement or tractor from our 
company. In addition, we push our 
spare parts department during 
every sales presentation, stressing 
our policy of prompt service dur- 
ing emergencies. 

“In addition to radio advertising 
we send out nearly 2000 copies of 
the manufacturer’s mailing piece. 
This promotion shows our contin- 
ued interest in our customers.” 








Write us. No obligation. 























Self-Priming 
CONTRACTOR PUMPS = 
handle MORE WATER ca—oaut— frome 
—Za—at LESS COST and MORE QUICKLY 
—even under the TOUGHEST CONDITIONS 


Portable and self-priming, these Contractor 
Pumps “by Aurora” are ready for action in- 
stantly. Available in sizes from I!/2" (5,800 
G6. P.H.) to 3” (20,400 G. P.H.) —and in 
carry, skid, steel wheel or rubber tired types 
—Gasoline engine—pulley—or motor drive. 


UNBEATABLE on MANY JOBS 


BULLETIN 


AURORA &M Self-Priming Contrac- 
tor Pump with Carrying Handle — 
Also available in Wheel Mounted. 


t= 
SP 











AURORA PUMP oivision 











INTERNATIONAL SALES OFFICE @ 


THE NEW YORK AIR BRAKE <—*~(f)) 
17 DEARBORN STREET AURORA > ILLINOIS 


90 WEST ST. e@ 


NEW YORK 6, N. Y. 
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Southeastern Region Leads Nation 
In Farm Cash Receipts Increase 


FARMERS IN the _ seven-state 
southeastern region of Alabama, 
Florida, Georgia, Mississippi, Ten- 
nessee and the Carolinas in the 
first five months of 1956 realized 
an estimated $1,151,804,000 in cash 
receipts from their marketings, a 
10.6% increase over the corres- 
ponding period last year, the 
largest regional rise recorded for 
the nation as a whole, according to 
the Atlanta field office of the U. S. 
Department of Commerce. 

All of the seven southeastern 
states, except South Carolina, reg- 
istered gains this year over last 
ranging from 1.1% in Georgia to 
34.5% in Mississippi, second larg- 
est advance in the country as a 
whole. 

In Alabama, total cash receipts 
to farmers went from $108,799,- 
000 at the end of May last year 
to $128,551,000 this year, Florida, 
$330,756,000 to $364,542,000, Geor- 
gia, $161,332,000 to $163,243,000, 
Mississippi, $121,228,000 to $163,- 
074,000, North Carolina, $130,507,- 
000 to $133,959,000, and Tennessee, 
$128,967,000 to $141,361,000. 

In South Carolina, a 4.7% de- 
cline was shown, or from $59,861,- 
000 last year to $57,074,000 this 
year. 

The advances this year over last 
in the six southeastern states were 
among increases recorded for 22 
states in the nation. Ten of those 
are in the broad South. 


1% Drop for Nation 


A 1% drop was reflected for 
the nation as a whole. 

Most of the increase in the 
Southeast came from the sale of 
crop products with a gain of $94,- 
995,000, or from $527,539,000 last 
year to $622,534,000 this year. An 
advance of $15,359,000 was also 
shown for livestock and its prod- 
ucts, or from $513,911,000 to $529,- 
270,000. 

The increase of 34.5% listed for 
Mississippi was bettered only by 
Arkansas’ 35.7%. Most of the gain 
in Mississippi was in returns from 
crop products, which rose from 
$62,922,000 to $102,152,000. Other 
crop product receipts in the region 
included: 


Alabama, $31,701,000 in 1955 
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and $49,264,000 this year, Florida, 
$280,740,000 and $307,217,000, 
Georgia, $42,864,000 and $39,486,- 
000, North Carolina, $41,458,000 
and $41,313,000, South Carolina, 
$25,662,000 and $24,736,000, and 
Tennessee, $42,192,000 and $58,- 
366,000. 

In sales of livestock and its prod- 
ucts, gains of from $89,049,000 to 
$92,646,000 this year over last 
were shown in North Carolina, 
$118,468,000 to $123,757,000 in 
Georgia, $50,016,000 to $57,325,000 
in Florida, $77,098,000 to $79,287,- 
000 in Alabama, and $58,306,000 


in South Carolina a decline of 
from $34,199,000 to $32,338,000 
and in Tennessee from $86,775,000 
to $82,995,000 came. 


* 


New Holland Adds Ground 
Drive Manure Spreader 


Tur Mope.t 200 Manure Spread- 
er announced by New Holland 
Machine Co., New Holland, Pa., 
features a wide tapered design 
which makes it easier to fill and 
faster to empty. 

Faster loading is made possible 
too by the low 42-inch height from 
ground to top of side, the company 
states. Two lever controls permit 
handling the entire spreading op- 
eration right from the tractor seat. 
There are five apron speeds plus a 
variable forward speed to give 
complete control of distribution. 

An adjustable screw jack swings 
up out of the way when not in use. 
To handle fast power loading, the 
sides are combination steel and 


wood with extra sturdy railed 
edges. Dense Georgia pine floor- 
ing and side boards are treated 
with Penta-Cote and the steel sides 
are especially primed with Meta- 
Life preservative. 

The spreader can be ordered 
with traction tires on 24-inch drop 
center rims for lighter draft, trac- 
tion tires on 20-inch drop center 
rims for higher beater speed, or 
ordinary 20-inch truck tire rims 
for economy. 

. 


Wood's Machine Features 
Adjustable Wheel Spacing 


THE NEW Model 80AJ Rotary 
Mower-Shredder introduced by 
the Wood Brothers Manufacturing 
Co., Oregon, Ill, features wheels 
which are adjustable to various 


row widths. The machine is espe- 
cially suitable for topping truck 
garden crops such as carrots, onion 
sets, etc., and shredding crop resi- 
dues in truck gardens. 

A 61-inch machine with adjust- 
able wheel spacing is also avail- 
able. This is the Model 61AJ. 

Wheel tread, measured on cen- 
ters, on the 80-inch machine is ad- 
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justable from 70 inches to 18 inches 
and on the 61-inch machine, from 
52 inches to 18 inches. The height 
of cut of these machines, from 
ground level to 14 inches, can be 
controlled either manually or by 
remote cylinder. 

A new catalog containing com- 
plete information on the adjustable 
axle machines, as well as the 12 
other models of Wood’s rotary 
mower-shredders, is available. 


° 


Portable LP Gas Tank 
Announced by Master 


MASTER TANK & Welding Co., 
Dallas, Texas and Quincy, III., has 
announced production of the “Field 
Server,” a portable butane-pro- 
pane refueling tank for use on the 
farm, as the latest addition to its 
line of LPG tanks and equipment. 


The Field Server, mounted on 
two standard 15” wheels and with 
heavy duty axle and tongue welded 
to the body of the tank, is easily 
“spotted” by truck, tractor or auto- 
mobile for hauling from part of the 
farm to another. Designed to be left 
on any part of the farm where the 
farmer desires to refuel his equip- 
ment, it eliminates the necessity 
for moving heavy, cumbersome 
equipment back and forth to a cen- 
tral refueling point. The Field 
Server is in place and equipment 
refueled in a matter of minutes, the 
company points out. 

The new equipment is available 
in 250, 300 and 500 gallon capaci- 
ties. 


° 


Mac Fariane, Swenson 
Named to MM Posts 


Wayne H. Mac Farlane, vice- 
president and director of engineer- 
ing of Minneapolis-Moline Co.. has 
been named to a new position as 
vice-president-administration, ac- 
cording to an announcement by 
Henry S. Reddig, senior vice-presi- 





dent of the firm 

William E 
director of engineering, 
Mac Farlane as 
neering. 

Mac Farlane began work in 1935 
at the firm’s Minneapolis tracto1 
plant after attending Lawrence- 
ville School and Yale 
After years in the tool 
room, foundry, depart- 
ment, engineering laboratory, and 
superintendent's office he went in- 
to the Army in 1943. On his return 
to MM in 1946, he was named man- 
ager of materials and methods. He 


assistant 
succeeds 
engi 


Swenson, 


director of 


college 
several 
assembly 


manager of the firm’s 
Louisville plant in 1952. In 1954, 
he was elected vice-president and 
director of engineering 

Swenson started with MM in 
1926. He served as tracer, drafts- 
1utomotive 


became 


man, and designer in 
‘ 


engineering until his 
as design engineer in 1943. He was 


appointmnt 
promoted to assistant chief eng)- 
neer in 1944. In 1954, he became 
design correlator for the manufac- 
turing and engineering divisions of 
the company. He was appointed as- 
sistant director of engineering in 
1955 





REGARDLESS OF MAKE... 


HERSCHEL PARTS 


are available to fit 
ALL MAKES of mowers 


and combines 





FACTORY AT PEORIA, ILLINOIS 


DISTRIBUTORS: 
R. C. Cropper Co., Macon, Georgia 
Southern Supply Co., Dallas, Texas 
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By 


You make 


the SALE! 


-—- 


Why limit your profits? You can sell 
Herschel Parts to practically every 
farmer in your area... because there 
are Herschel Parts available to fit 
many kinds and all makes of farm 
machines. Remember Herschel is 
the quality standard of the field . 

standard that has been mers h ety 
through continual engineering re- 
search and the most modern manu- 
facturing methods. For more profits 
from sales, stock... display... sell 
a complete line of Herschel Parts! 


FREE CATALOG 


WRITE for Catalog which describes 
and illustrates the complete line of 
Herschel cutting parts available to fit 
all makes of mowers, combines, for- 
age harvesters and swathers.. . and 
other Herschel repair parts and farm 
supplies. Wall Chart showing parts to 
fit all makes of power mowers also 
sent on request. 


ERCROME 


Ask your Herschel representative about 
HERCROME"’ Knives, Sections ond guards 
—the miracle of modern cutting 





Cotton Biggest Money 
Crop in Southeast 


CoTTON apparently is still the 
Number 1 cash crop on southeast- 
ern farms. 

According to the Atlanta field 
office of the U. S. Department of 
Commerce, farmers in Alabama, 
Florida, Georgia, Mississippi, Ten- 
nessee and the Carolinas last year 
realized approximately $4,004,- 
000,000 in cash for their market- 
ings of which nearly a fourth, or 
$961,200,000, came from cotton. 

In the seven-state region as a 
whole milk was the second most 
important production from a cash 
money standpoint, that commodity 
bringing in $265,600,000 in the 
wholesale market. 

The figures for 1955 were pre- 
liminary. Other returns, in order 
of importance, were broilers, 
$259,900,000, cattle and calves, 
$257,900,000, truck crops, $236,- 
900,000, hogs, $230,000,000, and 
eggs, $170,500,000. 

In five of the seven states, Flor- 
ida, Georgia, Tennessee and the 
Carolinas, tobacco brought $801,- 
200,000, second largest amount for 
the region, but nearly two-thirds 
of the total, or $537,000,000, was 


credited to North Carolina. 

In Florida, Georgia, Tennessee 
and the Carolinas, fruits and nuts 
produced a total of $217,400,000, 
but here again the bulk of the re- 
ceipts went to farmers in Florida, 
$209,000,000. 

Not only have cash returns to 
farmers in the region increased by 
233.7% since 1924, but per farm 
returns have expanded proportion- 
ately in that period of time, the 
report showed. In Florida the rise 
in total receipts was 492.2%, North 
Carolina, 274.8, Mississippi, 209.1, 
Georgia, 204.3, Tennessee, 188.8, 
Alabama, 187.6, and South Caro- 
lina, 150%. 

Per farm receipts rose 432.4% 
in Florida, 401.2 in Georgia, 299.5 
in Alabama, 278.6 in Mississippi, 
275.4 in North Carolina, 246 in 
Tennessee, and 245% in South 
Carolina. 

Sharp increases have come in 
the 31 years in receipts from near- 
ly all lines of products. Returns 
from cattle and calves rose 700%, 
hogs, 492, milk, 1,783, broilers, 556, 
eggs, 331, tobacco, 685, truck crops, 
294, fruits and nuts, 247, and cot- 
ton, 51%. 

In three states, Alabama, Geor- 
gia and North Carolina, cash re- 


ceipts from peanut sales last year 
were placed at approximately 
$92,500,000, an increase of 250% 
over the 3l-year period. 


+ 


FEMA Occupies 
New Offices 


OFFICcEs of the Farm Equipment 
Manufacturers Association (form- 
erly Allied Farm Equipment Man- 
ufacturers Association) have been 
moved to 7734 Bonhomme Ave., 
St. Louis 5, Mo., from the down- 
town location at 1014 Locust St. 

FEMA occupies space in a new 
office building in the west section 
of the city effective July 3 and 
members are requested to make 
note of the new telephone number 
which is PArkview 5-5532. 

“FEMA's new office is closer to 
the new St. Louis airport and more 
convenient for office callers trav- 
elling by automobile,” Harold B. 
Halter, FEMA managing director, 
advises. “We expect that the more 
convenient location will result in 
more visits to the Association’s 
headquarters from members and 
others in the industry,” Mr. Halter 
added. 





A ‘PLUS” SALE 


FALL AND WINTER IS THE 
TIME TO SELL WHIZ SAWS 


Whiz Saws, 20° and 26” are self-propelled, 
equipped with either circular or chain saw units 


Cut up to 40° timber. Designed for safe one 


man operation. 
Sell WHIZ 26’, 20° and 18° Power SAWS 


Complete line of good profit attachments mean 


repeat sales. 
Nationally Advertised 
Write for literature showing all 
sizes and attachments available 


ROOT MANUFACTURING CO., INC. 


127 East Eleventh St 


me 
CIRCULAR SAW 


CORD WOOD 
CUTOFF 


Baxter Springs, Kansas 


™ Priced from 
$117.50 retail 


Extra Profits from 
sale of interchange- 
able units. Post Hole 
Oigger—Circular Saw 
Orinder—Chain Saw 
—Rotary Tiller-—Grass 
& Brush Mower. 


sans 


Fw & 


AS 





ICE SHARES 


Patterns are available for practically all 
plows, listers, middlebreakers in No. 1 soft 
center or No. 2 crucible steel of the highest 
quality obtainable. Also, we are now pro- 
ducing a mew line of Star Blade-Type Plow 
Shares —in regular and short patterns — 
made from solid steel, rolled to our own 
strict specifications, and automatically heat 
treated for maximum strengsh and wearing 
qualities. You'll want complete details now. 


FULLY GUARANTEED 


TO QUALITY FINISH 





Bring Major Profits 
(Continued from page 124) 


Water age 


Another advantage of plastic 
pipe is that it doesn’t have to be 
jointed every 20 or 30 feet like 
metal. On a thousand-foot pipe- 
line on one of his customer’s farms 
Knott used an 800-foot length and 
finished out with a 200-foot length. 


Labor Saver 


The surface pipe that joins the 
underground line with the kitchen 
sink or other outlet has to be met- 
al. In this connection there is an- 
other labor saver. Assuming that 
the underground line is a 34-inch 
plastic, all that is required is to 
slip the %-inch metal pipe into 
the 34-inch plastic pipe. The two 
can be joined in a water-tight con- 
nection with no threading required. 

Another advantage of plastic 
pipe is that if it freezes it will ex- 
pand further before bursting than 
metal. One disadvantage is that, 
if it does freeze, it is much harder 
to thaw out. 

Knott says that if each farm 
job is properly engineered little 
difficulty arises. The depth of the 
well, elevation to which water has 
to be lifted from well to house or 
other points, and a few other prob- 
lems have to be worked out. How- 
ever, the manufacturer usually 
provides a chart from which the 
dealer, with a little experience, 
can learn his way around. 


Big Problem 


One of the biggest problems 
created by the early systems in- 
stalled several years ago was use 
of pipe that was too small. Half- 
inch pipe was frequently used in 
water lines when 34-inch should 
have been laid, or 34-inch when 
one-inch would have been better. 
Knott says he had to learn some 
of this the hard way. In one sys- 
tem with a several-hundred-foot 
line he put in pipe too small for 
the need and produced a stream of 
water at the far end about the size 
of a broom straw. By digging the 
line up and using right size it 
spouted water at rate of 300 gal- 
lons an hour which is about the 
average of all his systems. 

So far, all his systems have been 
tied to either wells or springs, 
though they can as easily be con- 
nected with streams or lakes, if 
close by. However, in these cases, 
it might be necessary to add a wa- 
ter purifier for drinking purposes. 


i) 
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MILKING MACHINE 
REPLACEMENT PARTS 








Get this Display Board FREE! 


Sets you up as Rubber Replacement Parts Headquarters for all leading 
makes of Milking Machines. 


Write today for full details. 


CROWN DAIRY SUPPLY CO. 


327 W. College Avenue 7 Waukesha, Wis. 
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Calbar Paint & Varnish Co 

Camillus Cutler Co 

Campbell Chain Co 

Case Co., J 

Champion DeArment Co 

Chattanooga Royal Co 

Chesflex Corp 

Choremaster Div Weber 
Engineered Prods Ine 

Clark Brothers Bolt Co 

Classified Ads 

Clemson Bros In< 

Cleveland Mills Co 

Coal Chemicals Div 
U. 8. Steel Corp 

Coleman Company. In¢ 

Colorado Fuel & Iron Cort 
Wickwire Spencer Ste« 
Div 

Colt's Patent Fire Arms 
Mfg. Co., In 

Columbia Malleable Castings 
Corp 

Columbian Rope Co 

Consolidated Wire Prod. Co 

Consumers Glue Co 
ontinental ale Corp 


Co 
United 


Damas 

Daze Cort 

Deere Tohr 
Dempster Mill Mfg 
Deming Company 


Diamond Calk Horseshoe Co 


Draper-Maynard Company 
Durall Products Ce 


E 


Eagle Mfc. Co 

Eleetric Wheel Co 

Ellinor Village 

Embree Manufacturing Co 
Empire Plow Co 
Enterprise Mfg. Co 
Estwine Mfg. Co 

Evans Rule Co 
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Geyer Mfg 
Gleason Cor 
Gould Pumy 
Graham & Cc 
Bevin Br 
Graham & ¢ 
G. W ( 
Grahan 
King 


Greenlee 


Griffin 


Mfe. Co 
Hillerich & Bradsby Co 
Hodell Chain C« 


Ideal Brass Works, In 

Ideal Fishing Float Co In 

Ingersoll Products Division 
Borg-Warner Corp Dises) 

International Harvester Co 
General Line 

Irwin Auger Bit ¢ 


J 


Jackson Mfg 
Jackson Mfg 
Jones & La 


Cort 


K 


Kaiser Aluminum & Cl 
Kellogg Brush Mfg. Co 
Keuffel & Esser Co 
Keystone Steel & Wire Co 
King Hardware Ce 


L 


Lamson 


Landers 


Langley 
Larson 
Lebanon Chemical Corp 


Libpey-Owens-Ford G.ass Co 


Lindemann, A. J. and 
Hoverson (Subsidiary of 
Norris Thermador Corp.) 

Linen Thread Co., Inc 


Lufkin Rule C« 


ZAAZZ 


7 FA.7.7, 


4 Tackle Mfg 
a Lawn Mower 


Radiator Special 

Red De Tools 

Red Head Brand Cx 

Reeve Company 

Remington Arms Co 

Reynolds Metals Co 

Richards-Wileox Mfg. Co 

Root 

Royal 

Ruberoid Wood Sh: r 
Wooster Rubber 
Wright Stee 
Wyatt 


Cordage 

Saw & To 
Arms Corp 
Mower Div 


Shaw fg. Co 
Sherman Mfg. Co 
Sherwin-Williams Co 
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BREAKING SALES RECORDS from Coast to Coast 


challenger 


‘Watt ettés ed 


e 
THIS 
IS ALL 
THE SPACE 
YOU NEED | 
TO ROLL 
UP BIG 
DAILY 
VOLUME 
AND 
PROFITS 


Typical store installa- 
tion (at right) shows 
following ‘‘Wall- 
ettes". 1 & 2—Combi- 
nation Wrenches. 3, 4 
& 5—Sockets and At- 
tachments in 4%", %&” 
& ¥” Drives. 6—Box 
Wrenches. 7 — Open 
End Wrenches. 8—Ad- & ”? 
justable Wrenches. « «+ #* * 
9—Deep Sockets. 10— 
Screwdrivers. 11—Pipe 
Wrenches. 12——Adjust- 
able Wrenches. 13— 
Punches & Chisels. 14 & 
15—Pliers and Cutters 


& — 
. 


All over America stores like yours are sensationally in- 
creasing their tool volume and profits with Challenger 
*“W all-ettes”’! Moreover these Super-compact, Small-investment 
Assortments use only a fraction of the display space formerly 
required. Still further—your sales costs are cut to rock-bottom by 
the 100% SELF-SERVICE PERMANENT METAL DIS 
PLAYS which come with each “Wall-ette” Assortment (“Slide 
in” Markers clearly identify and give retail price of each tool 


And “Wall-ettes” feature only tools in greatest demand every day 
—Fine-quality, Nationally-advertised Challenger Tools at lou 
popular prices that make your dollars turn F-A-S-T! Also, you 
always can hold your stock to absolute minimum, because your 
jobber makes “refill” shipments as soon as you reorder. 


ASK YOUR JOBBER NOW to show you how Challenger “Wall-ettes” 


will skyrocket your tool sales and profits! Or today write address 
below for full-color descriptive literature and prices! 


@ THE NEW 

/ SELF-SERVICE 
UNITS THAT 
REVOLUTIONIZED 
HAND TOOL 
MERCHANDISING 


r 


bale 


~~ 
;; challenger 


~_ | Bi 
A —-> 


-- 


PERFORATED 
PANEL OR 
ANY WALL 


Two Hanger 
Ends (at top) 
accurately fit 
perforated 
ponels. Or 
“Wall-ettes"'/ 
hang on 
cabinet or 
door with 

2 “Magic / 
Buttons 
(furnished < 


free). 
“ 


PENENS TOOL CORPORATION e SCHILLER PARK eILLINOIS 


ORIGINATORS OF ““WALL-ETTES”...THE SELF-SELLERS THAT REVOLUTIONIZED TOOL MERCHANDISING 
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MORE RATINGS 
BIGGER MARKETS 


for Deming Submersible 
Pumps and Water Systems 


NEW ratings have been added to the big DEMING line of Submersible 
Pumps and Water Systems. The new pumps are made in 2, % and 1 H.P. 
sizes, with fewer stages for additional ratings at different depths. 


These new ratings enlarge your market for DEMING Submersible Pumps 


and Water Systems, permitting you to supply the right pumps on practi- 
cally all installations. Get the full details in BULLETIN 6700-D. 


Ask your Deming Distributor or write to us! 


THE DEMING CO., 519 Broadway, SALEM, OHIO 


iMfs SUBMERSIBLE PUMPS 
AND WATER SYSTEMS 
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Fsgge 


RETAIL 


including tox 


shows you 2 easy steps to EXTRA profits 


Scores of dealers have found this two-step program works for more sales. 


x1ta 
Rod Devil, 


Rug Cleaner 


The FP-33 can now be quickly trans 
formed into an efficient, professional type 
rug and carpet cleaning machine, by the 
use of a simple snap-on attachment, shown 
above. A perfect, extra rental feature 
found in the Red Devil FP-33 


RETAIL $19.95 Tox inci 


new * 
sum o«<toe’ 


BOOTH 13 


cou 
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First, attract mew rental customers for the easy handling Red Devil FP-33. Because 


the FP-33 is low in cost, a low rental price is possibl 


And—you make extra profits 


with tie-in sales of wax, sandpaper, steel wool, etc 


Turn rentals on FP-33 machine into full price sales. Once a customer rents and uses 
the FP-33 in her own home, sees how light and easy it is to handle, she is a good 
prospect for outright purchase. Apply rental payments to the purchase price to clinch 


more FP-33 sales. 


it's as 


' 
easy as that! tull-price, 


By adding the FP-33 to your other rental machines 
you increase rental business and open the way for more 
FP-33 sales with your full 50% mark-up 


The Red Devil FP-33 offers these advantages: 


Here is a light, sturdy floor machine spe- 
cially designed with the woman in mind. It 
is right for home waxing, polishing, scrub- 
bing, steel-wooling, sanding or refinishing of 
all kinds of floors. Counter-rotating brushes 
provide fingertip control. Modern styling 
attracts women, provides under-furniture 
clearance. Has more powerful motor (Under- 


writers approved) and 22 ft. long, insulated 
Yes, the Red Devil FP-33 Floor 
Conditioner is tops with women everywhere. 


cable 


Floor Reconditioning Kit with steel wool 
pads and three grades of sandpaper discs 
also available for cash sales to either rental 
or purchase customers 1967 


Rod Devil Tools UNION, NEW JERSEY 


For more information use Handy Return Card, Page 94 





Master Padlocks 


named Bect for Sportsmen — 


TWO NEW AWARDS WON 
BY MASTER LOCK COMPANY 


DOLPHIN AWARD 

Highest Honor in the 

Sport Fishing Industry 
presented to 

MASTER LOCK CO 

for 

“The Best Padlocks 

for Sportsmen" 


SPORTSMAN’S CLUB 
OF AMERICA 
1956 GOLD MEDAL 
AWARD 
“For Product Excellence 


in Design, Craftsmanship 
and Utility" 





These two honors... highest in the field of sports 
HUNTING and FISHING equipment . .. symbolize the quality that has made 
Master the world’s fastest selling padlocks, 
SEASONS OFFER CHANCE ; ch te, 
for EXTRA PADLOCK SALES 


Increase your sales and 
profits by displaying Master 
padlocks along with hunting 
and fishing equipment. 
Remind sportsmen that their 
valuable equipment needs 

the finest padlock protection 
they can buy... MASTER! 





N ised in S$ day Evening Post, Life, Household, This 
Week, ~K Trve, Field & Stream, Popular Science, Americon Legion, 
Ebony, Boys’ Life, Form Journal, American Girl. 


Master Jock Company, Milwaukee 45, Wis.¢ World's Largest Padlock Manugacturers 
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